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Wide Range Of Fire 
Safety Subjects On 
NFPA Meet Program 


New and Old Threats Will Be 
Considered at Chicago Gather- 
ing Week of May 19 


THOMAS NAMED FOR PRES 


Chief of Hartford Fire Dept. Is 
Slated to Succeed Neale, Chief 
Engineer of NBFU 


The world’s leading fire protection 
authorities will meet in Chicago nexi 
month to discuss new and old threats 
to the fire safety ot people. How to cope 
with fire hazards of everything from 
nuclear reactors to amateur rockets are 
wmong the topics experts will cover at 





the week-long 62nd annual meeting of 
the National Fire Protection Association 
scheduled to open May 19. Some 2,000 
persons, principally from the United 
States and Canada plus some from dis- 
tant countries, are expected to attend. 

\ major item of business at the meet- 
ing will be proposed revisions of the 
National Fire Codes, prepared and pub- 
lished annually by the association. Fire 
matters to be treated by the interna- 
tional organization include hotel fire 
safety, aviation rescue and fire fighting 
equipment, hospital operating room 
practices, flammable liquids and gases, 
building exits and construction materials. 


Thomas of Hartford Slated for President 


Henry G. Thomas, chief of the Hart- 
ford, Conn. Fire Department, heads the 
slate of new officers to be voted upon 

the annual meeting. 

Those nominated are: for president, 
Chief Thomas; vice president, Loren S. 
Bush, chief engineer of the Board of 
lire Underwriters of the Pacific, San 
Francisco; vice president, J. Sharp 
Queener, manager of safety and_ fire 
protection division, E. I. du Pont de 
Nemours & Co., Wilmington, Del.; sec- 
retary-treasurer, Hovey T. Freeman, 
president of Manufacturers Mutual 
lire, Providence, R. TI. 

Richard E. Vernor, manager, fire pre 
vention department of Western Actu- 
arial Bureau, Chicago, is renominated as 
chairman of NFPA board of directors. 

Named for reelection to the board of 

(Continued on Page 25) 
RR a RFE NR A GEE OR REED IE SORRENTO SANE ERMAN 


Fire Dept. I 


Brokers & Agents a ae 
Marine Dept. hs aa 
Casualty & Surety. ae 
Accident & Health... «0 "= 40 





OS a RRS Ac EERE RARE SE AAS UMN AS MERE OUESSIS NEST 








Mutualization Plans 
Of 3 Canadian Cos. 
Meet No Opposition 





Situation Respecting Manufacturers 
Life, Confederation Life, Toronto, 
Equitable of Waterloo 


LA N CAS H R E on LEGISLATIVE BILL PASSED 


= G 4 0 U ie NWS Approval by Both Shareholders and 
= WS Policyholders; Assets of Com- 


ay \ panies at End of 1957 








Plans for mutualizing three Canadian 
life insurance companies are making 





1 ' good rogress. The c anies are 

DEPENDABILITY Baba ecto Life nid cata 

“! Life Associati f Toronto and Equi- 

STRENGTH . SERVICE tate Life of Baits. cient 
ee : Legislative Bill Passed 


> 


A bill to permit trustees of the M. R. 


«ae * * : « . e . > 
A multiple line BfOUP wertias all lines but life. Gooderham estate to sell its Manutac- 
CHICAGO: SAN FRANCISCO:> HARTFORD: NEW YORK turers stock to the company at $175 a 


share has been passed by the Ontario 

legislature. The Gooderham estate owns 
~ 47% of the outstanding shares. The 
company hopes to schedule a_ special 
general meeting to approve the mutuali- 
zation for sometime in July. 

Confederation Life has announced 
that it would offer to purchase its own 
shares at $180 a share subject to approval 
by shareholders and policyholders at 
a special general meeting. Directors of 
Confederation Life expect to announce 
soon the date of a special general meet- 
ing where shareholders and stockholders 
will vote separately on the mutualization 
proposition. 

Equitable Life of Waterloo, share- 
holders and stockholders a fortnight ago 
approved their company’s decision to buy 
its own shares at $65 a share. At 
S e ° l e e ° Equitable’s meeting 68% of shareholders 

P cia Lzing in and 25% of the participating policy- 
holders were represented and Financial 
Post of Toronto says no votes against 


F I D E L I v bd an d NS) U R E T Y the proposal were cast. Equitable’s presi- 


dent, M. J. Smith, says that offers of 
more than 50% of Equitable’s shares 
B OND ~ have already been received. Company 

expects to purchase about 40% of its 
shares in 1958 and the balance over a 
period of years, maybe 10 or less. If 
shareholders have 10 shares or fewer 
they could be purchased in total this 
year if offered before April 12. Pur- 
chases from other shareholders will be 
on a pro-rata basis. 























Assets of the Companies 


Manufacturers Life dates back to 1887 


when a company called by that name 
was established in Toronto. Present 
company was formed in Mav, 1901, bv 


consolidation of Manufacturers Life and 
Temperance and General Life Insurance 
100 WILLIAM STREET NEW YORK 38 Co., the name soon being changed to 

9 Manufacturers Life. President of Manu- 


facturers is G. L. Holmes and chairman 


ATLANTA CHICAGO DALLAS is J. H. Lithgow. Its assets at end of 
' December, 1957, were $762 million. 
Confederation Life commenced busi- 


(Continued on Page 6) 
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Massachusetts 
Mutual 
Man of the Year 


Donald F. Lau, c.v.u. 





This is his record 
of outstanding achievements: 


% $1,000,000 or more ordinary insurance 
placed in the Massachusetts Mutual in each 
of the past seven years 

% Life and Qualifying Member, Million Dollar 
Round Table 

% $13,512,000 Massachusetts Mutual insurance 
owned by his policyholders 

% 600 consecutive weeks of production through 
1957 

% 129 consecutive months with sales of $30,000 
or more 

% 13 consecutive years among 100 leading 
producers 

% 16 consecutive years a Leaders Club member 

% 188% lives insured, leading the field in 1957; 
second honor with 186% lives in 1956 

ke 12 consecutive years National Quality Award 
winner 


AN OUTSTANDING MEMBER 
OF A GREAT FIELD FORCE 


Massachusetts Mutual 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
The Policyholders’ Company 
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HERE ARE HIS VOLUNTEER 
COMMUNITY ACTIVITIES: 


Director and Membership Committee 
chairman, Detroit Life Underwriters 
Association, and past chairman of Sales 
Congress and Civic Affairs committees 


Past treasurer, secretary, vice presi- 
dent and president, Detroit Chapter, 
Chartered Life Underwriters 


Vice president and past secretary 
and treasurer, Detroit Life Insurance 
and Trust Council 


Member of Executive and 1958 Con- 
ference Program committees, Massa- 
chusetts Mutual Agents Association, and 
past chairman of Pension Committee 


Taught Part Il, Life Underwriters 
Training Council study course at Wayne 
University 


Past vice president, Roosevelt School 
Parent-Teachers Association and past 
trustee, Drayton Avenue Presbyterian 
Church, Pleasant Ridge, Michigan 


Y.M.C.A. director, chairman of Met- 
ropolitan Membership Committee and 
Workshop, and Management Com- 
mittee chairman 


Member of Detroit Board of Com- 
merce, Economic Club, Detroit Athletic 
Club, University of Michigan Club of 
Detroit, Otsego Ski Club, Lost Lake 
Woods Club, and Detroit Commandery 
No. 1, Knight Templars 


April 4, 1958 
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LAA Eastern Round Table Meeting 


The 


25th annual meeting of the Eastern Round Table of Life Insurance Adver- 


tisers Association was held on Thursday and Friday of last week at the Hotel 


New York. 


3arbizon Plaza, 


Theme of the meeting was 


“The Age For Action.” 


Guest speakers this year included two company presidents, Joseph E. Boettner, CLU, 


president, Philadelphia Life ; 


D. Davidson, CLU, chairman of the Million Dollar Round Table. 
geared to the conference theme were also presented. 
sales promotion, Equitable Society, was this year’s chairman. 
Cooper, director of advertising, New York Life. 


See We 


John L. Cameron, president, Guardian Life; and William 


Four panel sessions 
Goldie Dietel, supervisor of 
Vice chairman was 





J. L. Cameron Sees “Tangibles” Not 
Competitors Of Life Insurance 


John L. Cameron, president, Guardian 
Life of America, asked for a critical 
review of the oft-repeated insurance 
maxim that “our real competition is not 
that between companies but rather com- 
petition with other demands for the pub- 
lic’s dollars—competition between today’s 
wants and tomorrow's needs. Have we 
really thought that one through?” he 
asked members of the 1958 Eastern 
Round Table conference of the LAA at 
the Hotel Barbizon Plaza last week. 
“Could we really prosper if we basically 
were competing against those who make 
and sell automobiles, television — sets, 
refrigerators, home air conditioners, hi-fi 
even those who build houses? I 
wonder, These people are our customers. 
One can not prosper at the expense of 
the other. We all prosper together. 

“The reason we sell life insurance now- 
days is so that a man’s family can con- 
tinue to enjoy some of the same kind 
of things he gave them when he was 
alive. Provision of food and clothing 
is not a high enough objective for mod- 
ern life insurance. We are selling ‘more 
out of life’ for American families. The 
motivating force in the purchase of life 
insurance is, I think, the desire to assure 
continuance of a way of life. Our best 
prospects are people who can afford a 
car, a television set, an air conditioner 
or other comforts they want. At the 
immediate time of the sale, these tang- 
ibles may look like our real competitors 
but actually they and life insurance go 
hand in hand. That means that people 
somehow find a way to provide both for 
present and for future wants. 

“That is quite an order but it is the 
way Americans have always operated. 
We don’t accept the idea that there is 
a given size pie to be divided up, and if 
one person, one group, one objective, 
gets a big slice the others get small 
ones. We set our goals and then go 
ahead and make a pie big enough to 
satisfy them.” 

Noting the incessant and accelerating 
change in the insurance field, he said 
the challenge to those in the communica- 
tions field will be to bring “enlightened 
understanding to new attitudes, new ob- 
Jectives and new methods” and to make 
change “stimulating, exhilarating and 
constructive.” 

“This is the challenge to those whose 
profession is communications. To meet 
that challenge, each of us must keep an 
open mind, One thing basic that recent 
scientific developments have taught us 
is that we cannot assume that what we 
know to be fact is fact. Hypotheses which 
have been tried, tested and labelled as 
false, are continually being re-examined 
in the light of new facts, new theories, 
and new techniques, and found true and 
significant. The same thing applies in 
human relations, which is fundamentally 
our business, and we must respect it i 
we are to be effective. Let us look : 


sets, 


one or two examples of the changes in 
our own business which will surely have 
whether 
direct mail, 


al impact on your work, 


you 
are concerned with 


audio- 








CAMERON 


JOHN L. 


visual materials, sales aids for agents, 
trade-journal or national advertising, 
house organs, or the less specific areas 
of public relations activities.’ 

He illustrated some of the many 
changes in the insurance business with 
“hard sell” copy in life insurance adver- 
tising and sales promotion and_ the 
“cheaper by the dozen” approach in life 
insurance marketing. He defended both. 

Of “hard sell” he said: “The industry 
can indeed take great satisfaction that 
it has arrived at the point where there 
is such widespread acceptance of life 
insurance, that we can stress specifics of 
company, policies, and prices, knowing 
that the reader accepts the fact that 
whatever is advertised will help him pro- 
vide the assurance of the fuller life 
which he so earnestly wants for himself 
and his family.” 

He complimented the Institute of Life 
Insurance by saying that “no industry 
ever had a more effective instrument for 
interpreting itself to the American pub- 
lic. 

He also defended the “cheaper by the 
dozen” approach by saying: “If by virtue 
of its pricing policy, a company increases 
its total insurance in force sufficiently to 
reduce its unit overhead costs for all 
policyholders, large and small, I submit 
the policy is in the public interest. 

“If by such a pricing arrangement, 
people reach up to higher levels of pro- 
tection, I submit it is clearly in the pub- 
lic interest. It is only if the pricing 
policy results in reducing costs for 
holders of large policies at the expense 
of the holders of small policies, that 
there will be question of public interest 
to be resolved 

“As long as the more recent concepts 
are permissible and not mandatory, the 
public itself will determine what is in 
its interest. One result of these changes 

(Continued on VPage 4) 





Boettner Sees Life Insurance In 


Strong Position With Bright Outlook 


In an inspirational “Let’s Count Our 
Blessings” address at the 1958 Eastern 
Round Table meeting last week of Life 
Insurance Advertisers Association in 
New York, Joseph E, Boettner, CLU, 
president of Philadelphia Life, directed 
attention to the proper mental attitude 
that life insurance people should take in 
this period of so-called recession. “How 
many of you here are with a company 
that didn’t have a better year in 1957 
than it did in 1956?” he asked. He then 
pointed to the annual statements of many 
fine life companies and said he had yet 
to read one where 1957 results were not 
better than 1956; 1956 better than 1955; 
1955 better than 1954, and so on. 

“Tf this be true,” said Mr. Boettner, 
“then I think we are either extremely 
fortunate to be in a wonderful business 
like we are, or someone is talking too 
much.” Continuing he said: 

“As you look back over the last 25 
years, people have more and_ better 
things than they ever had and, in many 
instances, ever dreamed about. Should 
we not, during these times be talking of 
the fine things, and be grateful for what 
we have, rather than to be disturbing 
the people by loosely using words? 
Perhaps many of us talk a little too much 
about what we think, and maybe not 
enough about what we know.” 


Importance of Ad Man’s Work 


Appealing to LAA members to do a 
bigger and better job for their particular 
companies, the speaker brought out: “I 
wonder if you realize the importance 
of your work? I believe that every ac- 
tion you take stamps upon your company 
the character and the philosophy that 
people are going to remember you by. 
You have a serious job, and I think in 
this ‘Age for Action,’ you must be pro- 
moting the good points of our wonderful 
business, and the fine company of which 
you are part.” 

Further along Mr. Boettner pointed to 
the value of profiting from the lessons of 
business cycles. “Any successful business 
man must take advantage of these 
lessons,” he remarked, “but the one who 
capitalizes the most is the one who ad- 
justs himself to changing conditions. 
And to adjust successfully, we must 
realize that the lesson of the past is only 
as good as the manner in which we can 
correct it for our future program. 

“For example, the influence of life in- 
surance on the past is easily seen be- 
cause it is factual. This influence gives 
us a reasonable barometer for the near 
and distant future, but only so far as we 
apply sound thinking. 





Several Economic Trends 


“There are several apparent economic 
trends that will affect life insurance. We 
must consider the well-known and well- 
publicized growth in population and un- 
deniably, life expectancy is greater. In- 
cluded in these trends must be the con- 
cern over security by our nation. And 
certainly another phase to be considered 
is the march of inflation. 

“Each of us pursues what we think to 
be the best method of successful attack. 
Our problem for the next few years is 
to determine the solution of how we 
should be channeled into the correct ap- 
proach to obtain the best results. 

_ “I believe that the action in this age 
is for the life insurance man to go out 
and tell the story of what this great 
institution can do, and then he will never 





Fabian Bachrach 
TTNER, CLU 


JOSEPH E. BOE 


need to fear whether times are 


bad.” 
Sees Recruiting as Serious Problem 


During his talk Mr. Boettner pointed 
to recruiting as a serious problem. “How- 
ever,” he said, “I sometimes wonder if 
most of us are not over-anxious to add 
great numbers of men to our field force 
rather than increase productivity in our 
present organizations. Shouldn’t we make 
our field men so prosperous that other 
men would be automatically attracted to 
our business? 

“T believe great strides have been made 
in this direction, but sometimes we are a 
little too impatient. In the past I have 
heard many young men say, ‘I don’t want 
to peddle a policy.’ Today I think with 
the great job that has been done, young 
men are saying, ‘Tell me more about it.’ 
This certainly is a great improvement, 
but I still don’t think we have scratched 
the surface. 

“None of us wants to see our men go 
with other companies, and yet in our 
trade journal advertisements why do we 
follow this pattern? 

“T believe if we can weave a person- 
ality into our sales force and try to 
better understand, respect and help each 
of our men, it will mean more than any 
other one thing we can do.” 


ZOC «l 


Developing a Good Attitude 


Looking ahead the speaker urged: 
“Let us make certain that we investi- 
gate every possible benefit to be gained 
through the proper use of life insurance. 
I believe above all that attitude and 
character will have the strongest bear- 
ing in our success during the next dec- 


ade. Attitude on the part of your com- 
pany, and certainly your own personal 
attitude will measure future progress. 

“The best way to develop a good 
attitude is to be a self starter. We 
should be plotting a logical course now 
toward a planned and successful con- 
clusion. 


“However, by ‘self starter’ I do not 
mean a wild and confused leap into thie 
unknown, but rather a clear and logical 
approach to our problems. When you 
have developed a good attitude, you 
must stimulate and nourish it in order 
to insure that it remains healthy.” 
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Eastern Round Table Meeting Of Life Advertisers Association 





W.D. Davidson Views LAA Services 


The one common characteristic of the 
substantial producer is the strong de- 
sire to do a better than average job— 
to be looked upon by his clients and 
the people in his community as a sub- 
stantial business man who approaches 
his work with a professional concept, 
William D. Davidson, CLU, chairman of 
the Million Dollar Round Table, told the 
members of the Eastern Round Table of 
LAA at their meeting last week in New 
York. “In addition,” he said, “in spite 
of the fact that he is busier than the 
average life insurance agent, he spends 
a good deal of time in outside activi- 
ties that usually benefit the community 
in some manner. He is interested in 
having a fine home and raising a family 
and generally maintains a_ substantial 
line of personal life insurance. The 
principal problems this man faces are 
prospecting, maintaining a clientele, sell- 
ing, education, competition outside the 
business, and prestige.” 

In prospecting the substantial 
ducer has usually done a good job in 
attempting to solve this problem, Mr. 
Davidson remarked, but it is a continu- 
ing one, and even though he may have 
a very large clientele it is still necessary 
for him to continue to look for new 


pro- 


people. 

Maintaining a clientele becomes a 
problem, Mr. Davidson said, because the 
type of business man that the substantial 
producer deals with is continually ex- 
posed to other good life insurance men 
and this is particularly true in large 
urban areas. “This means providing a 
continuously good service to his clients, 
keeping in touch with them, all of which 
means maintaining a well organized staff 
to handle the multitude of details neces- 
Sary.” 

Regarding selling, Mr. Davidson said 
that while these people are assumed to 
be good salesmen “it is necessary that 
they continually examine their pro- 
cedures to keep current with changing 
economic and market conditions. Pick- 
ing up a new sales idea is always a 
shot in the arm.” 

The tremendous expansion in uses of 
life insurance for corporations and to 
help solve tax problems creates a real 
challenge to keep up-to-date, Mr. David- 
son said because this means a good deal 
of reading, attending meetings, classes, 
etc. 

Competition outside the business enters 
the picture, Mr. Davidson said, “because 
most substantial producers are dealing 
with the corporate and tax dollar account- 
ant and trust man. Maintaining a good 
working relationship with these people 
is obviously important. In addition, it 
is a continuing problem to keep people 
aware of the place where the life insur- 
ance man’s services and the services 
of his company are essential, as con- 
trasted to those of the attorney, trust 
company and accountant. Many times 
this competition from without can be 
greater than that from within.” 

Maintaining prestige at a high level 
is a requirement, Mr. Davidson said, 
because the producer is constantly deal- 
ing with substantial business and pro- 
fessional men. “One important by-prod- 
uct of this, which ties in with prospect- 
ing to some extent,” Mr. Davidson said, 
“is the recognition by other producers 
of this individual’s abilities and their 
desire to employ them in joint cases.” 

As to how LAA services can help 
solve some of these problems, Mr. 
Davidson offered the following: 

“Advertising—Nationally, this is fine 


from an institutional standpoint and pos- 
sible for the average producer—however, 
I believe it has little direct benefit to 
the substantial guy—There must be a 
means of conducting this on a local level 
that would be of some direct benefit to 
the agent. 

“Sales Promotion—It is my experience 
that these materials are of principal 
value to the newer and average pro- 
ducer—I know of few substantial men 
who use company promotional pieces. 

“Publications — These are obviously 
helpful in keeping individuals informed 
on changes in company policy—what is 
happening around the country, etc. 

“General Public Relations Efforts— 
These are confined almost entirely to 
broad statements of company policy, 
publication of annual reports and things 
of that nature.” 

Mr. Davidson also recommended or- 
ganizing of special direct mail campaigns 
fitted to special need of big producers, 
more imagination in the preparation of 
news releases involving big producers— 
so that more of them are printed—and 
that they carry more prestige when 
printed, new approaches in advertising 
the individual in his community—paid 
advertising, and the use of all the LAA 


fields in assisting the million dollar 
producer in each problem area. 
The life insurance companies have 


done an increasingly broader job in ad- 
vertising of all kinds in recent years, 
Mr. Davidson remarked, “but as to what 
extent this has been helpful to the lead- 
ing producers it is difficult to say. How- 
ever, the public has become conscious 
of slogans that have been developed— 
to use an example from my own com- 
pany—the phrase “Living Insurance’ 
has a familiar ring to many people. How 
much this has assisted the leading pro- 
ducer is questionable, but it has made 
people familiar with the company and 
name, which is good.” 

Also Mr. Davidson pointed out, all life 
underwriter’s organizations have worked 
hard and long to try to put life under- 
writing on a professional basis. “Com- 
pany programming and estate planning 
services have contributed greatly in 
helping the agent to do a good job for 
his clients and to make his whole sales 


procedure one of need selling rather 
than cost or gimmick selling. I am 
afraid that the current rush of new 


policies with the emphasis on cost and 
gimmicks has contributed little to this 
effort. 

“Some companies have done certain 
things in their advertising that have 
helped to build up the agent. The 
Northwestern Mutual’s prestige type of 
advertising would certainly fall into this 
category. A short while ago the Penn 
Mutual published, in a national maga- 
zine, the pictures of their leading pro- 
ducers—this was most valuable to these 
men as well as to all of their agents.” 





Seaman Tells How To Get 


Action From Advertising 
From a public-relations point of view, 
advertising can be built to leave a 
warm, friendly impression of your com- 
pany and your agents with the public, 
Alfred J. Seaman, executive vice presi- 
dent, Compton Advertising, Inc., said 
in his talk last week before the Eastern 
Round Table of LAA. “In addition to 
motivation, there should be in every 
advertisement, a sales hook,” he said. 
“Tf the sales hook is built into every 
ad, good promotional men will see in it 
the inspiration for effective brochures, 
sales tools, selling programs. Instead of 
going off in their own private direction, 
they will tie-in with the advertising. 
They will make the advertising an 
integral part of the promotion pieces. 
That brings into play what scientists 
call the gestalt principle, the whole is 
greater than the sum of its parts. 

“Motivation, plus favorable company 
image, plus agent stature, plus promo- 
tional opportunities equals more selling 
power than most of us see in advertising 
most of the time.” 

To get action from advertising, Mr. 
Seaman suggests checking to see if the 
ad is built to motivate toward a general 
or a specific sale. Also “does the ad 
contribute to the company the image we 
want to create,” he asked. “Does the 
ad build structure for the agent, does 
the ad contain the sales hook for mer- 
chandising to agents? If it does, what 
is the advertising department doing to 
communicate this to the other members 
of the team, what are the public rela- 
tions people doing to transfer this to the 
public through its own channels. What 
are they doing to relay it to policy- 
holders and to the press? Also, what 
are promotional men doing to harness 
and increase this power and are the 
sales tools tied-in with the advertising ?” 


C.B. Reeves Stresses Importance Of 
Service In Policyholder Relations 


Clifford B. Reeves, vice president for 
public relations, Mutual Of New York, 
acting as moderator of the policyholder 
relations panel at the Eastern Round 
Table Conference of LAA last week, 
said that service to policyholders and 
their beneficiaries is the primary reason 
for the existence of the life insurance 
business. “We are primarily service or- 
ganizations,” he said, “and the satis- 
faction of our policyholders is the great- 
est bulwark we have against any unjust 
criticism of our business or intrusion 
into it by socialized plans. But, by the 
same token, a lack of policyHolder satis- 
faction with the services rendered by 
their life insurance companies could be 
our greatest future danger. 

“There is probably no other business 
in the world,” Mr. Reeves said, “in 
which the question of continuing serv- 
ice is as important to the buyer as it is 
in the life insurance business. When 
a man buys at 25¢ tube of toothpaste, 
service is not usually an important 
consideration in his choice. In contrast 
to this, we in our business ask an indi- 
vidual to place thousands of dollars of 


his hard-earned savings in our care over 
a long period of years. He does this 
under a contract which is not easily 
exchangeable for a new one without 
penalty, if he does not like our service 
or performance. Then we ask him to 
entrust to us the future financial secur- 
ity of his family, at a time when he 
may not be here to check up on our 
performance. For all these reasons, 
when a person buys a life insurance 
policy, he is entering a service rela- 
tionship which often runs for 50 years 
or more in the future. 

“The latest estimates of the Institute 
of Life Insurance indicate that there 
are now about 106 million life insurance 
policyholders in the United States. This 
means that, from now on, a larger per- 
centage of total sales than ever before 
will have to be made to existing policy- 
holders, rather than to those who are 
buying life insurance for the first time. 
In other words, future sales volume will 
depend increasingly upon the satisfac- 
tion of old customers; and that satis- 
faction in turn will depend primarily 
upon the quality of our relationships 


with policyholders and our services to 
them. A recognition of this important 
fact is focusing increasing attention on 
all aspects of policyholder relations and 
service.” 

Another trend that is increasing the 
importance of good policyholder rela- 
tions, Mr. Reeves said, “is the rapid 
growth of the life insurance business, 
as a whole, and of the individual compa- 
nies within the business. As a business 
grows bigger, there is a great hazard 
that it will become too impersonal. 
There is danger that, as we grow, we 
may become more and more remote 
from the individual policyholder. Clear- 
ly, there is a growing need to humanize 
and personalize our services if we are 
to avoid the cold, impersonal institu- 
tional approach that people generally 
dislike in their business dealings. 

“The great size of our policyholder 
group, however, means to a large extent 
we have to rely on mass methods to 
maintain our contacts and to build cor- 
dial relationships between the home of- 
fice and the policyholder. This problem 
then is largely one of communications. 
In this connection, various studies re- 
cently made indicate that many policy- 
holders feel they do not receive ade- 
quate communications from their life 
insurance companies. 

“Communications are like the arteries 
of the human body. If one breaks down, 
nature builds other channels to take 
over the job. And so, if we do not do a 
satisfactory job of communicating with 
policyholders, they will tend to develop 
their facts and ideas about life insur- 
ance from other sources—many of which 
are not reliable.” 





J. L. Cameron 


(Continued from Page 3) 


might even be a return to emphasis on 
service itself rather than net cost.” 

He added that “the price must be right 
but it may well be that buyers will realize 
that a service is measured qualitatively, 
and, within reason, not quantitatively.” 

There are many sudden shifts, Mr. 
Cameron said, to which the life insurance 
industry must be alert, “For example,” 
he said, “are we prepared for a shift 
back to life insurance as savings, away 
from Term, reducing Term, and Term 
on Term. It may well come. People may 
be in the mood to turn to that which 
is reliable, and that is desperately needed 
as we face the future. 

“The years just past have seen project 
piled on project based on bank credit 
dependent on commitment of future sav- 
ings. As we go ahead, we must provide 
real savings rather than bank credit as 
the source of funds for long term 
growth. And the life insurance business 
is in the best position of any savings 
group to sell the public the advantage 
of long term savings. It helps once in 
a while to sit back and realize what a 
force the cumulative work of those whose 
profession deals with mass communica- 
tions is. 

“Life insurance is a high calling in the 
public interest. None of you has ever 
to fear that development of new vehicles 
and new techniques, subliminal or other- 
wise, in the field of communications in 
which you are engaged, can be a force 
other than for good. Exciting and ex- 
hilarating years lie ahead for you, Meet- 
ing the challenge of change can bring 
great satisfaction.” 





Omaha Agency Manager 

American United Life has appointed 
Lloyd A. Nelson agency manager in 
Omaha and Council Bluffs. He has been 
a life insurance salesman and_ super- 
visor since 1947 and will direct the 
company’s activities in five Nebraska 
counties and six Iowa counties. 
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Hall of Fame Wires 
From U.S.Supreme Court 


CHARLES E. HUGHES SELECTED 





Ralph Blanchard, Professor Emeritus 
Columbia University, Also Chosen; 
Hall Now Has Five Members 





The Insurance Hall of Fame, spon- 
sored by Ohio State University, Colum- 
bus, now consists of five names. First 
three named were Benjamin Franklin, 
who pioneered in fire insurance at 
Philadelphia; Elizur Wright of Massa- 
chusetts who was father of State In- 
surance Supervision; and Solomon S. 
Huebner, most famous insurance edu- 
cator in America, and author of widely 
accepted text books not only in life 
but in other divisions of insurance. For 
years he taught insurance at Wharton 
School, University of Pennsylvania, 
which numbers hundreds of insurance 
men among its alumni. 

Two other names for the Insurance 
Hall of Fame were added on March 7 
during a luncheon at the university. 
The occasion was the university’s ninth 
annual insurance conference. They were 
the late Chief Justice Charles E. 
Hughes, chief counsel of the Armstrong 
Committee of New York Legislature 
whose report in 1905 resulted in a re- 
vision of the New York State Insurance 
Code; and Ralph H. Blanchard, for 
some years professor of insurance at 
Columbia University. Dr. John S. Bick- 
ley, professor of insurance in the College 
of Commerce and Administration at 
Ohio State, was chairman of the In- 
surance Conference, which had an 
attendance of 450. 

Selection Pleased U. S. Supreme Court 


Among those who sent wires to Ohio 


State expressing gratification for the 
choice of Justice Hughes as an In- 
surance Hall of Fame member were 


Eisenhower, Governor Harri- 
man and former Governor Dewey of 
New York; and all members of the 
Supreme Court of the United States. 
News of the selection of Dr. Blanchard 
also brought a number of wires from 
government officials and others. 

The board of electors who selected 
Messrs. Hughes and Blanchard con- 
sisted of a number of well known figures 
in the insurance industry and some 
members from other fields. 

Educational Conferences 

On the same day of the Hall of Fame 
ceremonies there were also held a series 
of conferences in the pattern of sales 
and management sessions. Presiding at 
the conferences were Herman O. Tice, 
chairman, general agents and managers 
committee, Ohio State Association of 
Life Underwriters; John M. Miller, 
president, Insurance Board of Colum- 
bus; Dr. Joseph C. Pillion, professor 
of finance, Miami University; Robert 
O. Young, vice president, Society of 
Chartered Property & Casualty Under- 
writers. Presiding at Hall of Fame 
ceremony, which was attended by Gov- 
ernor C. William O’Neill of Ohio, was 
M. L. Landis, president, Charles W. 


President 


Griffith Memorial Foundation for In- 
surance Education. 
Among speakers at the conference 


were Frank Harrington, manager, public 
relations, Insurance Co. of North 
America; John B. Walker, assistant 
director of Education, America Fore; 
Frank Vesser, vice president, General 
American Life; Paul C. Green, CLU, 
superintendent of agencies, Continental 
Assurance, 


Also, J. T. O'Neil, CLU, Great-West 
Life, Indianapolis; Earl C. Jordan, 
general agent, Massachusetts Mutual, 


Chicago; Lee A. Buck, general manager, 
New York Life, Akron; Paul R. Ed- 
wards, Nationwide Life, Columbus; 
Edwin S. Overman, assistant dean, 
American Institute for Property and 
Liability Underwriters, | Philadelphia; 
Paul R. Gingher, Griffith Memorial 
Foundation ; Dr. Edison L. Bowers, Hall 
of Fame board; and Dr. Blanchard. 
Milton O. Culpepper, superintendent of 
agencies—field management, was moder- 
ator of one of the sessions. 


Feb. Ordinary Sales Up 8% 


Massachusetts led the country in per- 
centage increase in Ordinary life insur- 
ance sales in February, with South 
Dakota’ second and Oklahoma third, it 
is reported by the Life Insurance Agency 
Management Association, which has an- 
alyzed February sales by states and 
leading cities. Countrywide, Ordinary 
business increased 8% in February, com- 
pared with February 1957, while Massa- 

chusetts sales gained 43%, 


Dakota, February sales were up 36% and 
in Oklahoma they were up 26%. 

For the first two months, with national 
Ordinary sales up 8% from the year 
before, Massachusetts led with an in- 
crease of 35%, with South Dakota in 
second place, up 33% from the corres- 
ponding period of last year. 

Among the large cities, Boston showed 
the greatest rate of increase for Febru- 
ary with a gain of 30%. New York was 
next, with purchases up 15%. Boston 
also led for the two months, showing 


In South a gain of 31%. 


Roland D. Hinkle Dead 


Roland D. Hinkle, CLU, one of Equi- 
table Society’s top agents and a former 
assistant manager for the company in 
Chicago, died recently. His age was 56. 

Mr. Hinkle began his Equitable career 
in 1923 at one of the company’s Chicago 
agencies where he served under five suc- 
cessive managers including Llewellyn 
G. Owens, CLU, its present manager. 
He served as assistant agency manager 
from 1929 until 1948. He lived in Wil- 
mette, III. 








Los Angeles, Calif. 


Jack K. Gannon Agency 
Seattle, Wash. 


Omaha, Neb. 


Edward B. Bates Agency 





Paul C. Kaul Agency 
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Each year the President’s Organization Award is 

made to the five General Agencies making the most 
outstanding records in sound agency building 

and development. The entire Connecticut Mutual 
organization joins in congratulating these five men and 


their associates for being the award winners in 1957. 


Edward C. Jahn Agency 





Ralph H. Love Agency 
Hartford, Conn. 


The Connecticut N\atual 


LIFE INSURANCE COMPANY : HARTFORD 











Frank Williams Made 
Conn. General V. P. 


3 NAMED 2nd VICE PRESIDENTS 
Elmer Nicholson Agency Dept.; Henry 
Roberts Research; James Torrey 
Securities; Other Changes 

Hartford—The appointments of a vice 
president and 12 other officers have been 
announced by President Frazar B. Wilde 
of Connecticut General Life. 

Frank O. H. Williams, manager of the 
Hartford branch office since 1936, has 
been appointed vice president. Under his 
leadership the Hartford office, which 
all of Connecticut, won the com- 
pany’s “Outstanding Agency Award” 
twelve times, and as of December, 1957, 
had nearly $200 million in life insurance 





serves 


RES 





ELMER L. NICHOLSON 


Mr. Williams is chairman of 
University Alumni Board. 

Nicholson has been appointed 
president of the agency 
He has been superintendent 
1954. A graduate of 
Vermont, he joined 
1942 as an agent 
in Montpelier. He served as district 
manager in Montpelier and assistant 
manager in Buffalo before being named 
to the home office staff in 1949. 

Henry R. Roberts, appointed second 
vice president, has been given special 
responsibilities in resez irch on mechani- 
zation and new methods of processing 
office work. He will continue to direct 
the company’s individual accident and 
health insurance, a post he has held 
since 1950 when he was named secretary 
of the accident department. He is a 
graduate of the University of Toronto 
and a fellow of the Society of Actuaries. 

James H. Torrey has been named 
secoud vice president of the securities 
department. A Yale graduate, he joined 
the company in 1945 and was named 
senior securities analyst in 1950. He was 
appointed assistant secretary of the 
securities department in 1954 and secre- 
tary two years later. He is a fellow of 
the Society of Actuaries. 

Roland F. Dorman has been appointed 
—— actuary, actuarial department. 

\ fellow of the Society of Actuaries, he 
is a graduate of Duke University. 

Rodney B. Wilcox, a Wesleyan gradu- 
ate, has been appointed assistant secre- 
tary of the controller’s department. 

Richard R. Anderson and Harrison G. 
Demgen have been appointed assistant 
secretaries in the group pension depart- 


in force. 
the Yale 

Elmer L. 
second vice 
department. 
of agencies since 
the University of 
the company in 


ment. Mr. Anderson is a graduate of 
Wesleyan University. Mr. Demgen, a 
graduate of Union College, received a 
master’s degree from New York State 


for Teachers at Albany. 

Mallory, Jr. has been ap- 
pointed assistant actuary in the Group 
pension department. He is a Harvard 
graduate and a fellow of the Society 
of Actuaries. 
Robert E. Hyatt 


College 
Robert L. 


and Donald R. 





McGown 
directors of Group 
sales department. 








FRANK O. 


have 




















John 


H. WILLIAMS 


been named 
sales in the 
Mr. Hyatt is a gr 


No. 4 IN A SERIES 


Milton F. Buscher 
Minneapolis 


George F. Bowers 


EQUITABLE LIFE OF IOWA IN 


THE NORTH CENTRAL STATES 


From the land of 10,000 lakes . 


and the far-reaching grazing and 


Fergus Falls 


Quentin DeSaix 
Sioux Falls 


Dairyland . 


wheat lands of the Dakotas, come great conrtibu- 
tions to the nation’s economy. Contributing to 
the life insurance well-being of citizens of the 

North Central states are these Equitable Life 
of Iowa general agents and their agency asso- 
ciates. We salute them for a job well done. 


Haley 


assistant 


Group 
adu- 
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Richard C. Johnson 
Madison 





LIFE INSURANCE COMPANY OF IOWA 





April 4, 1958 





LIFE MANAGER AVAILABLE 


Experienced CLU to manage and develop 
life department for brokerage firm. Capa- 
ble of handling all phases of life insurance 
sales, promotion and administration. Good 
personal producer. Box 2604, The Eastern 
Underwriter, 93 Nassau Street, New York 38. 
















ate of Colgate University. Mr. McGown 
received a bachelor’s degree from Wes- 
leyan University. 

Dr. J. David McGaughey has been 
named assistant medical director. He 
is a graduate of Dartmouth College and 
the Jefferson Medical College of Phila- 
delphia. 

William M. Griffin has been appointed 
assistant secretary of the securities de- 
partment. He is a graduate of the 
Wharton School of Finance and Com- 
merce of the University of Pennsylvania. 


Licensed in Virginia 

The Chesapeake Life of Maryland has 
been licensed in Virginia to write Ordi- 
nary life, A. & H. and medical expense 
insurance. The 1957, 
first full year, achieved $5 million of 


company in its 
in- 


surance in force. 


W. Warren Barberg 
Eau Claire 













Arthur E. Mueller 
Appleton 





f 


Harvey E. Leiser, CLU 
Milwaukee 





. America’s 





FOUNDED IN 1867 IN DES MOINES 
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HOME OFFICE 
MORTGAGE MANAGER 
$15,000 


Midwestern life company (not Chicago) 
established thirty years adding Mortgage 
Manager to staff. Company has A-I rep- 
utation. Position offers out of the ord- 
inary opportunity. 

Employers specifications: Age range con- 
sidered—35-45 (maximum) college degree 
mandatory, at least ten years home office 
(insurance company) mortgage experience 
required. 

(Will give full consideration to man ex- 
perienced in large mortgage operation, if 
over-all background is supplemented with 
at least five years' Home Office exp.) Highly 
important—excellent appearance and per- 
sonality plus lengthy record of dealing with 
important financial interests. 
CONFIDENTIAL HANDLING ALL INQUIR- 
IES. EMPLOYER PAYS SERVICE CHARGE 
AND MOVING EXPENSES 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 

















Named Group Secretary 
Massachusetts Mutual 





Arthur Johnson 


DONALD E. TEMPLE, JR. 


Massachusetts Mutual Life has ap- 
pointed Donald E. Temple, Jr. as Group 
secretary. Mr. Temple joined the Mass- 
achusetts Mutual in 1946 as an original 
member of the company’s Group Depart- 
ment. He was appointed a supervisor 
in 1950, assistant manager of Group 
underwriting in 1952, assistant Group 
secretary in 1954, and associate Group 
secretary in 1956, 

A native of Longmeadow, Mass., Mr. 
Temple is a graduate of Colgate Univer- 
sity, a veteran of World War II and 
presently is serving as chairman of the 
Massachusetts Mutual’s general com- 
muttee. 


New York Managers To Hear 
Stanton G. Hale, April 11 


Stanton G. Hale, vice president and 
manager of sales, Mutual Of New York, 
will address a luncheon meeting of the 
Life Managers Association of Greater 
New York on April 11 at the Brass Rail 
Restaurant, 100 Park Avenue, Topic of 
his talk will be “Sales Management 
Trends in Life Insurance Business.” 





Mutualization Plans 


(Continued from Page 1) 


ness in 1871 and its first entrance into 
the United States was in December, 1926. 
President is John K. Macdonald. At end 
of last year its assets were $385 million. 

Equitable of Waterloo has assets at 
end of last year of $34 million. 
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CLINCH THE SALE 


WITH... 


THE TRAVELERS 
AUTOMATIC PREMIUM 
CHECK PLAN 











Here’s a new service from The Travelers that’s 
helping agents and brokers close interviews suc- 
cessfully. 

The Automatic Premium Check Plan is a 
simple, convenient method of paying monthly 
life insurance premiums automatically for any 
policyholder with a regular checking account and 
a policy with monthly premiums of $10 or more. 
It’s a plan that ties in with the modern American 
concept of monthly finance budgeting . . . one 
that not only makes the sale easier but encour- 
ages prospects to acquire more needed coverage. 

Policyholders and prospects appreciate the 








Travelers Automatic Premium Check plan 
because: 


premiums are less than if paid monthly 
the usual way. 

the writing and mailing of checks each 
month is eliminated. 


danger of policy lapse is reduced. 


Get full details on the Travelers Automatic 
Premium Check plan. Inquire at any Travelers 
Branch Office or General Agency. Or write 
Agency Services, The Travelers, Hartford 15 
Connecticut. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 
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HARTFORD 
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Ne ew Officers Elected by 


Life Insurers Conference 


As announced in The Eastern Under- 
writer last week Richard B. Evans, pres- 
ident, Colonial Life of East Orange, 
N. J., was elected president of Life 
Insurers Conference at its annual meet- 
ing Mar. 23-25 in Hollywood Beach, Fla. 
Attendance at 417 broke all previous 
records. 

John T. Acree, Jr., president, Lincoln 
Income Life, Louisville, was elected first 
vice president; R. Howard Dobbs, Jr., 
president, Life Insurance Co. of Georgia, 
second vice president, and Charles E. 
Phillips, president, Equitable Life of 
Washington, D. C., secretary. Three 
newly elected members of the executive 
committee are Harold D. Coley, presi- 
dent, Durham Life of Raleigh, N. C.; 
Joseph W. Scherr, board chairman, 
Inter-Ocean of Cincinnati, and Ted C 
McCullough, president, Union National 
Life of Baton Rouge, La. 

The 1959 annual meeting of the Con- 
ference will be held June 18-20 at The 
Greenbrier, White Sulphur Springs. 





Martin Williams Reports 
Membership at Record 


Membership of the Life Insurers Con- 
ference was at a record number of 95 
companies during the year, Martin B. 
Williams, executive director, reported to 
the meeting at Hollywood Beach, Fla, 
but the Conference will lose three mem- 
bers by merger making the number 92 
companies domiciled in 26 states, Dis- 


trict of Columbia and Puerto Rico and 
doing business in every state. There 
were 417 at the meeting representing 


82 companies. 

Mr. W illiams suggested that consider- 
ation be given to whether some financial 
advertising by companies is giving a 
wrong impression to the public and 
legislators that “surplus” and “reserves” 
are “free money” or even “profit.” 


LIC House Organ Winners 


Winners in the Life Insurance Con- 
ference house organ contest follow: 

Best mimeographed company weekly 
—“The Record”—Union National (Baton 
Rouge). 

3est printed company 
Shield”—National L. & A. 

Best mimeographed company monthly 
— “Progressive Review’ — Progressive 
Life (Red Bank). 

Best multilith or offset—“The Star 
Bulletin”’—American National (industrial 
receipts over $5 million) 

Best multilith or offset—“The Colonial 
News”—Colonial Life (industrial receipts 
under $5 million). 

Best printed company monthly—“‘The 
Torch”—Liberty National Life (indus- 
trial receipts over $5 million). 

Best printed company monthly — 
“Standard Flashes” — Standard Life 
(Jackson, Miss.) (industrial receipts 
under $5 million). 





weekly—“Our 





Equitable Unit Managers 

Six new unit managers have been 
named by Equitable Life Assurance So- 
ciety. The appointees, their headquar- 
ters, and agencies to which they belong 
are: Donald J. Ballash, Cleveland (Henry 
J. Dymond, Jr., CLU, Cleveland); Paul 
J. Bratt, Chicago (Ernest C. Wentcher, 
Chicago); Clyde P. Hatcher, Lumber- 
ton, N. C. (J. S. Babb, Raleigh); James 
B. Jardine, Palo Alto, Calif. (Arthur D. 
Hemphill, CLU, San Francisco); David 
C. Johnston, Little Rock (James A. 
Culberson, Little Rock), and Richard 
Meyerson, Kalamazoo, Mich. (Jeff J. 
Fraley, Grand Rapids). 





500,000 Policyholders 


Government Employees Insurance Co. 
recently reached the land mark of one 
half million policyholders, President Leo 
Goodwin announces. Tke company writes 
a_ particularly large amount of automo- 
bile insurance exclusively for Federal, 
state, county and municipal government 
employes, 





Sees Good Future For 
Debit Agency System 


VIEWS OF FREDERIC W. ECKER 





Metropolitan President Tells Life In- 
surers Conference Group Is No 
Threat To Personal Insurance 





“Assuming that we continue to im- 
prove our product, to experiment with 
new coverages, to make adaptations to 
meet new and changing needs, I see 
every reason to believe that the results 
of our use of the debit agency system 
will be as successful in the future as it 
has been in the past,” Frederic W. 
Ecker, president of Metropolitan Life, 
told the Life Insurers Conference meet- 
ing in Hollywood Beach, Fla., last week. 

“The system was developed to meet 
a mass market,” he said “The greatest 
mass market will continue to be in 
the lower income group. The income 
of that group will change—and we must 
adjust our product to meet that change 
—but the mass market will always be 


there. And it will continue to be a 
tremendously important and rewarding 
market. 


“Also, we must change with the times 
In certain areas the ability to pay for 
larger amounts of insurance in line wth 


greater needs, and the wider use of 
monthly budgeting are important factors 
in the growth of Monthly Premium 


insurance—but still on the debit system. 
This, of course, is desirable in that it 
lowers the cost to policyholders; thev 
pay for only the service they want and 
need. There are still large areas. how- 
ever, where weekly payment of pr-- 
miums is the method best attuned to the 
local economy. 


Sees No Threat In Group 


“Tt is certainly true that recently the 
growth-rate of Industrial insurance has 
slowed up somewhat compared with that 
of Ordinary insurance. However, the 
phenomenal increase in Ordinary sales 
by debit agents serves as a clear indi- 
cation of the continued important posi- 
tion of the debit agency system in the 
insurance marketing picture. While the 
trend to Ordinary is a spectacular one, 
it does not indicate a lessening in the 
importance of the debit system.” 

Turning to the idea that the sale of 
Group insurance is inimical to the sale 
of personal insurance, Mr. Ecker said: 

“T suppose it may be said with some 
justification that Group accident and 
sickness insurance has made some in- 
roads upon the sale of personal accident 
and sickness insurance, and may pos- 
sibly do so in the future. This may be 
true; there is only so much accident 
and sickness insurance a man can 
have before he begins to make a profit 
from his illness. However, I see no 
justification for the statement that 
Group Life insurance has made, and will 
continue to make, inroads upon the sale 
of personal life insurance. In a recent 
study for the Institute of Life Insurance 
by the Survey Research Center of the 
University of Michigan, it was found 
that those covered by Group life in- 
surance were more frequently protected 
with individually purchased life insur- 
ance than those who had no Group 
life. Those same people, the survey 
also showed, owned larger amounts of 
individual life insurance. 





H. F. Freniere Named 


Henry F. Freniere has been appointed 
brokerage supervisor in the Boston 
(Meehan) agency for Mutual Of New 
York. Mr. Freniere was formerly a field 
representative in the agency. In his new 
post he will direct the development of 
brokerage business for MONY’s multiple 
lines of personal coverage. 

Mr. Freniere joined the Boston (Mee- 
han) agency as a field representative in 
April, 1955, after several years sales and 
management experience in other fields. 
He is a graduate of Harvard Univer- 
sity. 


J. I. Cummings Decries 
Large Amount of Term 


SPECIAL POLICIES OVERDONE 





President of Life Insurers Conference 
Sees Both As Means to 


Greater Volume 





The large proportion of Term insur- 
ance being written and special policies 
where the premium is graded by policy 
size are regarded as a means of increas- 
ing volume rather than being tailored 
to the policyholders’ needs by . 
Cummings, president, Empire Life & 
Accident of Indianapolis. Mr. Cummings 


expressed these views in his address as 





JOSEPH I. CUMMINGS 


president of the Life Insurers Confer- 
ence which eee at Hollywood Beach, 
Fla., last week 

“In 1955 and 1956 44% of the Ordinary 
business written, excluding Group and 
Credit, was Term insurance,” said Mr. 
Cummings. “Using that figure of 44% 
and applying it to the year 1957 in which 
$45 billion of Ordinary insurance was 
written, would show that almost $20 
billion was Term or temporary insurance. 
This is a very high percent and the 
commission to the writing agent was 
very low. A great deal of this business 
will lapse soon or will not be converted 
at maturity as in a great many cases it 
was sold because of a low, low premium 
and not because of a specific need of the 
prospect. I believe that now is the time 
to stop this race based on volume that 
apparently is going on among many 
companies and to do a better job of try- 
ing to hold down inflation by selling 
permanent type life insurance. 


Special Policies 


“IT am concerned about the number of 
special policies that are being issued. 
It is hard for me to understand the dif- 
ference in premiums for the same policy 
based on amount of insurance alone. I 
believe that a prospect that can buy and 
pay for a $5,000 policy annually should 
not have to pay more per thousand than 
the prospect who can buy the same 
policy but in amounts of $15,000 or more. 

“We have a great responsibility to see 
that our policyholders, and prospects for 
the future, are given the best informa- 
tion possible and that the insurance they 
buy, or carry, is tailored to meet their 
needs and is not put on the books by 
someone trying to make a record. We 
have a great responsibility to our agency 
organizations to see that they are well 
paid for a job well done. We owe it 
to all of our employes to keep them 
advised at all times of company policy 
and the kind of progress their company 
is making. We have a great responsibil- 
ity to the small purchaser of life insur- 
ance. Every company represented in this 
room, and all of the others spread across 
the country, have been built by the sale 





EMPIRE 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


INDIANAPOLIS 7, INDIANA 


A Fifty Year Old 
Capital Stock Company 


Makes All Promotions from its 
Own Personnel. 


Its Employees are Protected 
under the Company's Disabil- 
ity Plan, if Disabled by Acci- 
dent or Sickness. 


Its Employees are Insured under 
Group & Hospitalization Plans. 








Its Employees Participate in the 
Profits of the Company under 
the Savings and Profit Sharing 
Pension Fund Created by the 
Company for its Employees. 








Its Employees, and the Company, | 
Work Together as a Team, 
which means a smooth-running 
company. 








James M. Drake, Chairman 
Joseph |. Cummings, President 
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Pacific Mutual’s Assets 
Increased By $10 Million 


Highlights of Pacific Mutual’s 1957 
figures include assets of $566,094,970, up 
$10,000,000 from 1956. Surplus funds in- 
creased by some $2,800,000. The total of 
capital, surplus, contingency reserves 
and mandatory security valuation re- 
serve is now $33,976,823. Distribution of 
assets shows mortgage loans in the ma- 
jority position, representing 47.8%. Se- 
curities investments totaled 35.8%, with 
real estate at 6.1%. 

The company’s net rate of earnings 
on invested assets stood at 3.98% before 
taxes; 3.68% after taxes. This compares 
with a 3.86% and 3.61% in 1956. 

During the year the company made 
the final restoration payment to hold- 
ers of its non-cancellable income dis- 
ability policies. Full restoration of these 
benefit payments has been accomplished 
over a period of 15 years at a total cost 
of some $31,000,000. 

Mortality experience for the year was 
favorable, although not quite so much 
so as in 1956, a year of exceptionally 
low mortality for Pacific Mutual. 

Payments to the company’s policy- 
owners and their beneficiaries reached a 
new record of better than $83,000,000, 
up more than $15,000,000 over 1956. 

Life insurance in force increased by 


year’s end to $2,478,677,404. The com- 
parable 1956 figure was $2,333,455,751. 
Premium income totaled more than $94,- 
000,000, up nearly a million and three- 
quarters from 1956. 





of small policies. Give the small policy- 
holder service and understanding. He is 
the backbone of our business.” 
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Sackman Now N.Y. Dept. 
Asst. Superintendent 


LONG HEAD OF LIFE BUREAU 





35 Years With Department, Has Been 
Prominent in Commissioners 
Association 





Julius Sackman, chief of New York 
State Insurance Department’s Life 
Bureau—35 years with the Department 
—has been appointed Assistant Superin- 
tendent of Insurance by Superintendent 
Wikler. 

Mr. Sackman served as technical con- 
sultant and advisor to former Superin- 
tendents and their Deputies on matters 
relating to Departmental policies and 
proposed legislation affecting life in- 
sirance companies, pension funds and 
retirement systems, and fraternal so- 
cieties. In his new post, the area of 
Mr. Sackman’s advisory and consulting 
activities will be enlarged, although he 
will continue to discharge the duties of 
the chief of the Life Bureau. 

He has been Insurance Department 
representative from time to time working 
with Joint Legislative Committee of this 
state in connection with development of 
important legislation affecting the insur- 
ance law. He is also a member of 
several important sub-committees of the 


Commissioners’ Association. 

During World War I, Mr. Sackman 
served overseas as a sergeant with the 
famous Lost Battalion, was wounded in 
action and is the proud possessor of 
the Purple Heart, as well as a Regi- 
mental Citation. In 1922 he received a 
Bachelor of Commercial Science Degree 
from New York University, from which 
he was graduated. He recently was guest 
of honor at a Waldorf Astoria dinner 
given by the Life Managers Association 
of New York City. 





OCCIDENTAL INCREASES SALES 





) President Brower Reports Sales Records 


At Recent Meeting of Top 
Agents in Miami 





Occidental Life of California finished 


Hthe year with a record $1,208,204,719 of 


life insurance sales, President Horace 
W. Brower told a meeting of his com- 
pany’s top agents recently in Miami. 
“Our sales force broke all records for 
policy sales in October of 
with $88,697,133 reported,” Mr. 
said, “and then substantially 
this record in December 1957 
Total sales 


Sales for the first two months of 
1958 are running 10% ahead of the 
same period last year, he said. On 
ecember 31, the company reported 
$7,222,344,364 of life insurance in force 
(excluding revivals and additions), a 
gain of $515,021,434 over 1956 figures. 
Individual policies in force totaled 
$4,191,901,268, up $436,845,210 over the 
Previous year, while Group life in force 


totaled $3,030,443,096, a gain of $78,176,- 


Accident and sickness premiums col- 
lected, including Group and _ individual, 
were $2,968,187 ahead of 1956 to total 
$73,543,686. 

Occidental’s assets as of December 31, 
were $624,925,276, a gain of $55,380,436, 
over the like 1956 period. 

tr. Brower, addressing the company’s 
Top Club, made up of more than 
of the company’s leading agents from 
the. . S., Hawaii and Canada, said that 
during each week of 1957, Occidental 
Paid out an average of more than $2% 
million to policyowners and beneficiaries. 

Benefits paid in 1957 were $119,969,823, 
up 9% over the previous year and 
bringing total benefits paid since the 
i a was founded in 1906 to $807,- 


Jefferson Standard 
Marks 50th Anniversary 


AT HOLLYWOOD BEACH MEETING 





President Holderness Announces New 
Records In Almost All Phases of 
Company Operations 





Jefferson Standard Life climaxed its 
first half-century with “new records in 
almost every phase of company opera- 
tions” during 1957, President Howard 
Holderness noted in his opening address 
at the company’s 50th anniversary field 
force convention held recently at Holly- 
wood Beach, Fla. 

President Holderness paid tribute to 
members of Jefferson Standard’s field 
force “for having produced during 1957 
the greatest volume of business of any 
year in our half-century of company 
history.” More than 700 agents, mana- 
gers, directors, home office officials and 
wives attended the convention at the 
Hollywood Beach Hotel. 

The year 1957 was Jefferson Stand- 
ard’s sixth consecutive “best year” in 


sales with a record volume of $229,822,210 
in new business. Insurance in force 
on December 31 stood at more than 
$1,708,566,000, and assets were more than 
$496,805,000. Agents of the company in 
29 states, the District of Columbia and 
Puerto Rico- were eligible to qualify 
for the 50th anniversary celebration on 
the basis of their 1957 sales records. 

W. L. Brooks, head of Jefferson 
Standard’s Charlotte branch office since 
1926, was honored at the convention as 
manager of the company’s leading 
agency in 1957. A plaque commemorating 
the Charlotte Agency’s all-time high 
sales record of more than $22 million 
last year was presented to Manager 
Brooks during the second morning’s 
“leaders’ breakfast.” James T. Comer, 
CLU, of Gastonia, N. C., was honored 
as the company’s leading producer in 
1957. Mr. Comer’s paid business last 
year was $2,890,952—the largest produc- 
tion by an agent of the company in any 
year. 

Each of the company’s top 1957 pro- 
ducers, including 19 representatives who 
paid for more than a million dollars 
each last year, was presented with an 
inscribed silver tray. Also honored were 
119 qualifiers for the company’s “500 
Club,” each of whom produced in excess 
of $500,000 in paid business in 1957. 


A feature of the opening session was 





MUTUAL BENEFIT LIFE 


is doing some unusual 
things in Group. 


If you have a possible Group case— 
why not call us at OXford 7-2950. 
Complete brokerage service. Special- 
izing in Split Dollar and Business In- 


surance. 








NASHEM AGENCY 
East 42nd. Street 
New York 17, N.Y 


LEE 


nie) 





a novel dramatic presentation reviewing 
half a century of company history and 
“relating the past to the present.” 
Launched in Raleigh, N. C., on August 
7, 1907, Jefferson Standard moved its 
home office to Greensboro, N. C., in 
1912, when it merged with two other 
companies. The company reached its 
first billion of life insurance in force 
in June, 1951, and attained the next 
$708,566,000 in less than seven years. 














ROGER C, BIEDE 


Franklin Life Insurance 
Springfield, Illinois 


Dear Mr. Becker: 


objective. 


$837,000 net paid 
in my first year... 


Mr. Chas. E. Becker, President 


Company 


At the end of December 1957, I had the pleasure of completing my first year with 
the Franklin. In tabulating my record for that period I had a net paid of $837,000 and 
income well into five figures with projected income based on deferred commissions for 
an almost equal amount. It has been a real pleasure and privilege to be associated with 
the Franklin, for without the Franklin specials and their philosophy of merchandising 
I could never have accomplished what I did. In my opinion, you don’t have to sell the 
Franklin contracts, you merely show them. 


Time after time, I have made sales to people who were very emphatic about not 
buying any life insurance, which proves the power of Franklin exclusives and the way 
they are sold. In my previous connection I was hampered by endless, nonproductive de- 
tail work and constant home office supervision. In contrast, with the Franklin I have 
the freedom to devote practically all of my time to one thing... PRODUCTION... 
the only way to bring home the bacon. 


I am looking forward to an even greater year for 1958 and am sure, that with the 
help of my friend and General Agent, Edward M. Kaluza; Regional Manager Francis 
J. Budinger; and all those wonderful people at the Home Office; I can accomplish my 


Sincerely, 


Roger C. Biede 


An agent cannot long travel at a faster gait than the company he represents! 

















FRANKLIN LIFE 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 

The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Eight Hundred Million Dollars of Insurance in Force 


CHAS, E. BECKER, PRESIDENT 


Elmwood Park, Illinois 
February 28, 1958 


INSURANCE 
COMPANY 
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Weingarten-Miner. Agency 
Reception in New Offices 





Lewis E. Weingarten, left, and 


Irvin V. Miner 


The official opening of new offices of 
the Weingarten- Miner Agency, Inc., 
general agents for Northeastern Life of 
New York, was observed recently at an 
agency reception at the new address, 10 
East 52nd Street, New York. Mr. Wein- 
garten said that the new location will 
allow the agency to give better insur- 
ance service than had been possible from 
the previous offices in Brooklyn. Among 
the guests attending the agency recep- 
Herbert L. Hutner, and 


tion were 
Lawrence L. Monnett, president and 
vice president respectively of North- 


eastern Life. 

Mr. Weingarten was the first general 
agent for Northeastern Life and its pre- 
decessors, was its first agent to achieve 
membership in the Million Dollar Round 
Table, as well as Northeastern’s first 
agent to become a life member of the 
Million Dollar Round Table. Long ac- 
tive in civic and industry affairs, Mr. 
Weingarten is a past president of the 
3rooklyn Life Managers Association 
and Past Master of his Masonic Lodge. 
Mr. Weingarten’s insurance career be- 
gan in 1931, when he became an agent 
for Metropolitan Life. He has been as- 
Continental 


sistant manager of the 
American and assistant manager for 
Equitable Life Assurance Society. From 


1939 until 1953, he was general agent for 
Fidelity Mutual Life. He has been gen- 


eral agent for Northeastern Life since 
1953. 
Mr. Miner, assistant manager of the 


Weingarten - Miner Agency, is a gradu- 
ate of Brooklyn College with five years 
of military service. He was originally 
in the publicity department of the Fed- 
eration of Jewish Charities and on the 
editorial staff of the Insurance Advo- 
cate. He has been district agent for the 
Eastern Casualty covering the metro- 
politan area, engaged in the establish- 
ment of agencies and the briefing of 
general agents. Since January, 1956, he 
has been assistant manager of the Wein- 
garten Agency and in January, 1957, he 
became associate general agent. 





Canada Life Appoints 


D. E. Shopiro in Syracuse 

Canada Life has appointed Donald E. 
Shopiro, CLU, as manager of its Syra- 
cuse branch. A native of Syracuse, Mr. 
Shopiro is a graduate of the University 
of Syracuse where he majored in finance 
and insurance. Active in all phases of 
life underwriting since 1941, he is a life 
member of the Million Dollar Round 
Table. He is currently regional vice 
president of the New York State Life 
Underwriters Association and is a past 
president of the Syracuse Association. 

Mr. Shopiro has recently returned to 
Syracuse following an intensive course 
at the home office of Canada Life in 
Toronto, 


Equitable Society Changes 
In Farm Mortgage Dep’t 


Equitable Life Assurance Society has 
made two new appointments in its farm 
mortgage department. Richard E. Huff, 
formerly reviewing forest appraiser, has 
been made manager, timber loans, a new 
position. Elgin E. McLean, formerly 
chief appraiser, has been made manager 
of the farm mortgage department. 

Mr. Huff, a forestry graduate of North 
Carolina State College, was in the lumber 
business and served as appraiser for the 
Federal Land Bank of Columbia, S. C., 
before joining Equitable in 1952. Mr. 
McLean has a bachelor’s and master’s 
degree in agriculture from the University 
of Missouri and worked for the Bureau 
of Agricultural Economics and the Farm 
Credit Administration before joining the 
Society in 1932. 


Consulting Firm Opens 
New Office in Cleveland 


Towers, Perrin, Forster & Crosby, na- 
tionally known employe benefit plan con- 
sulting firm, has opened a new office in 
Cleveland with W. Thomas Kelly as resi- 
dent partner. This is the fourth office 
opened in the last 12 years, other 
branches being located in New York, 
Chicago and Montreal. Headquarters are 
in Philadelphia. 

Mr. Kelly brings to his new position 
ten years of experience in both the pen- 


sion and Group insurance consulting 
fields. Formerly in the firm’s New York 
office. Mr. Kelly attended Pennsylvania 


State University and received his mas- 
ter’s from the Harvard Graduate Busi- 
ness School. His business career was 
postponed by three years of service in 
General Patton’s Third Army during 
World War II. On his return to civilian 
life, he worked for Philadelphia Dairy 
Products Co. Two years later he joined 
Towers, Perrin, Forster & Crosby. 





Rosenbaum Gets 


Brokerage Award 


Edward L. Rosenbaum, New York 
City general agent Mutual Benefit, re- 
ceived the company’s 1957 brokerage 
award for his agency’s outstanding record 
in the brokerage field. The Rosenbaum 
agency ranked 6th in the company at 
the end of 1957 with $12,997,121 in in- 
surance sales. Starting from a scratch 
agency ten years ago, the agency climbed 
from 34th place in the company at the 
end of its first year to 6th place at the 
end of 1957. It has $78,856,000 of insur- 
ance in force. The agency’s two associate 
general agents are Leon Jonas and 
James P. Carr. Henry Hirsch is super- 


visor. 

Mr. Rosenbaum joined the Mutual 
Benefit Life in 1948 after 26 years in 
the life insurance business. He was 
a founder and president of the Life 


Supervisors Association of Brooklyn. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











U. S. LIFE APPOINTMENTS 


Gray, Seatiinert, Match, Vanderhoof, 
Lesser, Stilo and Haack Are Named 
to New Posts 


Election of seven persons in executive 
capacities has been announced by United 
States Life. At the recent meeting of 
the board of directors, President Ray- 
mond H. Belknap made known the fol- 
lowing changes: Assistant vice presi- 
dents, John E. Gray and William Ingle- 
heart; actuaries, Alex Mutch 
and Vanderhoof; assistant 
general Saul and An- 
thony Stilo; controller, Robert G. Haack. 

Formerly Group actuary, Mr. Gray 
went with U. S. Life three years ago 
as an assistant actuary in the Group de- 
partment. Before that he was with 


Johnson & Higgins, and prior to that 
had spent nine years with Metropolitan 


associate 
Irwin T. 


counsels, Lesser 


Life. He is a graduate of Iowa State 
University. 
Mr. Ingleheart joined U. S. Life in 


1947 and was security analyst until re- 
called to military service in 1951. Re- 
turning from service the following year 
he was made administrative assistant to 
the treasurer and in 1953 became assis- 
tant treasurer. He was graduated from 


Princeton and has a masters degree 
from Harvard Business School. 
Mr. Mutch joined the actuarial de- 


partment in 1937 and was made assistant 
actuary two years later. Before joining 
the company he was with Sun Life of 
Canada. He is a graduate of Aberdeen 
University in Scotland and is an asso- 
ciate of Society of Actuaries. 

Mr. Vanderhoof joined the company 
as an assistant actuary in 1955. He was 
formerly with the Metropolitan. A 
graduate of Worcester Polytechnic In- 
stitute, he is a member of the Society 
of Actuaries. 

Mr. Lesser, a graduate of New York 
University Law School, has been an 
attorney with the company since 1948 
and an assistant counsel since 1953. 

Mr. Stilo joined U. S. Life in 1950 
after leaving a law firm. Prior to that 
time he spent nearly four years in the 
Army. An assistant counsel since 1955, 
he is an alumnus of St. John’s Univer- 
sity School of Law. 

Previously with the Royal Liverpool 
Group for four years, Mr. Haack has 
been with U. S. Life since 1956. A grad- 
uate of Hofstra, he served in the Army 
from 1944 to 1947. 

Also announced was the appointment 
of Alfred S. Rosenfelder as planning 
manager. 
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60 East 42nd Street ° 


MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Spectalists in Quality ed Insurance 








Quality is never attained by accident but is the result of 
high intentions, sincere effort and intelligent direction. 


LOYAL ATKINSON 


General Agent 
New York ° 


MU 7-5212 





United Sates Life 


Call 






The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 





























Manager at Van Nuys 





G. CONOVER 


G. Conover, CLU, has been named} 
manager of a new Van Nuys, Cal., agen- 
cy of Bankers Life of Iowa. He had 
been agency manager in the 
company’s Los Angeles agency since 
1954. Before that he was agency super- 
visor there for more than three years. 
He joined Bankers Life in 1947 as a spe-4 
cial agent working in San Diego. i 

Before joining Bankers Life, Mr. Con+ 
over had been a salesman for Interna} 
tional Business Machines and other of-+f 
fice equipment. A native of Minneapolisf 
he completed requirements for the CLUB 
designation in 1956. 


assistant 


Hancock Policy Dept. Has 


New Executive Assignment 


A realignment of the policy department 
at John Hancock has been inaugurated 
in order to effect more efficient group- 
ing of allied operations. Second Vice 
President Vernon D. O’Neil will assume 
new responsibilities in the overall oper- 
ation of the policy department. At the 
same time, Assistant Secretaries Robert 
G. Ward and Benjamin D. Carey, Jr. 
will be attached, on special assignments 
to staff of Noel S. Baker, vice presiden'f} 
in charge of the policy department 
Assistant Secretary Robert a McVie 
has been assigned to the Ordinary poli- 
cy department as department manage! 


with Clarence E. Overlock and J. Win- 
ston Ramee as assistant department 
managers. 





New LIAMA Members 


Four new associate member companies 
have joined Life Insurance Agency 
Management Association, bringing the 
number of companies outside of North 
America to 54. United States and Cana- 
dian membership now totals 245. 

age associate members are Australas- 
ian Catholic Assurance, Ltd., Sydney, 
Australia; Australasian Temperence and 
General Mutual Life Assurance Soct- 
ety, Melbourne, Australia; E. Mundo, 
S.A., Compania Mexicana de Seguros, 


| 







Mexico, D.F.; Southern Life Associa-| 
tion of Africa, Cape Town, South 
Africa. 
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E. LLOYD MALLON 


Donald C. Keane retired as 
agent of Massachusetts Mutual 
Life at 37 West Forty-third Street, 
New York, at the end of March, the 
office became the Mallon-Curran Agency 
headed by E. Lloyd Mallon, CLU, who 
had been associated with Mr. Keane 
for the past nine years, continuing as 
general agent, and Robert Curran, Jr., 
newly appointed general agent. 

A graduate of John Marshall Law 
College, Mr. Mallon was an assistant 
trust officer with the National City Bank 
in Cleveland for nine years prior to 
entering the life insurance business in 
1933. He joined Massachusetts Mutual as 
assistant director of agencies in 1937 and 
was appointed general agent in Milwau- 
kee in 1946. He is a past officer of the 
Midtown Managers Association and a 
member of the New York City Asso- 
ciation of Life Underwriters, the Gen- 


When 


general 





Reserve Life Reports 


Increase in Assets 


At the annual meeting of Reserve 
Life of Dallas, President E. H. Barry 
read a report of the company’s growth. 
Said Mr. Barry, “We at Reserve Life 
certainly cannot join in any of the 
recession talk so prevalent today; 1957 
showed a continuation of the upward 
trend we have had for years and we see 
ne reason to believe it will not con- 
tinue.’ 

He stated that increasing emphasis in 
1958 is being placed on life insurance. 
In past years the major premium income 
of the company has been from health in- 
surance, in which field Reserve Life 
ranks first in Texas and among the top 
ten in the nation. 

“Total assets as of December, 1957 
were $55,774,194, an increase of more 
than $9,000,000 in the past year. Capital 
and surplus totaled $27,032,018, an in- 
crease for the year of about $4,000,000.” 

Cash benefits paid to policyholders and 
beneficiaries during 1957 were listed at 
$25,739,230, a new record for the com- 
pany. 

All officers of Reserve Life were re- 


elected to their present positions. They 
are: E. H. Barry, president; G. Ander- 
son, G. F. Hillman, W. F. Humphries, 


R. B. Long, vice presidents; J. L. Mara- 
kas, vice president and actuary; and C. 
E. Rice, secretary-treasurer. 





Aetna Life Appointments 
Aetna Life has appointed Marvin T. 
3enson associate general agent of the 
Miami agency and J. Harold Skelton 
assistant general agent at Minneapolis. 

















ROBERT CURRAN, JR. 


eral Agents and Managers Conference, 
the Life Managers Association, and the 
American Society of Chartered Life 
Underwriters. 

Mr. Curran attended Lehigh Univer- 
sity and was with the Penn Mutual 
Life as brokerage manager before join- 
ing Massachusetts Mutual. He has been 
associate general agent in the Keane 
Agency since 1950. Active in insurance 
groups in the metropolitan area, Mr. 
Curran has served as chairman of the 
board of directors of the Life Under- 
writers Association of New York, presi- 
dent of the Life Supervisors Associa- 
tion, and chairman of the Life Under- 
writer Training Council. 
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MIDTOWN 
135 E. 42nd St. 


FULL RESERVE Ist Yr. ON O. L. 


LEADING BROKERAGE AGENCY OF PHOENIX MUTUAL - 1957 


Phoenix Mutual Life's 
BROKERAGE 


W. F. KELLY, Mgr. 


AGENCY 
YU 6-6586 


TERM ON TERM 10 FOR 1 








HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















"Where Business is Appreciated” 


CARL E. HAAS. C.L.U, 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 














NEW OCCIDENTAL BRANCH 

Occidental Life of California an- 
nounces the opening of a new branch 
office in Stockton, Cal., and the appoint- 
ment of Robert F. Savage as manager. 
Occidental opens a second office in 
Stockton to serve the needs of the fast 
growing area. 

Mr. Savage joined Occidental in 1951 
and moves to Stockton from North Hol- 
lywood, Cal., where he served as assist- 
tant manager in the company’s agency. 

F. B. Alldredge is also an Occidental 
Stockton. 


general agent in 


R. A. Merske Advanced 


Appointment of Richard A. Merske 
as agency assistant in the life agency 
department at Aetna Life has been 


announced by Robert B. Coolidge, vice 
president. A graduate of Northwestern 
University, Mr. Merske joined Aetna 
Life in 1955 as assistant supervisor at 
Grand Rapids and recently was promoted 
to agency supervisor. 





Highlights: 


Total life 
$969,061 ,234. 











A TRUST WELL PERFORMED 


. . . this was the significant theme of The 
Union Labor Life Insurance Company’s Annual 


Report of another year of growth and progress. 


insurance 


Total assets a record $33,835,165. 
Total capital and surplus $3,638,690. 


Total claims paid $29,417,017 to bring payments 
to policyholders and beneficiaries to over 
$2,500,000 per month. 


For a comprehensive study of The Union Labor 
Life’s accomplishments, we invite you to write for 
our Annual Report which, for six consecutive years, 
has been cited by “Financial World” for distinguished 
achievement in Annual Reporting. 


The UNION LABOR 


LIFE INSURANCE COMPANY 
200 East 70th Street 


Edmund P. Tobin, President 





in force was a record 


New York 21, N. Y. 








Atlantic Life Reports 
1957 Its Greatest Year 


ASSETS UP OVER. $444 MILLION 


Insurance In Fores Gain Nearly Twice 
that of 1956; Home Office Pro- 
motions Announced 


“Atlantic Life, Richmond, enjoyed its 
greatest year in its history during 1957. 
Robert V. Hatcher, 
insurance in force gain was nearly twic 
that of 1956, and assets rose by mor 
than 4%4 million dollars.” Mr. Hatcher's 
announcement came at a recent directors 


president, said. “The 


meeting when the company promote(f} 
one officer and elected two other of-f 
ficers. F 


K. A. Turner, Jr. was promoted fromp 
manager of mortgage loans to assistant 
vice president. Raymond G. Cleek, senior} 
underwriter, was elevated to chief un- 
derwriter and assistant secretary. Wil- 
liam S. Harris, manager of policyown- 
ers’ service division, was named assistantf 
secretary. f 

Mr. Hatcher reported Atlantic Life's 
assets at the end of 1957 were $96,731, 
857, reflecting a gain of $4,617,388 for 
the year. Life insurance in force inf 
creased by $42,055,462 to $427,014,543, inf 
addition to substantial amounts of acci-f 
dent, sickness and hospitalization insur 
ance, 

The capital and surplus gain of $737-f 
995 in 1957 brought the total figure t 
$9,426,203. Another record-breaking fig-h 
ure was the $115,021,292 of new insurf 
ance sold by the Ordinary and week; 
premium division last year, as compare! 
with $68,240,745 in 1956. 

Polic yowners and beneficiaries receivelf 
$6,200,870 in benefits last year. Thesff 
payments brought to more than $117-f 
000,000 the total benefits paid by Atlantif 
Life in its 58 years of operations. 

Stocks, bonds and mortgage loans at 
count for nearly 84% of Atlantic’s assets 
Mortgage loans in 1957 amounted 
$48,857,430 and stocks and bonds aggrt 
gated $32,332,476. 

Mr. Turner, new assistant vice pres: 
dent, will continue to direct the firm! 
mortgage loan operations. He joined th 
company in 1947 as manager of the rel 
estate department and in 1951 was af 
pointed manager of mortgage loans. 

Mr. Cleek has served in the com: 
pany’s underwriting department for | 
years. In 1952 he became senior ur 
derwriter and recently was elevated 
officer status and named chief unde: 
writer and assistant secretary. 

Mr. Harris has been with Atlant 
Life 32 years. In 1950 he was nam 
manager of claims and four years late 
became manager of policyowners’ ser 
ice division. 
















Made Asst. Commissioner 

Oklahoma Insurance Commission? 
Joe B. Hunt announced the appointme® 
of Robert D. Allen as first assistal 
Insurance Commissioner, He succeed 
Jack W. Lawter, who resigned .to 
come president of Commonwealth Lif 
of Tulsa. Mr. Allen has been on Coif 
missioner Hunt’s staff as assistant Com} 
missioner and counsel since Decembe 
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Emory, Financial Officer, 
Home Life, to Retire April 30 





Pach Bros. 
GEORGE N. EMORY 


Geoge N. Emory, vice president, Home 
Life of New York, has elected early 
retirement effective April 30 under the 
company’s benefits program, Joining 
company in 1936 as financial secretary 
he became financial vice president in 
1940 and went on board in 1949, 

Educated at St. Paul’s School and at 
Yale University (class of °18) he was 
two years in Army Air Service as a pilot 
and then became a trader with 
Spencer Trask & Co. of which he later 
became manager. Then he 
elected vice president and director of 
Analytical Research Bureau, an affiliate 
of Equitable Corporation. He has been 
president and trustee of Young Wom- 
en’s Christian Association Retirement 
Fund and on financial committee of 
national boards of National Congrega- 
tional Church in New York. He is a 
trustee of Hotchkiss Library in Sharon, 
Conn., and a director of Sharon Na- 
tional Bank. Two of his clubs are 
Downtown Association and Bond _ of 
New York. In announcing retirement 
of Mr. Emory, President Worthington 
of Home Life paid tribute to his accom- 
plishments “in developing a highly com- 
petent investment organization.” 


bond 


bond was 





Leads General American 


The Carlton M. Conarro Agency, At- 
lanta, Ga., was the top producer of paid 
life volume for General American Life 
in February. The other top agencies, in 
order of their qualification, were: Ka- 
maaina Agencies, Honolulu; Adam 
Rosenthal district agency, St. Louis; 
Allen H. Ogilvie Agency, Los Angeles; 
Texas-Gulf Coast Agencies, Houston; 
Grover E, Johnson District Agency, San 
Francisco, Cal.; C. H. Gegg District 
Agency, St. Louis; Fred F. Sale district 
agency, St. Louis; Cochran-Lowry Agen- 
cies, Kansas City, Mo.; and Louis P. 
Kruzick Agency, Davenport, Ia. 





OCCIDENTAL GENERAL AGENT 

Occidental Life of California has ap- 
pointed William L. Scruby as general 
agent in Mission, Kansas. Opening of a 
second office in the Greater Kansas City 
area is a part of the company’s growth 
and expansion program. The company 
has a branch office in Kansas City, Mo., 
headed by James Blake. 

Mr. Scruby joins Occidental after 
serving as manager of the life depart- 
ment for a large Kansas City agency. 
Prior to this he was an agent in Kansas 
City for Aetna. 


Kansas City Life Names 
J. R. Lahey in Penna. 


For the first time, Kansas City Life 
is establishing a general agency in 
northeastern Pennsylvania. President 
W. E. Bixby has announced the appoint- 
ment of John R. Lahey, Scranton, as 
general agent for Carbon, Lackawanna, 
Luzerne, Monroe, Pike, Susquehanna, 
Wayne and Wyoming counties. Head- 


quarters will be in Scranton. 

Mr. Lahey was graduated from the 
Stroudsburg Teachers College with a 
B.S. degree in education. He taught 
school for two years before entering 
the life insurance business ten years 
ago. He was headquartered in Chicago 
during the last several years. He has 
qualified each year for his company’s 
highest production clubs, and has com- 
pleted the LUTC courses. 


Matt Jaffe Associates, Ltd. 
Appointed By Canada Life 


Canada Life has appointed Matt Jaffe 
Associates, Ltd., as a general agent in 
New York. The Jaffe Agency, which has 
a long and successful record of assist- 
ing agents and brokers in the New York 
City area, maintains offices at 431 Fifth 
Avenue. The agency is equipped with 
facilities for handling all phases of life 
underwriting. 





“Today men ot all ages are getting 
a new slant on life insurance f 


Thoughts on how to preserve 
what you’ve worked to win 
from PAUL BEKINS, President, 
Bekins Van and Storage Company 
of Iowa; 


Bank and corporation director 


* As A businessman, I have always felt 
that life insurance is good business 
for a young and growing family. 

‘But as a bank director who is partic- 
ularly concerned with trust affairs, I 
have also been impressed with the im- 
portant job that life insurance can do for 
the plans of older men. . 

“As years pass, a man accumulates 
assets of various kinds which he hopes 
to leave to his family. And, even though 
his estate be modest, there is one special 
‘heir’ he must always consider—the tax 
collector. Unless there is enough money 
on hand, something will have to be sold, 
perhaps at a sacrifice. 

*‘Life insurance can anticipate this 
situation and keep a man’s estate intact 
by providing the needed cash for such 
taxes. I don’t think any security pro- 
gram today can be considered complete 
unless it safeguards itself this way.” 


HOW LONG IS IT SINCE 
YOU HAVE REVIEWED YOUR 
LIFE INSURANCE PROGRAM? 


IRTHS, deaths, marriages, changing 

needs, taxes...all affect protection 

plans. A life insurance program needs review 
at least every two years. 

You'll find real assistance when you call 
on a Northwestern Mutual agent. His com- 
pany is one of the world’s largest. It offers 
many advantages, including low net cost. 

Northwestern Mutual was the company 
that pioneered Quantity-Earned Savings— 
the principle that reduces cost on all policies 
$5,000 and up. And now this QES principle 
has been extended to include older premium- 
paying policies, regardless of how long ago 
they were written. 


KARSH, OTTAWA 


Lhe NORTHWESTERN MUTUAL 





A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Bekins has made special 
provisions to protect his estate with life insurance 


MILWAUKEE, WISCONSIN 


Life hr SUTAIMCE Company 





AS ADVERTISED IN TIME AND NEWSWEEK 
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Made Dallas pane ink 


e 


¥ 


RICHARD A. LAU 


Richard A, Lau has been appointed 
general agent of the Manhattan Life in 
Dallas, in the Davis Building. 

Mr. Lau entered the insurance business 
in 1955 with Bankers Life of Iowa, as 
Group representative until joining Man- 


hattan Life. He is a member of the 
Dallas Group and Life Underwriters 
Associations. 





Underwriting Liberalized 
By Mutual Trust Life 


Mutual Trust Life, Chicago, has an- 
nounced reductions in ratings for occu- 
pations. Over one-third of all occupa- 
tions previously requiring an extra pre- 
mium will now be underwritten at stand- 
ard rates. In revising the occupational 
schedule, virtually all extras of less than 
$3 have been eliminated, and other occu- 
pational ratings have been generally re- 
duced, On occupations standard for life 
insurance, ratings for waiver of pre- 
mium disability and double indemnity 
benefits are no longer shown, these 
benefits being granted at regular rates 
except in cases of extreme accident or 
disability hazard. 

Among the more important job and 
industry classifications affected are rail- 
road workers, all of whom will be con- 
sidered for standard insurance, as will 
all policemen and law enforcement offi- 
cials. Most members of the following 
occupational groups will now be accepted 
standard: Electrical industrial employes, 
marine risks, workers in metal trades 
and industries, workers in the oil and 
natural gas industries and chemical in- 
dustry workers. Many explosives indus- 
try employes will also be considered as 
standard risks. 





Speakers Announced for 
General Agents Meeting 


Joseph A. Rogers, St. Paul, Minn., 
president of the American Association 
of Managing General Agents, announces 
names of speakers for the 32nd annual 
convention to be held at the Broadmoor 
Hotel, Colorado Springs, Colo. May 
11-14. These include the following: 

Louie E. Woodbury, Jr., president, Na- 
tional Association of Insurance Agents; 
Marlin F. Perry, vice president, American 
Home Fire; Sam N. Berry, Insurance 
Commissioner of Colorado on “Trends 
in the Insurance Business.”; Ralph Hill, 
vice president, Wabash Fire & Casualty, 
on “The General Agent and His 
Future,” and Guy Ferguson, Ferguson 
Insurance Personnel, on “Today’s Prob- 
lems and Tomorrow’s Management.” 








Guardian Life Adopts 
Salary Allotment Plan 


Guardian Life has adopted new rules 
for the purchase of life or accident and 
health insurance on a salary allotment 
plan. Principal changes include: 

The monthly premium on each policy 
has been reduced to one-sixth of the 


semi-annual premium; there is no min- 
imum premium requirement for any in- 
dividual included in the plan, but the 
total monthly premium must be at least 
$25; policies issued to dependents will 
count toward the minimum, the same as 
policies issued to employes; a case will 
be placed and continued on salary allot- 
ment as long as there are at least five 
individuals carrying life insurance or five 
with A. & H. insurance. 

The reduction of the monthly charge 
to one-sixth of the regular semi-annual 
premium has been extended to all cur- 


rent Guardian salary allotment cases, 
where the new minimum requirements 
are met. 


The same rate will apply on new mili- 
tary allotment business, and Guardian 
is notifying each serviceman now pay- 
ing premiums on allotment basis that 
he can have the lower rate by submitting 
the necessary authorization to his dis- 
bursing officer. 


Open House Held by 
Life Assurance of Pa. 


SHERMAN EDELMAN 


New Company in Phila. Off to Good 
Start, Writes $1,300,000 in Life 
in First Four Weeks 


IS HOST 








An open house party was held March 
21 by the Life Assurance Co. of Pennsyl- 
vania, recently organized in Philadelphia, 
at its home office, 2101 Walnut Street, 
that city, attended by 250. Receiving the 
guests were officers and directors of the 
company with Executive Vice President 
Sherman J. Edelman as chief host. Also 
on hand was Neal O. Dubson, member 
of the board, who is a former vice presi- 
dent and treasurer of the Quaker City 
Life of Philadelphia. 

At the directors’ meeting held the same 
day as the open house gathering, Mr. 
Edelman reported that in the first four 
weeks of production a total of $1,300,000 
in Ordinary life business had been sub- 
mitted. “This was considered an encour- 
aging start by our board,” Mr. Edelman 
told The Eastern Underwriter. He fur- 
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Executives, 


“Reinsurance Exclusively 
hold for you? 


Why do so many leading life insurance companies 
choose North American Reassurance when reinsuring 
portions of their risks? The answer is simple. 

They value the special benefits they enjoy by 
associating with North American Re, the world’s 
largest company devoted exclusively to life reinsurance. 
They also value highly the entirely non-competitive 
nature of their relationship with North American. 


Many of these benefits are described in our new 
booklet, entitled, “Reinsurance Exclusively.” 
Naturally there’s a copy waiting for you. Between the 
covers is information of real value to you and 


For your complimentary copy simply attach your 
personal or business card to this advertisement 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 
Reinsurance Exclusively 

ACCIDENT & SICKNESS e 


99 


GROUP 








EDELMAN 


SHERMAN J. 


ther said that the 1958 production goal is 
$5,000,000 of Ordinary paid-for and $100,- 
000 of A. & H. premiums. 

The Life Assurance of Pennsylvania, 
licensed last November, is one of the 
few companies organized in that state in 
recent years where there is multiple 
stock ownership. It has over 200 stock- 
holders, all of whom are located in 
Pennsylvania. Its paid-in capital and 
surplus is $600,000 

Operating on a general agency basis, 
the company has a portfolio of currently 
competitive policies — Ordinary life, 
Group life and A. & H.—including such 
popular contracts as the mortgage pro- 
tection plan, Income Security plan (for 
both men and women), endowment at 
9) and whole life policy. 

Soon going on the market is an un- 
allocated plan of reimbursement for 


doctor’s bills covering medical and 
surgical expense. This will be a _ rider 
to its Income Security policy. 

The company’s chief market, Mr. 
Edelman said, will be business and 
professional men and women. Now 
operating only in its home state, the 
Life of Pennsylvania will expand as 
time goes on. 

Mr. Edelman, who is in active charge 
of the management and operation of 
the company, started his insurance 
career in 1947 with the Sterling Life 
of Chicago. He resigned an executive 
post in that company in 1956 to join 
the Mount Vernon Life of New York 


where he was vice president. 

Mr. Dubson was formerly vice presi- 
dent and treasurer of the Quaker City 
Life of Philadelphia. 

President of Life of Pennsylvania is 
Paul Brandeis, who is general counsel 
of the Property Owners Association ot 
Philadelphia. 


Mutual Trust Moves to 
New Home Office Building 


Mutual Trust Life of Chicago has 
completed moving its offices to the com- 
pany’s new home office building, at the 
northeast corner of Wacker Drive and 
Monroe Street in downtown Chicago. 
The new building was designed by the 
architectural firm of Perkins & Will. 
The building’s curtain walls are fabri- 
cated from two shades of blue porcel: un 
enamel steel, set in stainless steel mul- 
lions, 

Mutual Trust presently occupies four 
of the six stories in the new building. 
To provide for the needs of the rapidly- 
growing company, the building has been 
designed for expansion both vertically 
and horizontally. Ultimately, it is 
planned to add another six stories to the 
present structure, and to construct 4 
12-story addition. 

Formal_ dedication will be held May 
26, the 53rd anniversary of the first 
policies issued by Mutual Trust Life. 
General contractor was A. L. Jackson Co. 
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Made Training Supervisor 


WILLIAM R. TENNEY 


William R. Tenney of Ridgewood, 
N. J., has been named regional training 
supervisor for Massachusetts Protective, 
and Paul Revere Life in their eastern 
sales region. 

Prior to joining the Worcester, Mass., 
companies, Mr. Tenney had represented 
Prudential for the past ten years, both 
as an agent and as a staff manager. His 
personal sales record ranked thim as a 
national leader, For the past year he has 
been located in Jacksonville, Fla. Previ- 
ously he resided in Maplewood, N. J. A 
New Jersey native, Mr. Tenney was edu- 
cated at Purdue University. He is an 
active Mason and a member of NALU. 


R. E. Wood Endorsed 
For NALU Trustee 


R. Edwin Wood, CLU, Phoenix Mu- 
tual, San Francisco, has been endorsed 
for NALU trustee by the California 
State Association of Life Underwriters 
and more than a score of local asso- 
ciations, it was announced by Kenneth 
W. MacWhinney, John Hancock, San 
Francisco, chairman of a committee for 
Mr. Wood’s candidacy. 

Mr. Wood is a past president of both 
the San Francisco and California State 
Associations. He has been awarded 
both the Orr Trophy and the Heron 
Plaque for service to the life insurance 
industry by a member of the San Fran- 
cisco Association. The California State 
Association presented him a plaque in 
recognition of his “outstanding service 
to the association and the people of 
California”. He has had many commit- 
tee assignments at the national level, 
was chairman of NALU_ nominating 
committee last year and is current 
chairman of the Committee on Social 
Security. He has spoken before many 
associations and is completing a tour 
including Seattle, Salt Lake and EI 
Paso Associations. As an alumnus of 
the Texas Tri-City Sales Congress, he 
is a Texas Trained Seal. 





Lincoln National Holdings 
Cartwright, Valleau & Co., insurance 
stock specialists of Chicago, report in- 
surance stock holdings of Lincoln Na- 
tional Life of Fort Wayne, Ind. on 
December 31 as follows: American of 
Newark 10,640 shares; Continental 2,500, 
decrease 2,875 shares; Employers Group 
Associates 3,875, decrease 877 shares; 
Fireman’s Fund 4,752; Hartford Fire 
3,125; North America 5,529; Maryland 
Casualty 7,300, up 1,600 shares; Phoenix 
of Hartford 2,733, down 400 shares; 
Providence Washington pfd. 5,000; 
Standard Accident 12,600; U. S. Fidelity 
& Guaranty 5,000. 


Q. Rice Cowman Dies 


Q. Rice Cowman, CLU, general agent 
in Harrisburg, Pa., for Equitable Life of 
Iowa died recently. He was 45 years of 
age. Mr. Cowman joined the company’s 
Harrisburg agency headed by his uncle, 
the late P. B. Rice, in 1934, at the age 
of 21. Following a period of outstanding 
success as a personal producer, he was 
appointed Harrisburg general agent upon 
the death of his uncle in 1950. In the 
years which followed, the Harrisburg 


agency, under his direction, was con- 
sistently among the leading company 


agencies. 

Mr. Cowman was a consistent member 
of the company’s production and organi- 
zation clubs and a life member of the 
Million Dollar Round Table. He was 
active in local and state associations of 
life underwriters, having held officer- 
ships in each, as well as being deeply 
interested in civic and community ac- 
tivities in Harrisburg. He is survived by 
his wife Mary Constance and two chil- 
dren, Q. Rice, Jr., and Judith. 


Confederation Life 


Mutualization Plans 
President J. K. Macdonald of Con- 
federation Life of Toronto has notified 
stockholders that the have 
approved a plan of mutualization of the 
company through purchase of its own 
capital stock at a price of $180 per share. 
A special meeting of Confederation 
stockholders and participating policy- 
holders wil be called to confirm the 
action of the board. 


directors 





His vos: To heal, to counsel, to protect your health 








cal and mental needs. 


Tete 


The American Doctor—scientist and guardian of 
our nation’s health. With skill, understanding 
and selflessness, he devotes his life to our physi- 
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Mutual Benefit Life’s job: 








































TRUE 


SECURITY 


FOR YOUR 
CLIENTS AND YOU 


Insurance, like medicine, is not for 
amateurs. The Insurance Man is a 
trained specialist who works con- 
stantly to improve himself profes- 
sionally and bring security and peace 
of mind to those he serves. 


And this is especially true of the 
men and women who work with 
Mutual Benefit Life. 


Service to the policy-holder is the 
hallmark of the whole Mutual Benefit 
Life organization. 


The True Security Program is a 
new Mutual Benefit Life develop- 
ment to help its agents maintain 
this reputation. True Security works 
directly for the Mutual Benefit Life 
man. While others sell life insurance, 
the Mutual Benefit Life man sells 
True Security. It is a flexible pro- 
gram, easy to understand and ex- 
plain. As a selling tool, True Security 
is far ahead of the competition. It 
makes a customer not only a buyer of 
insurance, but an investor and a 
planner as well. 


Thus, 
Life’s True Security program, the 
Mutual Benefit Life man is able to 
build a better life for himself, his 
clients, and his family. 


through Mutual Benefit 


MUTUAL 
BENEFIT 
LIFE 


The Insurance Company 
for TRUE SECURITY 








INSURANCE COMPANY, NEWARK, NEW JERSEY 
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Group Problem Nearing 
. Solution, Says Adams 


ON A TIMES-EARNINGS' BASIS 


President of NALU Tells Mid-Year 
Meeting Bank Loan Plan Cannot 
Be Written as in Past 








The Group life insurance limits prob- 
lem may be nearing a solution through 
application of the ‘ ‘times-earnings” for- 
mula, in the opinion of Albert C. Adams, 
general agent John Hancock Mutual Life 
in Philadelphia. Addressing the mid- 
year meeting at Birmingham last week 
as president of National Association of 
Life Underwriters, he said: 

“There are reasons to believe that 
these serious questions of Group life 
insurance are approaching a solution. It 
is my opinion that this problem could be 
resolved if some logical schedule of 
‘times-earnings’ factor came into use. 
But to be effective and practical this 
form of treatment would have to be on 
an across-the-board basis. By this I 
mean, the inclusion of guaranteed-issue 
and self-administered plans as well. 

“The awakening to the weaknesses 
inherent in loosely written Group life 
insurance may be due in part to the 
efforts of NALU but I believe it is more 
because companies themselves are be- 
ginning to realize the dangers in Group 
underwriting of large amounts of insur- 
ance with guaranteed conversion rights. 


Bank Loan Plan 


“The bank loan plan, whether financed 
by a bank or the insuring company is 
similarly drawing more scrutinizing com- 
pany attention. And similarly, this is not 
due entirely to the efforts of NALU. 
Evidence is accumulating that this type 
of case cannot be written as it has been 
in the past because the plan lends itself 
to abuses and does not have the charac- 
teristic of the normal persistence of the 
other types of sales. 

“There are a sufficient number of cases 


on record to attract attention where 
companies have reversed transactions 
and in some cases damages have been 
assessed against the writing agent. One 
Federal judge is reported to have said 
‘caveat emptor’ does not hold in such 
involved matters. We also know that 


one company, which has had considerable 
experience with this type of sale has 
changed its underwriting policy for such 
business. They have adopted rules con- 
fining this business to a very restricted 
area. Cases outside specified boundaries 
cannot be completed without home of- 
fice authorization. They go so far as to 
specifically tie the amount of premium 
by percentage to the applicant’s income 
they also warn that cases could be de- 
clined regardless of all other underwrit- 
ing factors being favorable. 

“When the NALU took a_ position 


against unrestricted Group life insurance 


writings and unrestrained issuance of 
bank loan policies there was some feel- 
ing that NALU had become old fash- 


ioned and negative. We certainly did not 
intend to be. We felt that for all parties 
concerned our position was correct. We 
hope we have made and can continue 
to make a contribution to the entire 
industry.” 


Great-West Opens Peoria 
Branch; H. H. Norman, Mgr. 


Great-West Life has announced the 
opening of its first branch in Peoria 
under the management of Herschel H. 
Norman. G. P. Rollo, superintendent of 
the company’s U. S. agencies, said that 
it is the second Great-West agency in 
Illinois. The first, managed by Earl M. 
Schwemm, CLU, has been in operation 
since 1923. 

Mr. Norman has been in the life in- 
surance business in Peoria since 1947. He 
is a native of Peoria and a graduate 
of Bradley University. 

Great-West now has 28 branches in 
the United States which are responsible 
for 47% of its $3,600,000,000 of life in- 
surance and annuities in force. 


Some Confusion Seen 
In Bank Loan Debate 


ECHO OF BIRMINGHAM MEET 





Based on “Definitions” Interpreted for 
Bank Loans and Minimum 
Deposit Contracts 





No physical violence occurred in the 
bank loan discussion sessions of NALU 
committees and National Council at the 
recent mid-year meetings of the Asso- 
ciation held in Birmingham, Ala., but 
feelings were lacerated. Reason the 
subject has attained its present promin- 
ence grew out of a few alleged abuses 
on the part of those selling the coverage 
and misunderstanding on the part of 
the buyer. ; 

Among those participating in the dis- 
cussions were Harry K. Gutmann, David 
B. Fluegelman and Harold N. Sloane 
of New York; A. Jack Nussbaum, Mil- 
waukee; David N. Blumberg, Knoxville; 
William H. Pryor, Wauwatosa, Wis.; 
and Gerald S. Brown, Chicago. 

National Council finally voted against 
bank loan insurance legislation being 
proposed if 
the borrower whether the loan has been 
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it imperils the interest of 





made to buy insurance or takes 


other form of loan. 
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Sloane and Brown Disagree 


A number of those leaving Birming- 
ham convention were in some state of 
confusion. This bafflement was in regard 
to “definitions” 
Questions were “Exactly what is a bank 
loan policy?” and “How does it 
from a minimum deposit contract?” 

Said Harold M. Sloane to The Eastern 
Underwriter on his return from Bir- 
mingham: 


of a bank loan policy. 


differ 














YOU Can Start a Chain Reaction of Sales 


by Joining the March to N.A.A.I.C.* 
Your future with this company can grow . . . and grow: 








There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
Insurance Company — Chicago. 


@ Top Commissions... 
Level A&H Renewals 


@ No Branch Offices 
To Compete With You 


@ Concrete Assistance — gets you 
off to the right start with hard- 
hitting sales aids and promotional 
materials. 


@ Extra Incentives to supplement 
your production achievements. 


If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept.D 
*The familiar abbreviation for the North 
American Accident Insurance..Company— 


‘one of America’s oldest and strongest Per- 
sonal Insurance stock companies. 


FOUNDED 1886 











New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities—Life and Act! 
Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 





Licensed to operate in the 48 states and the District of Columbia 
LIFE + ACCIDENT» HEALTH 
209 SOUTH LASALLE STREET * CHICAGO 4, ILLINOIS 











“To the best of my knowledge ‘the 
bank loan’ is made by a bank or some 
other institution, such as a life com- 
pany, in payment of the full premium 
The interest paid by the insured is a 
tax deduction in whatever tax bracket 
the insured finds himself. If a= man 


borrows on his insurance policy it should 


not affect him from a tax standpoint 
adversely in comparison to the loan 
made by a man who borrows, for in 


stance, on his home or on securities he 
owns. I feel strongly, if any kind of 
legislation is enacted it cannot be purely 
defined as to which is a loan made by 
a policy called the bank loan, or a loan 
for minimum deposit, or a loan made 
because a man must borrow money on 
his policy. 

“Gerald Brown, with whom T was in 
disagreement in the law and legislative 
committee, said later in the field prac 
tices committee, substantially that he 
did not regard a minimum deposit policy 
as a bank loan policy.” 

Mr. Sloane defined minimum deposit 
as a plan where the bank or a commer 
cial institution loans the cash value of 
the policy. The difference between the 


cash value premium is’ paid by the 
insured 

A. Jack Nussbaum defined the bank 
loan plan as one of permanent life 


insurance (other than a plan which may 
be considered single premium) where 
all or part of the cash value is borrowed 
to pay the difference between the in 
crease in cash value and the premium, 
plus the interest on the loan equal to 
the cash value. The interest, he said, 
is tax deductible. The only difference 
between it and the split-dollar plan is 
that in a split dollar plan a corporation 
or someone else is willing to lend the 
insured the increase in cash value with- 
out any interest charges, he said. 

A statement on the bank loan situation 
accepted by National Council, and made 
by Mr. Blumberg, who is with Massa- 
chusetts Mutual, said in part: 

“We are aware of the possibility of 
legislative activity which could seriously 
jeopardize the over -all tax position of 
life insurance. In view of the climate 
which exists today, we hereby request 
the board of trustees to instruct the 
Federal law and legislation committee 
and our counsel to take such actions as 
are needed to oppose legislation which 
would in any way deny to life insurance 
the same consideration which is given 
to any other form of property.” 


Pacific Mutual Promotions 

Four major promotions within the 
Group department of Pacific Mutual 
Life were announced by Darwin S. 
Liggett, assistant vice president of the 
Group department. 

Promoted are Ivan D. Pierce, secre- 
tary, Group pension sales and service; 
Blackburn H. Hazelhurst, Group pen- 
— actuary; Harry Pflaumer, secretary, 
Group claims division; and Harry G. 
Bubb, secretary, Group field service. 
Also ‘moving up at Pacific Mutual are 
Herbert H. Samuels, supervisor, Group 
pension underwriting ; Albert J. Russa- 
vage, supervisor, Group pension adminis- 
tration; Parvis Ghaffari, assistant super- 
visor, Group pension calculations; and 
R. Beryl Webb, assistant supervisor, 
policy accounting department, 
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Bangor, Me. General Agent 





Arthur Johnson 


DAVID P. BUCHANAN 


Mutual Life has ap- 


Buchanan general agent 


Massachusetts 
pointed David P. 
at Bangor, Me. after serving as assistant 
general agent since June, 1957, He suc- 
ceeds Calvin L, Frayle who, because of 
physical disability, has asked to be re- 
lieved of management responsibilities 
and will become associate general agent. 

A graduate of the University of Maine, 
Mr. Buchanan represented another large 
life insurance company in Houlton, Me. 
and Bangor before he joined the Mass- 
achusetts Mutual. Active in civic and 
service activities of his community, Mr. 
Buchanan is a member of the Eastern 
Maine Association of Life Underwriters 
and the Bangor Sales Executives Club. 


Wallace C. Ralston Named 
By Security-Conn. Group 


Security-Connecticut Insurance Groun, 
New Haven, has appointed Wallace C. 
Ralston vice president. He will serve as 
chief executive officer of the life com- 
pany. Mr, Ralston has served as a vice 
president and a director of agencies fo~ 
another life company and has several 
years experience with a California gen 
eral agency. 

_ Security-Connecticut Life, incorporated 
in 1955, now thas an in force premium 


volume of $27,000,000. 





Conlin, Washington, D. C., 
Gen. Mgr., Life Ins. Co., N.A. 


David T. Conlin has been appointed 
general manager of Life Insurance Co. 
of North America’s Washington, D. C. 
agency. He entered insurance in 1949 
as an agent for Monarch Life in Spring- 
field, Mass.; was promoted to agency 
secretary aed manager of selection for 
Monarch in 1952 and to general agent 
in 1954. His most recent position prior 
to joining North America was as super- 
Intendent of agencies, Acacia Mutual 
fe, 

\ graduate of Boston University Mr. 
Conlin was for three years in the Pa- 
cific theater during naval service in 
World War II. He is a graduate of Bos- 
ton University. 


JOINS CONTROLLERS 

Russell Wetmore, assistant control- 
ler, Mutual Of New York, has been 
elected to membership in the Controllers 
Institute of America. Established in 
1931, the Institute is a non-profit man- 
agement organization of controllers and 
finance officers from all lines of busi- 
hess, ‘banking, manufacturing, distribu- 
tion, utilities, transportation, etc. Total 
membership exceeds 4,700. 





Insure Publishers’ Assn. 


Nationwide Insurance Co. of Columbus, 
Ohio, has been named carrier for the 
Group life program of the Pennsylvania 
Newspaper Publishers Association. Life 
insurance will be offered to publishers 
and key executives in amounts ranging 
from $5,000 to $40,009. The association 
has 450 member newspapers with ap- 
proximately 3,000 persons eligible for the 
Group coverage. 


Canada Life Managers 

Canada Life has appointed C. Elmo 
Smith manager of the Oakland branch 
and Clifton I. Johnson manager of the 
Utah branch at Salt Lake City. 

Mr. Smith has had an extensive life 
insurance experience recently completing 
a management course at the home office. 
Mr. Johnson has been president of the 
Utah Life Managers Assn., the Salt 
Lake Life Underwriters Assn. and the 
Leaders Sales Club. 





“I thought all 
Life Companies 
were the same!” 











All Life Companies are, of course, similar in many respects. 
They all have policy contracts, rate books, proposal forms... 
assets, liabilities, home offices, and home office personnel. 


But, in one important way they differ. Life Companies, like 


people, have personalities. They have beliefs and philosophies. 


Here at Union Mutual, it is our philosophy to build men not 
“push them.” Through the best sales tools and careful training, 
guidance and supervision, we help our field men to become 
better salesmen. With consideration and understanding, we 
build them, both in stature and income, to where they are 
happy members of their community — a credit both to 
themselves and to the name of Union Mutual. 


UNION MUTUAL 


LIFE INSURANCE COMPANY OF PORTLAND, MAINE 
Offering All Forms Of 


LIFE 


NON-CAN 


GROUP 


Rolland E. Irish, President — John R. Carnochan, 
Vice President in Charge of Agencies 


LIFE UNDERWRITERS SINCE 1848 





Management Has Duty 
To Fight Alcoholism 


COST EXCEEDS BILLION DOLLARS 





James F. Oates, Jr., Equitable Society 
President, Addresses National 
Council on Alcoholism 





The cost to industry of the more than 
two million employes who are alcoholics 
exceeds a billion dollars, it was stated 
by James F. Oates, Jr., president of 
Equitable Society, speaking before the 
National Council on Alcoholism in New 
York last week. 

“It is my considered judgment that 
whether management likes it or not— 
and there is much to tempt us to shun 
the subject—we must take a _ position 
on the matter of alcoholism and affir- 
matively participate in the growing 
mobilization to combat its increasing 
menace,” said Mr. Oates. “Actually, of 
course, management is taking a position 
if it does nothing but keep silent. There 
seem to me to be two basic reasons why 
this negative action is an inadequate 
implementation of the responsibilities of 
management. 

“The first is the serious economic loss 
that is directly traceable to the fact that 
a few million people in the United States 
so use alcohol that they cause great 
difficulties for themselves and even more 
for others—and that perhaps over two 
million of these people are employed 
by industry. 


High Cost To Industry 


“Few, indeed, are the industrial con 
cerns in which at least one-half of 1% 
of employes are not victims of alcohol- 
ism. In a great many instances, alcoholics 
probably comprise closer to 3% of the 
total number of employes. The resultant 
cost to industry must be in excess of 
a billion dollars annually. These are 
direct costs, primarily resulting from 
lost man-hours of work, from long 
periods of related disability, from medi- 
cal and hospital expense, and from the 
expense of replacing trained workers 
of all ranks. 

“Tt has been estimated that the aver- 
age alcoholic in industry loses 22 work- 
ing days annually because of the effects 
of alcoholic intoxication; that he loses 
2 days per year more than his non- 
alcoholic co-worker because of diseases 
apparently unrelated to alcoholism; and 
that his accident rate is greater and his 
life span is shorter than that of the 
non-alcoholic worker. 

“Indirect costs are in addition. They 
include the cost of maintaining tax- 
supported public institutions—hospitals, 


courts, police—and of company-spon- 
sored private alcoholism treatment 
facilities. They also include the adverse 


morale effect on fellow workers, reduced 
work productivity, wastage and similar 


items, 
“The inescapable conclusion is that 
economically, business must be con- 


cerned with reducing this costly waste— 
direct and indirect. We cannot fulfill 
our stewardship obligations if we ignore 
it. An even more important reason than 
the cost of alcoholism in dollars, how- 
ever, is management’s responsibility to 
combat any menace that threatens the 
welfare of those fellow human beings 
who have cast their lot with us. 

“It is my firm conviction that the 
indispensable ingredient of business is 
the individual human being. Accomplish- 
ments are made by people. not by 
things. You well know that frequently 
the alcoholic is a man of considerable 
ability and capacity, a man who, without 
the deterrent of alcoholism is capable 
of accomplishments or—where he still 
is accomplishing—of even greater tasks.” 





Names Two General Agents 

Lincoln National Life has appointed 
Melton T. Griffin general agent at Tulsa 
and Harold J. Adams general agent at 
Corpus Christi. Both have previously 
served as agents and agency managers. 
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Advance Wayne. Philips 





WAYNE E. PHILIPS 


named 
The 


office, 


Wayne E. Philips has been 
director of agencies of 


Mid-America home 


executive 
Prudential’s 
Chicago. 

He 


in Illinois 


supervise 59 district offices 


Indiana. 


will 
and 

Previously, he was director of Pruden- 
tial’s Northwest Pennsylvania region, 
which has 13 district offices and 
awarded the President’s trophy for lead- 


was 


ing all-round performance during 1957. 





State Mutual Life Starts 
Sale Of Major Medical Plan 


State Mutual Life, announced the sale 
of its new individual and family major 
medical policy on March 17. The pre- 
vious day the company celebrated the 
114th anniversary of the date it received 
its charter. 

Walter I. Wells, secretary of the S. 
& A. division of State Mutual Life, said 
the company in introducing this policy, 
is following the trend of many leading 
companies, although, he said, certain 7d- 
vantages of the State Mutual policy 
make it unique. 

Under the family major medical policy, 
the coverage provides medical expenses 
up to $7,500 for every qualified member 
of the family. If the father dies or 
reaches age 65 before the mother, she 
receives all privileges of the contract at 
a downward adjusted rate. If the cover- 
age of the child terminates on or after 
age 18, his coverage may be converted to 
a comparable policy, provided he does 
not have similar coverage. 

The low cost of State Mutual’s new 
policy is one of its features, Mr. Wells 
said. A $500 deductible clause of the 
major medical policies enables the com- 
pany to offer it at a low price. A typical 
family—father 37, mother 35, with any 
number of children—would pay approx- 
imately $2 per week, he said. 

In order to have reasonable claims 
submitted by the insured, Mr. Wells 
stated, he must pay 20% of the total 
after the deductible and State Mutual 
pays 80% up to the maximum for any 
one claim. 

Other highlights of the policy are: 
guaranteed continuable to age 65; benefit 
period is two years or until end of hospi- 
talization if longer; issued to adults 18 
to 60; no additional cost on additional 
children after first child, newborn chil- 
dren automatically covered; 90 days 
allowed to incur eligible medical ex- 
penses equal to deductible; normally no 
medical examination required; policy 
becomes incontestable in 2 years; 31-day 
grace period; and policy participates in 
company dividends. 


New England Life Had 
Best Year in History 


NET EARNED INTEREST 3.87% 





President O. Kelley Anderson Reports 
New Insurance Sales of $894 Mil- 


lion; Increases for Year 





New England Life had its seventh 
consecutive best year in history in 1957, 
President O. Kelley Anderson reported. 
Sales of new life insurance and insur- 
ance in force reached record levels, net 
were higher, 


savings from operations 
dividends to policyholders were _ in- 
creased, investment yields were the 


highest in 21 years and the mortality 
rate was the lowest in a long period, 
according to the 114th annual report of 
the company in Boston, the first mutual 
life insurance company chartered in 
America. 

Noting the current tendency. in the 
life insurance industry to emphasize the 
cost of life insurance rather than its 
quality, the report commented, “The 
value of a life insurance contract cannot 
be measured by price alone, but will 
be measured by the actual benefits the 
policyholder or his beneficiaries will re- 
ceive in the future.” 


Increases for Year 


New life insurance in 1957 amounted 
to $894 million. $731 million of new indi- 
vidual insurance was placed and $163 
million of Group term life. The sales of 
new individual insurance were 6% 
greater, while sales of new Group term 
life insurance increased 13%. Insurance 
in force reached more than $5%4 bil- 
lion, an increase of $573 million, or 11%. 
Individual insurance is $5,079,000,000 of 
the total and Group insurance in force 
is $468,000,000. 

Assets increased $84 million or 4.7% 
and now total more than $1 billion, 875 
million. Net savings from operations 
were $41.7 million, a gain of 13%. $31.2 
million was paid or set aside for pay- 
ment of dividends in 1958, an increase 
of $2.9 million over the preceding vear. 

An average rate of return of 4.92% on 
new long-term investments in 1957 
brought the net rate of return before 
Federal income taxes to 3.87%, the 
highest in 21 years. 


Competition Will Continue 
In his 


said: 

“The trend toward greater competi- 
tion among life insurance companies 
was intensified during the year. It mani- 
fested itself through broader and in- 
creased Group coverages, new types of 
individual policies, and new sales tech- 
niques. The trend will, in our opinion, 
continue. 

“We believe that healthy competition 
can promote the welfare and best in- 
terests of the nation’s policvholders. At 
the same time we should like to state 
two time-honored principles which will 
continue to govern our operations dur- 
ing this competitive era. First and 
foremost, as the founder of mutual life 
insurance in America, we shall continue 
to conduct our operations in the mu- 
tual interests of all policyholders. 

“We believe also that we have an ob- 
ligation to adapt our contracts and serv- 
ices to continue to meet the require- 
ments of our present and prospective 
policyholders. We have been a pro- 
gressive company and we shall continue 
to be one. We will change with the 
times in order to meet changing needs 
for life insurance protection, but we 
shall always aim to do so in a manner 
that will preserve the best interests 
of all our policyholders.” 


report President Anderson 





WINS BALTIMORE LIFE AWARD 

Joseph B. Skrinak, manager of the 
Butler, Pa. district office of Baltimore 
Life is the winner of the Burns Trophy 
for 1957. The Burns Trophy is the com- 
pany’s top honor, given to the district 
earning the best record for quality and 
quantity production of life insurance dur- 
ing the previous year. 


Fifteenth Life Underwriters School 


The Business Unit and Life Insurance 
will be the theme of the 15th Life Un- 
derwriting School, scheduled for the 
week of July 28 through August 1, it 
was announced by Laurence J. Acker- 
man, dean of the School of Business 
Administration of the University of 
Connecticut. 

The school, sponsored jointly by the 
Connecticut State Association of Life 
Underwriters, University School of 
Business Administration, and Division 
of University Extension, is a semi-ad- 
vanced school for men with at least 
three years’ experience in the life in- 
surance business. 

Among the instructors at the school 
will be Ralph G. Engelsman, sales con- 
sultant, New York City; Joel Irving 
Friedman, attorney, New York City; 
Lawrence Knecht, attorney, Cleveland; 
Robert J. Lawthers, director of benefits 
and pension business, New England 
Life, Boston; Dr. E. H. White, CLU, 
director, advanced underwriting service 
division, Insurance Research & Review 
Service, Inc., Indianapolis; and Milton 
Young, attorney, New York City. 

The one-week school will be opened 


on Monday morning by Dean Acker- 
man; and the closing address will be 
given by Wilbur W. Hartshorn, CLU, 
superintendent of agencies, Metropoli- 
tan Life. 

Some of the subjects to be covered 
at the 1958 school are: 

The Form of Business Organization; 
Insurance for Business Purposes; 
Agreements; Estate Planning for the 
Owner of the Closely Held Business; 
Trends in Life Insurance; and Selling 
Insurance for Estate and Business Pur- 
poses. 

John T. Redman, CLU, of New Haven, 
chairman of the summer school com- 
mittee of the Connecticut Association of 
Life Underwriters, is in charge of ar- 
rangements for the school. Other mem- 
bers of the committee are: Anthony S. 
Esposito, Stamford; Thomas R. Diesel, 
Willimantic; Salvatore R. Manzi, Wa- 
terbury; and William Henry Carr, CLU, 
Bridgeport. 

For information about fees and pro- 
gram, write to Dorothy G. Lundblad, 
School of Business Administration, 
University of Connecticut, Storrs, Con- 
necticut. 





Win Conn. General Awards 


Three field offices of Connecticut Gen- 
eral Life have won “Outstanding Agency 
Awards” for 1957, Vice President Stuart 
F, Smith announced. 

The winning agencies are the branch 
offices in Hartford and San Francisco 
and the New Orleans brokerage agency. 
Sixty-five Connecticut General field offi- 
ces throughout the country competed 
for the awards, highest the company 
gives for superior all-round perform- 
ances. 

The Hartford branch office, under the 
direction of Manager Frank O. H. Wil- 
liams, has won the award for the twelfth 
time and the fifth consecutive year. In 
1957 the agency placed in force more 
than $31 million of new Ordinary life 
insurance, bringing its total life insur- 
ance in force to $197,173,538. Accident 
and health insurance increased 25% over 
1956 and Group insurance 16%. 

The San _ Francisco branch _ office 
placed in force last year more than $13 
million in new Ordinary life insurance, 
an increase of 32% over 1956. The 
agency’s total life insurance in force is 
now $54,403,107. An increase of 60% was 
made in insurance on a Group basis and 
increases were also made in other lines, 
including accident and health insurance. 
Manager of the San Francisco office is 
John V. Breisky. 

Leonard J. Howell is manager of New 
Orleans agency which increased by 184% 
over 1956 the amount of Ordinary life 
insurance placed in force. Accident and 
health insurance increased by 117% and 
Group insurance 128%. 

“Outstanding Agency Awards” have 
been given annually since 1933. 





Equitable Unit Managers 

Twelve new unit managers have been 
named by Equitable Life Assurance 
Society. The appointees, their headquar- 
ters and agency affiliations are: 

Gordon N. Jacobson, Menomonie, Wis. : 
James R. Ristow, Rice Lake, Wis., and 
Marvin F. Wendorf, Green Bay, Wis. 
(all Lee Wandling Agency, Milwaukee) ; 
Joseph T. de Freitas, Jr., Sacramento, 
Cal., and Harvey N. Rose, Reno, Nev. 
(both Robert D. Metcalf, Sacramento) ; 
Wilbur W. Long, Shreveport, La., and 
Joseph M. Richardson, Ruston, La. (both 
Hugh Middlebrooks, Shreveport); Albert 
B. Brant and Jack A. Erickson, both 
Boston (both Edward L. Tappert, Bos- 
ton); Robert H. Hall, Jr., Petersburg, 
Va. (J. Smith Ferebee, Richmond); Wil- 
liam Byrd Lee III, Anniston, Ala. (Jacob 
B. Conway, Birmingham), and Paul H. 
Robinson, Jr., Chicago (Warren V. 
Woody, Chicago). 


New York CLU Chapter 
Holding Lecture Series 


Bernard Eiber, CLU president of the 
New York CLU Chapter, has appointed 
Wilbur Neustein, CLU, as director of 
the “Continuing Education Program for 
CLU’s.” A_ pilot seminar-lecture series 


is being held for a period of eight weeks |} 


at the Metropolitan Life home office, 
One Madison Avenue. This course, 
which began March 27, covers the over- 
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all problems involved in estate planning | 


and covering such facets as 
organization and_ purchase 
wills, trusts, pension and profit sharing 
and estate administration. The 


York City Chartered Life Underwriters. 

First guest lecturer on the subject of 
estate planning was Professor Joseph 
Trachtman, adjunct professor of law at 
New York University School of Law, 
chairman of real property, probate and 
trust law section of American Bar Asso- 
ciation, and author of “Estate Planning,” 
published by Practicing Law _ Institute. 
Professor Trachtman also lectured at the 
April 3 session. 

David Boyd Chase, member of 
New York and New Jersey Bars, senior 
partner of J. K. Lasser Co., New York 
accounting firm, will lecture April 10 and 
17 on Business Organization & Purchase 
Problems. Following on April 24 will be 
Joel Irving Friedman, member of tne 


New York Bar, co-editor of “Basic 
Estate Planning,” lecturer on estate 


planning at New York University, Wills; 
May 1, Elmer Fingar, member of New 
York Bar, vice president and_ senior 
trust officer of the National Bank of 
Westchester, White Plains, and co-au- 
thor of “New York Wills—Testamentary 
Trusts,” Trusts; May 8, John T. Callihan, 
pension and profit sharing authority, 
Pension & Profit Sharing; May 15, 
Professor Joseph T. Arenson, member 
of the New York Bar, attorney for 
Public Administrator New York County, 
and professor at New York Law School, 
where he teaches Decedents Estates and 
Wills, Estate Administration. 





D. R. HARRINGTON NAMED 

Donald R. Harrington has been named 
central special regional pension repre- 
sentative for the Group department of 
Pacific Mutual Life. Appointment was 
announced by Ralph J. Walker, vice 
president, who said that Mr. Harrington 
will supervise sales and service on re- 
tirement and profit-sharing plans ad- 
ministered by Pacific Mutual through- 
out that area. Formerly assistant man- 
ager of Pacific Mutual’s St. Louis Group 
office, Mr. Harrington will continue to 
make ‘his headquarters there. 
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President Kalmbach Addressing 
General Agents Conference. 





the 


Eric A. Johnston, President of the Mo- 
tion Picture Assn. of America and a 


Director of Massachusetts Mutual. 


Executive Vice President Schaaff Tells 


Audience of Field Plans. 





E. Leo Smith of Indianapolis, New 
President of the General Agents Assn. 





Massachusetts Mutual General Agents At Palm Springs 


The General Agents Association of Massachusetts Mutual Life held its annual 
business conference at El Mirador Hotel, Palm Springs, Calif., March 17-19. The 
main addresses were given by President Leland J. Kalmbach, Executive Vice Presi- 
dent Charles H. Schaaff, CLU, Eric A. Johnston, president of the Motion Picture 
Association of America and a company director; and General.Agents Clarence: E. 


Pejeau, CLU, of Cleveland and Harry C. 


Copeland of Syracuse. 


Chairmen for the three-day affair were Donald C. Keane, New York City; 
E. Leo Smith, Indianapolis; and Robert L. Woods, CLU, Los Angeles, all officers 
of the association. In addition to the speakers, three panels and a symposium on 


sales ideas were included on the program. 


A panel on recruiting was conducted by Earl C. Jordan of the Jordan Agency, 
Chicago, assisted by Robert C. Cardais, New Orleans; John E. Marsh, Barre, Vt.; 
Ronald R. Reader, CLU, Andover, Mass.; and E. Ed Tussey, CLU, St. Louis. The 


panel on financial management included F. J. 


Van Stralen, CLU, San Francisco 


as moderator; Winfred A. Kloter, CLU, Hartford; Charles S. Pearcy, II, Charleston, 


W. Va.; Angus B. Rosborough, 
Agency Costs Carroll G. McQueen. 


CLU, Jacksonville; 


and Associate Director of 


Desmond J. Lizotte, Newark, N. J., moderated a session on sales ideas, aided 
by Clarence A. Grimmett, Jr., Rochester, N. Y.; Ned G. Patrick, CLU, Omaha; 
William R. Robertson, CLU, Robertson Agency Boston; and Robert J. Roberts, 
regional Group manager, Oklahoma City. The symposium was conducted by Mr. 
Woods, who asked 15 general agents in the audience to participate. 





Greater Need Than Ever For Agent’s 
Specialized Knowledge, Says Kalmbach 


“The specialized knowledge of career 

life underwriters has never been as im- 
portant as it is today and I am con- 
vinced that the rewards for such knowl- 
edge will increase rather than decrease 
as the number of inexperienced men 
selling life insurance increases,” Presi- 
dent Leland J. Kalmbach told the Mass- 
achusetts Mutual Life General Agents 
Association meeting at El Mirador Hotel, 
Palm Springs, Calif., recently. His ref- 
erence was to the entry of fire and 
casualty companies into the life insur- 
ance business, a trend which he thought 
would continue. He did not agree with 
the theory that insurance companies 
will prosper in the future to the extent 
they make it possible for the policy- 
holder to satisfy all his insurance needs 
through one company. 
_ Mr. Kalmbach said the life insurance 
industry is going through a period of 
great change and warned that manage- 
ment must not reject that which is new 
and different just because it is new and 
different. “Our chief purpose is to serve 
the insurance-buying public, and thus our 
Primary concern in assessing a new idea 
Is the question of its long-range benefit 
to our policyholders and its effect upon 
equity among different classes of policy- 
holders,” 

_New contracts announced by President 
Kalmbach were a single premium re- 


tirement annuity, and extension of the 
maximum age limit for issuance of Term 
insurance from 65 to 70. Describing the 
single premium retirement annuity con- 
tract, he said, “It contains all of the 
favorable features of our annual premi- 
um retirement annuity, including optional] 
retirement dates, a death benefit equal 
to the cash surrender value but not less 
than the single premium paid, annual 
dividends which may be accumulated to 
provide additional income, and optional 
methods of settlement. Cash values will 
be quite substantial, and will exceed the 
single premium paid in four years, or in 
three years with accumulated dividends 
on our present scale.” 

On the extension of Term to age 70, 
he commented, “The improvement in 
mortality experience which has taken 
place in recent years has been especially 
marked at the older ages, The substan- 
tial reductions in insurance costs in this 
area, reflected in our 1958 dividend 
schedule, indicates the great decline in 
death rates in the 60 and 70 age groups. 





Leo Smith Now President 


E. Leo Smith, general agent for 
Massachusetts Mutual Life at Indian- 
apolis, was elected to succeed Donald 
C. Keane, New York, as president of 
Massachusetts Mutual General Agents 


Schaaff Tells Of Expansion Plans 


_ Massachusetts Mutual Life will con- 
tinue to increase the number of its 
sales outlets and field representatives, 
Executive Vice President Charles H. 
Schaaff, CLU, told the General Agents 
Association. 

“We believe instinctively and as a mat- 
ter of considered policy that our com- 
pany must continue to grow and that we 
must try to increase our production each 
year,” he said. “This involves a plan for 
progress, which is what we have pursued 
in the past, and one we intend to follow 
in the future for a number of obvious 
common sense reasons.” 

Mr. Schaaff reviewed a seven-point 
program which was initiated in 1950 
when he assumed charge of the com- 
pany’s agency operations. It has included 
the establishment of 20 new scratch 
general agencies, the inauguration of a 
general agents’ retirement plan, expan- 
sion of sales operations in a number of 
metropolitan areas, and a manpower 
program, which has increased the num- 
ber of full-time field representatives from 
842 in 1951 to 1,539 at the present time. 

Another aspect of the expansion pro- 
gram has been a revised district man- 
ager plan, which in five years more than 





Association for the coming year. Also 
named at the association’s annual busi- 
ness conference March 17-19 at Palm 
Springs, Calif. were Robert L. Woods, 
CLU, general agent at Los Angeles, vice 
president, and William R. Robertson, 
CLU, general agent at Boston, secretary- 
treasurer. 

Mr. Smith, an alumnus of University 
of Illinois, joined Massachusetts Mu- 
tual while still an undergraduate, work- 
ing as a part-time representative under 
his father, then the company’s general 
agent in Mattoon, Ill. Following his 
graduation in 1924, Mr. Smith became 
a full-time associate of his father and, 
upon the death of the elder Smith a 
year later, had so progressed in the 
business that he was able to assume 
the duties of general agent at Mattoon. 
He retained that position until his ap- 
pointment as general agent in Indian- 
apolis in June, 1937. 

In Indianapolis, Mr. Smith has served 
as a director of the Life Underwriters 
Association and as president of the 
General Agents and Managers Associa- 
tion. Married and the father of three 
children, he has now held all of the 
elective offices in the General Agents 


Association. : 
Seattle Public Library 


quadrupled the number of district agen- 
cies, with a resultant increase in new 
business produced by these offices from 
$514 million in 1953 to over $113 million 
last year. Also, a staff supervisor plan 
was introduced, with the number of 
supervisors growing from 12 to 58 in 
just under two years. As his final point, 
Mr. Schaaff said the company would 
continue to establish new agencies where 
it is not currently represented. 

He reported that since this over-all 
program was initiated, Ordinary sales 
have increased from $295 million in 1950 
to $708 million last year. “We are pleased 
with all of this, especially since the prog- 
ress has been more general and wide- 
spread than ever before,” he commented. 

On plans for the future, Mr. Schaaff 
stated, “We have decided that the time 
has come when we must open additional 
agencies within established territories, 
and particularly in some of the larger 
cities which offer the best potential for 
future growth.” The company now has 
100 general agencies throughout the 
country and in Hawaii. 

In concluding, the speaker said he was 
confident that with this expansion pro- 
gram, sales would continue to increase 
each year, thus enabling the company 
to hold down its unit costs, stay com- 
petitive, and remain as a leader in its 
field. 





Vice President Charles G. Hill present- 
ing the Group Insurance Award to Rob- 
ert L. Woods, CLU, of Los Angeles. 
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Massachusetts 


Syracuse Agency Winner 
Of President’s Trophy 


The Syracuse Agency of Massachu- 
setts Mutual Life was named the winner 
of the President’s Trophy for 1957, and 
the presentation was made to General 
Agent Harry C. Copeland, Jr. by Presi- 
dent Kalmbach at the General Agents 
Association Conference. 

Other agencies finishing among the 
top five in the trophy competition were: 
Atlanta, John Humphries, general agent; 
Los Angeles, Robert L. Woods, CLU, 
general agent; Rochester, N. Y., Clar- 
ence A. Grimmett, Jr., general agent; 
and Newark, Desmond J. Lizotte, gen- 
eral agent. 

This honor came to the Syracuse 
Agency in recognition of the most out- 
standing performance and accomplish- 
ments in all areas of successful agency 
operation among the company’s 98 
general agencies last year. The agency 
produced a total of nearly $22 million 
of new business during 1957, of which 
27.6% of the Ordinary business was by 
men in their first and second contract 
years. 

Mr. Copeland is a native of Atlanta 
and attended Cornell University. After 
serving with distinction in the Army 
during World War II, he joined Massa- 
chusetts Mutual in 1946 and was dis- 
trict manager at Ithaca, N. Y. before 
his appointment as general agent at 
Syracuse in 1950. A frequent speaker 
at life insurance meetings, he is a life 
and qualifying member of the Million 
Dollar Round Table and a past president 
of the Syracuse General Agents and 
Managers Association. 

Plaques for writing the highest per- 
centage of quota in their respective 
groups in the annual Quota Buster 
contest last November and then deliver- 
ing at least 80% of this total by the 
end of February, were presented to the 
general agents of the following agencies 
by Vice President Kenneth W. Perry, 
CLU: Chester R. Jones, CLU, Wash- 
ington, D. C.; William J. Nelson, Jr., 
Milwaukee, Wisc.; Raymond Campbell, 
Jr., CLU, Dallas, Tex.; and Robert S. 
Phillips, Fresno, Calif 

Manpower awards for new organiza- 
tion were given by Mr. Perry to Earl 
C. Jordan, the Jordan Agency, Chicago; 
Robert C. Cardais, New Orleans ; Calmon 
P. Mendel, Savannah; and John E. 
Marsh, Barre, Vt. Service awards went 
to Leonard R. Woods, St. Louis, 25 
years; and John J. Steger, St Paul; 
Gerald L. Griffin, CLU, Albany, N. Y.; 
and Walter M. Pierce, Miami, all 30 
years 

The Group Insurance Leadership 
Award was presented to General Agent 
Robert L. Woods, CLU, Los Angeles, 
by Vice President Charles G. Hill. 





Clarence Pejeau Talks 
On Agency Management 


In a talk on agency management, 
Clarence E. Pejeau, CLU, Cleveland, 
outlined a number of basic points 
essential to good agency management, 
including adoption of sound agency- 
building philosophies; developing broad, 
general objectives; establishing objec- 
tives in terms of each essential element 
of the agency operation as well as for 
each member of the executive staff 
and each agent; and inspiring every 
member of the agency to put forth his 
best effort. 

“As agency managers,” he said, “we 
have to be leaders, and one of the marks 
and obligations of leadership is a 
responsibility to the public. Let’s re- 
member we are dealing with the futures 
of millions of people, some of whom 
are not yet born. If we are to be 
successful, we must strive for all-out 
performance. Expending half our capa- 
bilities is not enough. Do not hesitate 
about putting your time, effort and 
capital into your agency operation. It 
really pavs off, for we have tremendous 
opportunities for growth.” 
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MANPOWER AWARD WINNERS: Earl C. Jordan, Chicago; Robart C, Cardais, 
New Orleans; Vice President Kenneth W. Perry, CLU, who made the presenta- 
tions; Calmon P. Mendel, Savannah; and John E. Marsh, Barre, Vt. 


Past Presidents Plaques were presented 

to. Kenney E. Williamson, CLU, of 

Peoria and Donald C. Keane of New 

York City for service to the General 
Agents Association. 


Eric Johnston A Speaker 
A breakthrough by the Soviet-Chinese 
bloc the world’s economic front 


would be just as perilous to America’s 
safety as a breakthrough on the military 
front, Eric Johnston, foreign aid adviser 


on 


to President Eisenhower and president 
of the Motion Picture Association ot 
America, told officials and general agents 
of Massachusetts Mutual Life at Gen- 
eral Agents Association conference. 

Mr. Johnston said it would be false 
economy to make unwise cuts in the 
President’s $3.9 billion mutual security 
request. He said that the communists, 
having been stopped on the military 
front, have turned to a massive eco- 
nomic war against the United States. 
The economic battleground, he added, 
comprises the underdeveloped nations of 
the world, in Asia, in Africa, in the 
Near East. He said that the program 
proposed this year for our international 
economic defense is the best and cheap- 
est insurance that the United States can 
buy to assure the security and well 
being of all our citizens. Could anything 
be more in our self-interest, he asked, 
than the continued growth and safety 
of our country? That’s the issue before 
us, he said, in considering the foreign 
aid program, 


Don Lau “Man of the Year” 


Donald F. Lau, CLU, an associate of 
the F. W. Howland Agency, Detroit, has 
been named his company’s “Man of the 
Year” for 1958, making him the most 
outstanding member of Massachusetts 
Mutual’s field force. He has placed a 
million or more with the company in 
each of the past seven years, is a life 
and qualifying member of MDRT. 
























New Horizons in 
Life Insurance Sales 
Are Opening in 
FOREIGN MARKETS 
Why Not Get 
Your Share ? 


CALL US FOR DETAILS 
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General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 


Harry Copeland, Syracuse, 
Tells Marketing Methods’ 


General Agent Harry C. Copeland 
Jr., Syracuse, N. Y. spoke on profitable 
sales ideas for the development of new} 
business and new markets. He told 
how he had broken his agency territory 
into its component parts and then re- 
cruited men with the right background 
to sell each particular market. 

“We train our men to sell a special-f 
ized market and have them master 
few specific areas,” he stated. “We 
want to give the man confidence in @ 
limited area, rather than have him over- 
whelmed by the entire spectrum, for 
salesmen are psychologically sensitive 
people.” 

Mr. Copeland discussed several mar; 
kets, including the college market and 
the physicians’ market. He also com- 
mented on the difference between selling) 
hard goods and service goods; how he 
classifies his representatives as senio! 
associates, associates, and rookies; and 
what he does to help men up-grade 
their sales efforts. 








AFRAID OF SELLING MUTUAL FUND SHARES? 


(Pull “it” out and read this ad) 





STANDARD LIFE INSURANCE CO. of IND. 


INDIANA 


INDIANAPOLIS, 


‘ 


There isn't any reason why the subject of Mutual Funds should make you 
hide your head in the sand. Actually, the modern life insurance salesman 
has a mutual fund connection so as to round out his ability to fulfill his 
clients’ needs. Let us help answer your questions on selling this type of 


we. g. Toel, Agency Superintendent 


investment. Write me—today. 
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Ameahnan United Has 
3 New Policy Plans 


LEADERS AT HOLLYWOOD, FLA. 





President Clarence A. Jackson Heads 
Home Office Delegation at 
Field Club Convention 





At its Field Club meeting at Holly- 
wood Beach, Fla., American United Life 
announced three new plans of protection, 
including a guaranteed purchase option. 
The five-day convention of 135 leaders 
and their wives was preceded by a 
four-day 500 Club meeting in Nassau 
aud was followed by a _ manager’s 
meeting. 

Thirty-two salesmen who qualified to 
attend the Nassau session participated 
in discussion of business insurance with 
re presentatives of company management 
and Milton Elrod Jr., American United 
consultant, nationally recognized attor- 
ney and independent counselor on legal 
and tax matters pertaining to life 
insurance. 

Field Club speakers President Clarence 
A. Jackson and Agency Vice President 
Eber M. Spence pointed to the rapidly 
approaching billion in force total for 
American United. Others on the pro- 
gram included Actuary L. S. Norman, 
Medical Director John S. Pearson, 
Securities Vice President Frank J. 
Travers, A. & S. Superintendent of 
Agencies W. Harold Petersen and Group 


Vice President Sherman M. Jenson. 
Awards were presented to R. N. Sin- 
clair of Indianapolis as volume leader 
and Frank EE. Sullivan of South Bend 
a; premium income leader. 
New Insurance: Plan; 
New Plans of protection introduced at 


the Field Club are: 

1. The guaranteed purchase opt-on 
a rider (ranging in cost from 55 cents 
per thousand at age 0 to $1.74 at age 
37) which will permit purchase of as 
much as $62,500 additional life insurance 


on specific future dates, regardless of 
insurability at that time. It must be 
attached to a new basic life policy at 


the time of issue. 

2. A new accident and sickness policy 
which will be issued only in combinaton 
with life insurance, provides basic bene- 
fits of the regular A. & S. series, but 
at lower rates. Various elimination and 
henefit periods are available. 

3. A one-parent family policy designed 
to provide insurance for those families 
in which only one parent is insurable or 
only one parent exists. It may also be 
used where the parents are divorced or 
where insurance on only one parent is 
desired. 

Awards to outstanding fieldmen in the 
I8-month period also were presented as 
follows: 

Gradie W. Bownds, Lubbock, Texas, 

largest percentage of increase in paid 
volume; Harold M. Burkdoll, Emporia, 
Kansas, largest number of lives; Robert 
W. srady, Lafayette, Indiana, best 
persistency, 
‘ Manager awards for most production 
from new men, James R. Comstock, 
CLU; Indianapolis : James Tompkinson, 
Honolulu; Paul H. Roach, Cleveland; 
Robert M. Belisle, Kansas City; Ramon 
J. Silverberg, CLU, Chicago, and Frank 
FE. Sullivan, South Send, Indiana. 

Unit supervisor awards, Kaler E. Bole, 
Kansas City; Eugene M. Seaman, Mil- 
ford, Illinois: F. Alan Chab, Indianap- 
olis ; Mitsuji Kobata, Hilo, Hawaii, and 
'heodore F. Miller, Cleveland. 

Top Group man, Donald A. Kellin, 
Indianapolis; agency Group volume, 
Weiner, Crocker & Kane, Beverly Hills, 
California, and top Group agency in 
number of cases James R. Comstock, 
CLU, Indi anapolis. 





Manager at Houston 
Pacific Mutual Life has appointed H. 
Harnett manager of the Houston 

agency. He is a past president of the 
* Grande Valley Life Underwriters 
ssn, 


Richard N. Lewis President of 
LUTC; A. Kirsch Now V.P. 


Richard N. Lewis, CLU, Dallas, vice 
president and agency director, Great 
National Life, has been elected presiden! 
of Life Underwriter Training Council. 
Vice president is Henry A. Kirsch, CLU, 
Aetna Life, Shreveport, La. 

President Lewis joined the Dallas 
agency of Great National Life as an 
agent in 1937, became state supervisor 
for his company in 1939, and continued 
as such until 1942 when he was appointed 
manager of the Austin agency. He then 
came to the home office as vice-president 
and agency director. 

He has been president of Austin 
Association of Life Underwriters, of 
Austin Life Managers Club, and presi- 
dent of the Texas Association of Life 
Underwriters. He is a graduate of the 
LIAMA School in Agency Management 
and he has held the designation of 
Chartered Life Underwriter since 1944. 

Mr. Kirsch joined the Shreveport 
agency of Aetna Life as an agent in 
1931. For the past three years he has 
led the Aetna field force in personal 
production. He has been for nine years 
national committeeman for the Shreve- 
port Life Underwriters Association. 

For many years he was LUTC state 









LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








New $25,000 Minimum Policy 


Equitable Life of Iowa has introduced 
a new $25,000 minimum “Business Secur- 
ity Special” policy to its field organiza- 
tion, Featuring the full reserve as the 
cash value, this contract is particularly 
applicable for use in “split-dollar” plans, 
but is equally adaptable to all business 
insurance situations, 

The “Business Security Special” is a 
participating Life Paid-up at age 95 plan, 
available both standard and special class, 
at ages 10 to 70, inclusive, for a minimum 
amount of $25,000. 





chairman in Louisiana, and became a 


trustee in 1957. 





WE'RE 
GROWING! 


during 1957 


INSURANCE 
IN FORCE 


Increased 24.7%, 
to $282,397,376 


AGENCY FORCE 
Increased by 58%! 


OVERSEAS 
EXPANSION 
We're now serving 
Europe and the 
Far East! 


UNITED LIFE and 
ACCIDENT INSURANCE 


COMPANY 


Concord, N. H. Est. 1913 





come 
along 
with us! 


NEW SERVICES 
Pre-authorized check 
plan; Guaranteed Issue 
plan; Family Rider; 
Return of Premiums 
Riders; Group Creditor 
Insurance—PLUS many 
new policies to meet 
today's changing needs! 


HOME OFFICE 
EXPANSION 

20% increase in per- 
sonnel plus new Home 


Office addition! 


LET US GIVE YOU 
COMPLETE DETAILS 

ON HOW YOU, TOO, 
CAN EXPAND YOUR 
HORIZONS WITH 
AGGRESSIVE, GROWING 
UNITED LIFE — 

WRITE NOW! 


Write H. V. Staehle, Jr., C.L.U., Field Management 
Vice President, United Life, 10 White St., Concord, N. H. 


STATES SERVED: CAL.,,CONN., DEL., D. C., ME., MD., MASS., 
*MICH., N. H., N. J.. N. C., *OHIO, *PA., R.I., S. C., VT., VA. 


*General Agency opportunities available. 


Annual All-Day Caravan of 
N. Y. State Association 


“Creative Thinking in Life Insurance 
Selling” will be the theme of the ninth 
annual all-day caravan sponsored by the 
New York State Association of Life 
Underwriters. Announcement was made 
from the association’s executive offices 
- Albany by Managing Director Spencer 

.. McCarty, CLU. 

“The 1958 Spring Sales Caravan will 
begin its three-day journey on the 
Niagara Frontier, opening with an all- 
day program in Buffalo, April 9. It will 
then go over to Central New York 
State, presenting the same program in 
Syracuse, April 10, and finally, down 
to the Capital District, where it will 
close in Albany, April 11. The time 
schedule for each day will be 10 a.m. to 


4 p.m. 
Chauncey D. Cowles, Jr., CLU, Buffalo, 


will be moderator for the three-day 
event. Mr. Cowles is a partner in the 
firm of Benefits Counsel of New York, 


consultants and actuaries, and a special 


agent for Northwestern Mutual in 
Buffalo. Speakers this year will be 
two prominent life insurance company 
officers, and two star producers, both 
members of MDRT. 

Howard Williams, director of public 


relations and advertising, Monarch Life, 
Springfield, Mass., will speak on 
“Creative Thinking, Its Technique and 
Applications.” Gary S. Cutini, CLU, 
director of agencies, Life of Georgia, 
has for his topic, “Two Responsibilities. 

Harry Phillips, 111, CLU, Penn Mutual 
Life, New York, will speak on “Creative 
Thinking in General Life Insuranc> 
Practice.” Mr. Phillips has been an 
associate of Spero-Whitelaw Co., Inc., 
in New York, since 1952. Richard B. 
Parks, CLU, Massachusetts Mutual, 
Rochester, will discuss, “Creative Think- 
ing in Self-Organization.” A graduat> 
of Harvard Business School, Mr. Park 

is a life and qualifying member of 


MDRT. 





Jefferson Standard Makes 
Policy Contract Changes 


Lower premiums on all non-participat- 
ing policies and increased dividends on 
participating policies are among signi- 
ficant changes and improvements re- 
cently announced by Jefferson Standard 
Life. 

Changes were announced by R. B. 
Taylor, second vice president and agency 
manager, on the closing morning of 
Jefferson Standard’s 50th anniversary 
field force convention, held recently at 
Hollywood Beach, Florida. The changes 
are contained in the company’s new, 
streamlined rate book, which became 
effective April 1. 

Jefferson Standard has eliminated most 
of its former line of juvenile policies, 
it was announced, and in the future will 
issue regular plans down to age zero. 
Eliminated are all graded death benefits 
on policies issued on the lives of chil- 
dren. 

Mr. Taylor, in outlining changes to 
members of the field force present for 
the 50th anniversary celebration, also 
emphasized the company’s reduced load- 
ings on all installment premium pay- 
ment plans, with major reductions in 
loadings on salary savings and automatic 
check plans. 

New policy contract forms—redesigned 
for simplicity and eye-appeal—and new 
streamlined application, non-medical and 
medical forms were also announced. 
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SELLING THE MERCHANT 


Two features of the Hudson County, 
N. J., Insurance Day meeting last week 
were talks on “Merchandising the Mer- 
chant” given by Herbert D. Young, 
CPCU, special agent, America Fore Loy- 
alty Group, and Roy H. MacBean, pres- 
ident, Hedenberg-MacBean Agency, 
Cranford, N. J., and state national direc- 
tor of the New Jersey Association of 
Insurance Agents. Each is an authority 
on selling. 

Mr. Young outlined essential and op- 
tional property coverage for a local mer- 
chant, the former including building, 
contents, business interruption and rental 
value, with Mr. MacBean centering on 
essential casualty risks, namely compre- 
hensive liability, workmen’s compensa- 
tion and employer’s liability, boiler and 
machinery (including use and occupancy), 
and blanket crime coverage. Their 
detailed suggestions are presented in 
other columns, Mr. Young’s in this issue, 
and Mr. MacBean’s appearing next week. 

Both speakers stressed presentation of 
one complete and sound insurance pro- 
gram to a prospective assured, in the 
best traditions of the American Agency 
System. They say not to submit alter- 
nate proposals. Mr. MacBean states he 
knows personally that an agent will be 
much more successful in selling a com- 
plete program if he goes in prepared to 
sell only the suggestions he has outlined 
and resist, as far as possible, inclinations 
by the prospect to buy anything other 
than the complete program. 

An adequate insurance program for 
a local merchant can be developed only 
after an intelligent survey has been 
made. It was pointed out that an agent 
has only two things to sell, protection 
and service, that a large scale survey is 
a serious undertaking with expenditure 
of considerable time and effort and 
should not be undertaken unless the 
prospect and agent agree ahead of time 
that if the agent is able to improve 
coverage, or save money for the buyer, 
or accomplish both, then the agent will 
be favored with the entire insurance ac- 
count. Also it should be settled that the 
prospect will not accept a comprehensive 


survey and then turn the business over 
to his present agent. 

Mr. MacBean stressed that an agent 
should not undertake to survey a mer- 
chant’s insurance needs if he feels the 
prospect is linked with some 
other agent or broker or if he intends to 
persist in splitting his business all 
around town with every insurance man 
who buys merchandise from him. Once 
it is agreed that the surveying agent can 
have the account if he improves cover- 
age, or cuts costs through package in- 
surance, in’ very few cases will an agent 
find himself unable to improve the mer- 
chant’s protection An 
essential feature in a survey is to get 
the prospect to realize the agent is ap- 


closely 


substantially. 


proaching the undertaking on a com- 
pletely businesslike basis, aiming to 
render a service to his client, rather 


than merely seeking commissions for 
himself, the producer. 

The qua l insurance agent has many 
excellent prospects among local mer- 
chants, too many of whom have built 
up their insurance coverage on a hit-or- 
miss basis, and in spite of the premiums 
they pay are inadequately protected. It 
is a challenge to and responsibility of 
high-grade agents to see that merchants 
are not inadequately served. 





Kenneth Squires has been elected 
president of the Aetna Insurance Co. 
Men’s Club of Hartford. Other new of- 
ficers are: Ernest L. Nickerson, vice 
president; Fred Bangs, secretary; Carl 
Ericson, treasurer; Gordon Nelson, his- 
torian; William Howes and Peter Ciotto, 


auditors. 
x * * 


Joseph J. Bishop, Jr., executive secre- 
tary-treasurer, Insurance Board of 
Cleveland, addressed the Pittsburgh 
Independent Insurance Agents Associa- 
tion April 3 at its monthly luncheon 
meeting. He discussed the work of his 
board and other trade associations. Mr. 
Bishop was formerly with the FBI. 


* * * 


Lee Jay Geismar, local agent of Ro- 
chester, N. Y., has been appointed by 
Governor Harriman of New York State 
as a member of the council for the State 
University Teacher’s College at Brock- 
port, N. Y 
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ARCH C. CLARK 


Arch C. Clark, an assistant secretary 
of Northwestern Mutual Life since 1946, 
retired March 31 after than 47 
years of service with the company. Mr. 
Clark, an authority on settlement option 
plans for the payment of life insurance 
proceeds, started in the company’s secre- 
tarial department in 1910, at the age of 
17. He has been a member of the same 
department since that time. In 1923 he 
became a supervisor; he was appointed 
an officer, with his present title, in 1946. 

Mr. Clark is a past president of the 
~ © ’ ts = 
company’s Quarter Century Club and 
has been active in other company organ- 
izations. During World War I he served 
14 months with the field artillery, 11 
months of that service in France. 

Born in Wauwatosa, a Milwaukee 
suburb, Mr. Clark is still a resident of 
that community. 


more 


* * * 


Henry H. Putnam, whio in 1899 founded 
The Journal of Insurance Economics 
which was succeeded by The Eastern 
Underwriter, is having a birthday party 
in his home in Glendale, Cal., on April 
15. It will commemorate his 90th birth- 
day. Mr. Putnam is completely alert in 
mind and spirit and full of eager enthu- 
siasm for the event. Formerly secretary 
of National Association of Insurance 
Agents he was also for some years 
advertising manager of John Hancock. 


* * * 


Richard H. Mansfield, on 
Equitable Life Assurance Society and 
Atlantic Mutual Insurance Co., has 
become a partner of Lazard Freres & 
Co., international banking house of New 
York and Paris. Mr. Mansfield has been 
senior financial advisor to the Rocke- 


board of 


feller family, a vice president and 
director of Rockefeller Center and 
executive vice president and general 


manager of Rockefeller Bros., Inc., since 
1948. He is also on board of Chase 
Manhattan Bank and Seaman’s Bank 
for Savings. 

* * 


J. Herbert Garner has been made un- 
derwriting manager of the marine de- 
partment at the American Insurance 
Group’s Philadelphia branch office. He 
began his insurance career with the 
Insurance Company of North America 
as an ocean marine underwriter in 1937. 
Ten years later he joined the American 
Group in an underwriting capacity and 
in 1952 was promoted to underwriting 
supervisor. 


Fabian Bachrach 


JOHN D. BRUNDAGE, CLU 


John D. Brundage, CLU, executive 
vice president of Bankers National Life, 
has been elected president of the Mont- 
clair Rotary Club. Mr. Brundage, a 
graduate of Princeton University, is also 
an advisory director of the Montclair 
National Bank & Trust Company, acting 
chairman of the board of the American 
Heart Association and a trustee of the 
Short Hills Country Day School. 

* * Ok 

E. Fleetwood Dunstan, vice president, 
Bankers Trust Co., has been made a 
director of General Security Assurance 
Corporation of New York, president of 
which is H. Marshall Robertson. Start- 
ing his career with Bankers Trust in its 
bond department in 1921 he was elected 
a vice president in 1928 and head of the 
bank’s bond department in 1936, In 
1947-8 he was an officer of International 
Bank for Reconstruction and Develop- 
ment (the World Bank) where he was in 
charge of its marketing of securities. 
Currently, Mr. Dunstan is assigned to 
Wall Street office of Bankers Trust as 
an account officer. 

* * * 

William Chodorcoff, vice president 
and comptroller of The Prudential, has 
been appointed vice president in charge 
of budgeting for the United Community 
services of the Oranges and Maplewood 
in New Jersey. As head of budgeting, 
he will coordinate a 25-member budget 
committee and allocate funds for 32 par- 
ticipating Red Feather agencies. Mr. 
Chodorcoff has been with Prudential 
since 1930, was elected a second vice 
president in 1949, and appointed to his 
present post last year. 

x * * 

George H. Tryon, assistant technical 
secretary of the National Fire Protec- 
tion Association, has received the 1958 
AMVETS Award presented annually for 
outstanding contributions to the nation 
in advancing aviation for defense pur- 
poses. Mr. Tryon, who is secretary of 
the NFPA aviaton committees, has 
pioneered in the development of aircraft 
and airport fire prevention and _ fire 
fighting practices. He also recently re- 
ceived Flight Safety Foundation’s award 
for “distinguished service in achieving 
safer utilization of aircraft.” 

x oe Ok 

Thomas S. Muir, CLU, manager for 
Guardian Life of America, in Cincinnati, 
was guest of honor at a reception in 
Cincinnati’s University Club recently, 
marking his 25th anniversary with the 
company. Guardian’s President John L. 
Cameron and Agency Director Edwin 
J. Phelps were hosts at the party. 
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Gordon Rendtorff Returns to 
London After Visit Here 


Gordon Rendtorff, deputy chairman 
of Sterling Offices, Ltd., London, and 
in charge of the organization’s adminis- 
trative activities, who has been visiting 
New York, left for London on Wednes- 
day of last week. ; 

Principal reason for his trip to this 
side of the ocean was to be present 
at the opening of the new branch of 
Sterling Offices, Ltd., established at 108 
Liverpool Street, Mexico City, and which 
is managed by Richard Willemsen who 
has seen service for the organization in 
London, Paris, Switzerland, Spain and 
Canada. Accompanying Gordon Rend- 
torff to Mexico was Paul R. Willemsen, 
president of Sterling Offices, Ltd. of 
New York. Before leaving this city for 
England Mr. Rendtorff was guest of 
honor at a reception given at Hotel 
Pierre by Paul R. Willemsen and _ his 
associates. 

Gordon Rendtorff, who has traveled 
widely for the Sterling Offices and is 
well known to insurance men in many 
of the world capitals, is a graduate of 
Hurstpierpont College in Sussex where 
he won colors at Rugby, hockey, lawn 
tennis, squash and swimming, and was 
captain of the swimming and _ tennis 
teams. Upon leaving Hurstpierpont he 
was articled (apprenticed) to a firm of 
surveyors and later worked for Earnley 
Estate Co., an affiliate of the firm. 

In World War II he was with the 
first British army force to land in 
North Africa and became attached to 
the 78th infantry division which fought 
in Italy as well as North Africa, his 
war experience ending in Austria. 
Wounded by shrapnel in engagements 
north of Rome and at Cassino, he was 
a captain when he left the Army to 
re-enter civil life. For six years after 
the war he managed to play Rugby 
despite the leg injuries he had suffered. 

Mr. Rendtorff joined Sterling Offices, 
Ltd. in London upon leaving war service 
and for a time was in aviation reinsur- 
ance departments. 

Mr. Rendtorff told the writer that 
premiums of Sterling Offices have been 
showing a steady increase in volume. 
In addition to the parent offices in 
London the group companies are Sterling 
Offices, Ltd., New York; Sterling Offices 
of Canada, Ltd.; Sterling Offices S. A,, 
Paris; and branches in Montreal, Van- 
couver, San Francisco and Sydney, Aus- 
tralia—and, as before stated, Mexico 
City 

On his recent trip Mr. Rendtorff 
visited San Francisco, Los Angeles, 
Phoenix, Ariz., and Canada as well as 
Mexico and New York. While here he 
and Mrs. Rendtorff saw “My Fair 
Lady,” the musical comedy based on 
Bernard Shaw’s “Pygmalion” and which 
will soon open in London where it 
has been booked ahead for nearly two 
years, 

Chairman of the Sterling Offices’ 
Organization is A. Rendtorff whose 
Worldwide acquaintance with insurance 
executives has been called phenomenal. 























Americana Hotel’s Manager 


A number of insurance companies have 
booked conventions at the Americana 
Hotel, Bal Harbour section of Miami 
Beach, one of the most interesting re- 
sort hotels built since Greenbrier at 
White Sulphur Springs. In March the 
executive committee of National Associ- 


ation of Insurance Commissioners met 
there as did Mutual Benefit Life of 
Newark and New England Life of 
Boston. The bookings in April include 
Allstate Insurance Co. and New York 
Life. 


Vice president and general manager of 
the hotel is Charles T. Craddock, past 
international president of the Hotel 
Sales Management Association. For six 
years with the Schine Hotels, Inc., he 
first began meeting insurance company 
executives at Boca Raton Hotel and 
Club, Florida. Among hotels where he has 
held managerial positions are Edgewater 
Beach, Chicago; Bellerive and President 
hotels, Kansas City. Mr. Craddock 
started in the hotel industry three dec- 
ades ago at Weslaco, Tex. 

The Americana, a $17,000,000 structure, 
was designed by Morris Lapidus, archi- 
tect of a number of resort hotels in this 
country. Its decor is Malayan and Ha- 
waiian. Many trees and plants from the 
tropical lands are in its gardens or 
are part of the furnishings of the hotel. 
Ten artists were engaged in the com- 
plete decor of the hotel. 

The hotel is owned by the Tisch fam- 
ily—a father and sons combination. Al 
Tisch is chairman of the board of Tisch 
Hotels, Inc.; Laurence A. Tisch, presi- 
dent of the Americana, and Preston R., 
is responsible for operation of seven 
other hotels throughout New York and 
New Jersey. 

The hotel activities of the family 
started in 1945 with the purchase of 
Laurel in the Pines, Lakewood, N. J. 
Then the Traymore and Ambassador in 
Atlantic City were acquired and several 
at West End, N. J. For a time the fam- 
ily owned the McAlpin Hotel in New 
York, but it was sold to the Sheraton 
hotel chain. In 1954 the Tisch interests 
resumed operations in New York by 
buying the Belmont Plaza Hotel in Lex- 
ington Avenue, opposite the Waldorf. 


* * * 


High Award for Girl 


The trend towards higher awards for 
injuries through automobile accidents 
continues. Latest example is a Supreme 
Court jury in White Plains, N. Y., 
awarding damages of $400,000 to a 
6-year old girl and $79,000 for three 
members of her family. 

Karen Ann Guy, the girl, is a para- 
plegic, confined to a wheelchair, as a 
result of a crash between her father’s 
automobile and a trailer truck at Harri- 
son, N. Y. 


F. Elmer Sammons Funeral 


A large number of insurance men 
attended the funeral services at Christ 
Church, Pelham Manor, for F. Elmer 
Sammons, president, Hanover Fire In- 
surance Co. His death was a shock as 
apparently in good health he had at- 
tended a reception in Hotel Pierre given 
in honor of Gordon Rendtorff of Lon- 
don, deputy chairman of Sterling Offices, 
Ltd., by Paul R. Williamsen and asso- 
ciates of that organization. Mr. Sam- 
mons left the party about 6 o'clock. 
Some time during the evening he had 
gone into a room to watch television 
and apparently died in his chair. 

Among honorary pallbearers 
these: 

R. G. Bachman, General Adjustment Bureau. 
W. H. Bennett, Hanover director. Frank Duff, 
Floyd West & Co., Dallas. J. Victor Herd, 
president and chairman, America Fore  In- 
surance Group. Thomas W. Hill, Hill, Darling- 
tou % Co. Arthur L. Polley, president, Eastern 
Underwriters Association. P. L. McClellan, 
banker. H. W. Miller, U. S. manager,, Com- 
mercial Union Insurance Group. W. E. New- 
comb, president, Great American. C. A. Siebold, 
Jones & Whitlock, Inc. Cornelius V. Starr, 
American International Underwriters, Inc. L. 
A. Vincent, general manager, National Board of 
Fire Underwriters. 

One of the most interesting experi- 
ences Mr. Sammons had was the three- 
months’ tour of world insurance centers 
he made with E. A. G. Manton, president 
of American International Underwriters 
Corp., which began on March 13, 1953. 
After leaving San Francisco the first 
stop was Hawaii; from there they flew 
to Tokyo, then on to the Philippines, 
Hongkong, Thailand, Singapore and 
India, in all of which countries there 
are AIU offices. After a stopover in 
Beirut, Lebanon, they flew to Rome, 
motored through Europe and arrived in 
England in time to witness the corona- 
tion ceremonies of Queen Elizabeth. 

In practically every country Messrs. 
Sammons and Manton were interviewed 
by English-speaking and native language 
newspaper reporters and met top in- 
surance executives. Cocktail parties were 
given to the American visitors in all 
the principal cities they visited. During 
their stay in Hongkong they were guests 
at The Lookout, one of the homes ot 
Cornelius V. Starr, chairman of Ameri- 
can International. 

* * O* 


were 


Bank Robberies on Increase 


A special report on burglaries in 
Canada published by The Financial Post 
of Toronto says bank robberies are on 
the upswing there. The paper says that 
in the Montreal area last’ year there 
were 43 bank attempts netting robbers 
over $300,000, of which $47,500 was re- 
covered. Twenty-one of the 43 cases 
were solved by the police, resulting in 
arrest of 30 persons, conviction of 17 
with 11 still awaiting trial or sentence. 

“Probably one of the major deterrents 
to bank robberies,” says The Financial 
Post, “is a standing reward offered by 
the Canadian Bankers Association for 
information leading to the arrest and 
conviction of any person who has robbed 
or attempted to rob a bank that is a 
member of the association. Since the 
rewards were started in 1924 the asso- 
ciation has paid out almost $500,000.” 

Bank protection measures have cap- 
tured the fancy of the general public and 
after a major bank robbery there is 
a deluge of suggestions on how banks 
can be made more robber-proof. 

“We appreciate their interest, but 
unfortunately most of the ideas are im- 
practical,” one bank official told The 
Financial Post. Some of the ideas as 
described by the Toronto paper: 

“Some people would build a trap door 
in the floor on the customers’ side of 
the teller’s cage. If held up, the teller 
would then only have to push a con- 
cealed button to spring the trap and 
send the robber sliding into the base- 
ment. 

“Others suggest squirting the stick-up 
artist with an insoluble dye for easy 
identification. Some advocate a con- 
cealed tear-gas mechanism which could 
be used to blind the robber. Other 
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suggestions range from installing bullet- 
proof glass in the teller’s cage to 
an automatic door-locking mechanism 
which, when activated, would lock the 
front door and prevent the robber’s 
escape. 

“Basic trouble with all these ideas is 
that more innocent customers than 
robbers would likely be ensnared. Even 
now tellers sometimes touch off the 
alarm system by accident bringing hordes 
of police to the bank. 

““Can you imagine what a poor old 
lady would think if she were dumped 
into the basement because a teller acci- 
dently brushed against a button activat- 
ing the trap door mechanism?’ asks a 
bank official.” 

* * * 


Candidate for Governor 


John D. Alsop of Avon (Hartford sub- 
urb), who has announced his candidacy 
for Repub‘ican nomination for Governor 
of Connecticut, is president of the Hart- 
ford County Mutual Life Insurance Co. 
He is a brother of two of the best- 
known newspaper column writers in 
America. They are Joseph and Stew- 
art Alsop of the New York Herald 
Tribune. For years they have been writ- 
ing a jointly-signed column, but hence- 
forth it will be signed by Joe as Stew- 
art has joined the staff of Saturday Eve- 
ning Post and will also conduct a column 
for Harper’s Magazine. 

John D. Alsop, who is 43, becomes 
the fifth candidate for the Republican 
gubernatorial nomination for Governor, 
the winner to be decided in a convention 
at Hartford June 16 and 17. He served 
in the State House of Representatives 
in 1947 and 1949 and in 1952. was state 
chairman of  Citizens-for-Eisenhower 
Committee. 

Mr. Alsop said the was entering the race 
at the request of many friends. “I am not 
seeking the post with any idea of oppos- 
ing any group or person in the Republi- 
can party, but for the purpose of giving 
the Republican delegates another alter- 
native for their consideration,” he told 
a Herald Tribune reporter. ; 


* * * 


Hospital Fire Booklet 

A new version of the fire-safety pam- 
phlet, “How Administrators Can Plan 
for Hospital Fire Emergencies,” has 
been issued by the Federation of Mutual 
Fire Insurance Companies, Chicago. The 
16-page illustrated booklet outlines a 
fire emergency planning program that 
can be adapted by hospitals of any size 
and also describes basic fire prevention 
measures. All hospitals within the 
United States (more than 9500) will re- 
ceive a free copy from the Federation. 
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New Edition Of E. W. Patterson’s Book 


Columbia Insurance Law Professor Sees Federal Supervision 
Threat If Inefficient, Careless Licensing of Companies 
by Some States Is Not Corrected 


As Dr. Edwin W. Patterson, author of 
“Essentials of Insurance Law,” and other 
books has been known for some years by 
Dudley B. Martin, director of press rela- 
tions, Institute of Life Insurance, and they 
live in the same town (Leonia, N. .), 


The Eastern Underwriter has asked Mr. 
Martin to review the new edition of 
Professor Patterson’s book. The review 


follows. 





Edwin W. phase aon professor of 
insurance law at Columbia University. 
former Deputy Insurance Superintendent 
of New York, and for years an adviser 
of State Insurance Departments, has 





PATTERSON 


PROF. E W. 


revised his famed book, “Essentials of 
Insurance Law.” A second edition has 
been published by McGraw-Hill Book 
Co., 22 years after the first edition. 

Dr. Patterson’s comments, both in the 


book itself and in an interview at his 
home in Leonia, N. J., were sought in 
view of his 42 years’ teaching of in- 


at Columbia and elsewhere, 
role in the codification of 
the New York insurance law in 1935-39, 
part of that time as Deputy Superin- 
tendent under Louis H. Pink and Gov- 
ernor Herbert H. Lehman. 


Why Book Was Revised 


These views were sought also because 
he found it necessary to overhaul the 
earlier edition completely as its publica- 
tion was soon followed by the famous 
Erie Railroad Co. vs. Tompkins case, 
requiring the Federal courts to follow 
State law, and some years later by the 
U. S. Supreme Court’s decision applying 
the Constitution’s interstate commerce 
clause to insurance, a decision whose 
impact was quickly reduced by passage 
of the McCarran Act, or Public Law 15. 

A strong believer in State supervision 
as the public’s guardian against ad- 
mittance of companies not qualified to 
meet their obligations, or managed 
by executives whose standards are sub- 
ject to question, Professor Patterson still 
sees the specter of Federal regulation 
He is disturbed 
in some states 


surance law 
and his key 


lurking in the shadows. 
by insurance supervision 


where companies which might easily 
crash are admitted—in fact, some have 
been collapsing—and he is also con- 


cerned by failure of some states to curb 
practices of companies which are not 
ethical or are not paying legitimate 
losses or are misleading the public. 

Professor Patterson thinks the Na- 
tional Association of Insurance Commis- 
sioners should assume general responsi- 
bility in this situation. One responsibility 
is for Commissioners to exercise more 
care when a company is organized and 
aaeties for a license to do business in a 
state. If the license be carelessly issued 
it is not possible to keep track of its 
operations in states where it is not 
admitted. Certain companies selling in- 
surance by mail are never caught up 
with. In Professor Patterson’s opinion, 
i Federal supervision becomes a fact it 
will be largely because of the operations 
and practices of “weak sister” companies. 
At time of their organization more at- 
tention should be paid to capital struc- 
ture and personnel management; after- 
wards, it may be too late. 

The teacher and law-writer 
now the Cardozo Professor Emeritus 
of Jurisprudence, notes in his book 
several important exceptions made in 
Washington to the 1945 renunciation 
of control—including the FTC’s former 
assertion of “a say” over interstate 
insurers’ advertising—but he assures us 
that “these marginal Federal controls 
appear not to have touched the solid 
core of state regulation.” 

Although certain states have “second- 
rate politicians” running the Depart- 
ments, Dr. Patterson says, as a whole 
the Commissioners’ calibre has improved 
and their decisions are being fought less 
than formerly. There has been improve- 
ment despite much variation in the 
quality. of draftsmanship of state legis- 
lation. 

The professor’s 558-page text ($7.50) 
filled with facts and signposts to legis- 
lative trends and case law, is enlivened 
by some homely observations. Perhaps 
they reflect his many years of sparring 
with young minds in the classroom, a 
place where, for example, he sometimes 
offers his “Patterson’s Law” version of 
Gresham’s Law when speaking of laws 
to curb the unscrupulous: “In the popu- 
lar lines, poor insurance will tend to 
drive out good insurance.” 

“From the cradle to the grave,” he 
observes at another point, “an insurer 
is under official surveillance.” The in- 
surance contract is one of the most 
important inventions of the human mind 
in modern times. And he goes on to 
qualify that statement by saying that, 
because much of it is technical and 
has to be, the insured “is perhaps more 
gullible with respect to insurance than 
in any other contract, and more sus- 
ceptible to the wiles of the salesman.” 

Professor Patterson impresses the in- 
terviewer as a learned man of great 
balance and also one not afraid to 
express opinions. 

For example, he sees no real justifi- 
cation for taxing out-of-state life in- 
surance companies at a higher rate than 
domestic companies. Speaking of the 
FDIC and other Federally operated 
insurances, he says: “In general, govern- 
mental units have not undertaken to 
provide insurance for risks that are 
being adequately insured by private in- 
surers.” And, as to nomenclature, the 

(Continued on Page 25) 
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Dorris President of 
Hanover and Fulton 


SUCCEEDS LATE F. E. SAMMONS 


Served With Great American Before 
Joining Hanover in 1947 as State 
Agent in Tennessee 


Directors of the Hanover Insurance 
Co. and Fulton Insurance Co. on April 1 
elected James L. Dorris as president of 
both companies, to succeed the late 





DORRIS 


JAMES L. 


FF. Elmer Sammons, who died suddenly 
early last week. Mr. Dorris has served 
the Hanover in various capacities since 
1947 when he joined the company as 
state agent in Tennessee. Since then he 
was advanced to secretary of both com- 


panies in 1948 and to vice president in 
1955. He is also a director of the com- 
panies. 

Mr. Dorris was born in Nashville, 
Tenn., in 1910, and following his gradu- 
ation from Columbia University, entered 
the insurance business going with the 
Great American Group. He ‘served that 


group as special agent in several states, 
and in the head office prior to his con- 
nection with Hanover. 





House Bars Move to Put 
More Banks in Insurance 


The House Banking and Currency 
Committee in Washington has concurred 
with the Senate in supporting positions 
of the National Association of Insur- 
ance Agents against expanding authority 
of national banks to engage in the insur- 
ance business. 

Present law authorizes national banks 
in cities of 5,000 population or less 
to act as insurance agents. A_ special 
advisory committee named last year to 


recommend revisions in the national 
banking laws suggested that this au- 
thority be extended to all national 
banks. 

The NAIA took a strong position 
against this recommendation during 


the Senate Banking Com- 
session on the so-called 
Financial Institutions Act to overhaul 
the banking system, and succeeded in 
having this provision stricken from the 
bill by the committee. The measure 
passed the Senate in this form, thereby 
leaving present law unchanged. 

The American Bankers Association 
and others renewed their fight for ex- 
tension of the authority in the House 

sanking Committee earlier this year. 
N. ATA again vigorously opposed the pro- 
posal. The House Banking Committee 
not only went along with the NAIA 


hearings by 
mittee last 


stand to leave present law unchanged, 
but agreed to limit the authorization to 
act as insurance agents to some 77 na- 
tional banks which were engaged in such 
activities 


on January 1 of this year. 





WANTED — FIELDMAN 


Prominent up-state New York 
property insurance company look- 
ing for good fieldman for home 
office territory. An unusual op- 
portunity for the right person. 
Address Box 2603, The Eastern 
Underwriter, 93 Nassau Street, 
New York 38. 











America Fore Loyalty 
Group Appointments 


ENNIS DUTIES ARE EXPANDED 


Westcott to Represent All Companies in 
Personnel; Other Changes to 
Effect Closer Relations 


Following meetings of directors of 
companies of the America Fore Group 
and Firemen’s of Newark, Loyalty 
Group, the following officer appo‘nt- 
ments were announced to effect closer 
working arrangements’ between _ thc 
America Fore and Loyalty staffs of the 
recently merged groups. 

Frank S. Ennis, vice president of me 
America Fore companies, was elected ; 
vice president of the Firemen’s. Mr. 
Ennis will supervise advertising and pub- 
licity for all companies of the America 
Fore Loyalty Group. 

Walter U. Westcott, 


vice president 


and director of personnel for the 
America Fore companies, was elected 
a vice president of Firemen’s. He will 


represent all companies of the America 
Fore Loyalty Group in personnel pro- 
cedures. 

Hickerson and Walinder 

Horton S. Hickerson, formerly assist- 
ant treasurer of the America Fore com- 
panies, has relinquished his official duties 
with the America Fore Group and was 
elected secretary and chief auditor of 
the Firemen’s. 

Bert R. Walinder, 
three fire companies of the America Fore 
Group in charge of countrywide farm 
and hail department operations at the 
Chicago office, was elected a secretary 
of the Firemen’s. Mr. Walinder will 
develop the production and underwriting 
of farm-crop-hail business by Loyalty 
Group agents through the establishment 
of appropriate Loyalty Group facilities. 

Geoffrey Davey, assistant treasurer of 
all America Fore companies, was elected 


secretary of the 


assistant treasurer of the Firemen’s. 

Fred J. Schilling, M.D., medical direc- 
tor of America Fore companies, will 
perform parallel functions with the 


Loyalty Group. 

William Wollny, vice president of the 
Loyalty Group companies, was elected 
a vice president of Fidelity and Casualty 
of New York, member company of tlie 
America Fore Group. Mr. Wollny’s 
duties will be primarily in connection 
with the study of and further develop- 
ment in the underwriting of accident 
and health business by F. & C. 

McDowell and Wessman 


George L. McDowell, secretary ol 
Loyalty Group companies, was elected a 
secretary of Fidelity and Casualty with 


duties similar to Vice President 
Wollny’s. : 
Irving G. Wessman, secretary 0! 


Loyalty Group companies, Chicago ollic* 
was elected a secretary of Fidelity and 
Casualty pursuant to the appointment 
of Messrs. Wollny and McDowell in 
the accident and health field. 

John J. Neuschaefer, assistant secre- 
tary and assistant treasurer of the 
Loyalty Group companies, was elected 
an assistant secretary of the America 
Fore Group companies. A veteran of the 
Loyalty Group’s financial 
specializing in stockholder 
relations, 


records and 


titles of assistant secretary and assistant 
treasurer. 
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raed ‘hail Vice Pinus 
Crum & Forster Group 


Robert A. Fromel has been appointed 
an assistant vice president of Crum & 
Forster and the insurance companies of 
that group and made manager of the 
New England department. 

Mr. Fromel is a product of the or- 
vanization, having joined the group 21 
years ago after attending the Univer- 
sity of Michigan and Wayne University. 
During this period he served in the 
Army and was discharged as captain. 
\fter his service, he returned to the 
Western department at Freeport, Ill. He 
subsequently became a state agent and, 
later field supervisor for the entire 
State of Illinois. He was transferred two 
years ago from the Mid-West territory 
to the Eastern department staff, where 
he has been closely associated with the 
New England department. 





N. Y. WOMEN MEET APRIL 7 

The Insurance Women of New York 
will hold a meeting at 5:30 p.m. on 
Monday, April 7, at the offices of the 
United States Fidelity & Guaranty 
Company, 100 Maiden Lane, New York 
City, 


NEPA Meeting 


(Continued from Page 1) 


directors: Warren J. Baker, manager, 
technical department, insane Co. _ 
North America, Philadelphia, and W. H. 
Korristall, general manager, Factory In- 
surance Association, Hartford. Also pro- 
posed for the board are Jerome Lederer, 
managing director, Flight Safety Foun- 
dation, New York; William L. Miller, 
chief, Los Angeles Fire Department, and 
John H. Redmond, assistant vice presi- 
dent, Koppers Co., Pittsburgh. 
Retiring president of the NFPA 1s 
John A. Neale, chief engineer, National 
Board of Fire Underwriters, New York. 


Patterson Book 


(Continued from Page 24) 


author refuses to go on saying “foreign” 
companies when he means (and_ says) 
out-or-state companies. 


Asked by Pink to Rewrite N. Y. State 
Insurance Code 


Who is this insurance author and 
codifier? A native of Kansas City, Pro- 
fessor Patterson was editor of the stu- 
dent newspaper at the University of 
Missouri which gave him his A.B. de- 
gree in 1909, his LL.B in 1911 and an 
honorary LL.D, in 1936. His teaching 
career began four years before he was 
earning his Doctor of Law degree at 
Harvard, conferred on him in 1920, 

Superintendent Pink asked Professor 























































New Jersey Insurance Women Hold 20th Anniversary Dinner 





The Insurance Women of New Jersey recently held their 20th anniversary dinner-dance and Bosses Night at Newark, with 
leading figures in the insurance world in the Garden State present. Among those were: 

Bottom row, left to right: Warren Leigh, secretary, William Ford Inc., Newark; Chairman Marie Ford, also of William Ford 
Inc.; Henry A. Franz, president, N. J. Association of Insurance Agents; Claire E. McCurry, president, Insurance Women of 
New Jersey; S. Gage Lewis, general manager, Fire Insurance Rating Organization of New Jersey; Jane O’Donoghue, corre- 
sponding secretary; Vincent F. Donahue, vice president, David Cronheim Agency; Kathy Wojtowicz, recording secretary. 

Top row, left to right: Francis Curran, statutory disability supervisor, America Fore Loyalty Group; William F. Ohl, Jr., 
secretary Home fnsurance Co.; Benjamin L. Stern, attorney for Insurance Women of New Jersey; Anne Curran, immediate 
past president; Cecilia R. Koermaier, second vice president; Kenneth Long, regional manager, Century Insurance Co.; Mar- 
garet E, Strasser, vice president; Charles Meek, A. P. Haledane Inc., Paterson; Charles J. Unger, executive sec retary N. J. 
Association of Insurance Agents; William O’Brien, DeMattia-O’Brien Agency, Passaic; Jack Honan, president, Mariners Club; 
Henry C. Heilshorn, vice president, New Jersey Fieldmen’s Association; Richard Connolly, president, New Jersey Accident & 
Health Association. 








Patterson of Columbia in the Summer revised considerably. That Spring the patchwork, a jerrybuilt job, with the 
of 1935 if he could find the time to code was enacted and signed to take insurance companies fighting some indi- 
rewrite the State’s insurance law. He — effect in 1940, the first complete revision vidual proposals all along the way 
agreed, and that Fall started on the of the New York insurance law since because they would not know what was 


monumental task, aided by a leave he 1849, or a period of 90 years. coming next. 
took from teaching in the next semester When recalling his Centre Street “It’s better to let them know all at 
so that he could spend full time at 80 sojourn Dr. Patterson said that the code once what is happening,” Professor 
Centre Street (where the Department had since been amended in many par- Patterson said. “This is a realistic view. 
then was) surrounded by scores of ticulars, but that the basic provisions Dr. Patterson has 70 students in. his 
lawyers, actuaries, an accountant and had stood up very well, with a number insurance law class at Columbia. He has 
clerks. of them borrowed by several other taught the subject also at the Universi- 
By June, 1936, ready for a respite, he _ states. ; ties of Texas, Colorado, California (Hast- 


went abroad for three months. He then ings College of Law) and at Virginia, 
resumed the work downtown on a part- where he lectured during the Fall term 
time basis. By mid-Summer of 1937 Referring to his home state of New last year. 

the job was done. The draft, a book of Jersey, to whose Governor, Robert Professor Patterson has just made a 
400 pages, was circulated among 900 Meyner, he made a report last Septem- study of life insurance in an Asian 
insurance companies of various kinds. ber on the New Jersey Department of country under the United Nations’ 
Next, hearings were begun by the New Banking and Insurance, which included Technical Assistance Program. He pre- 
York joint legislative committee on in- his recommendation for a complete re- ferred to leave the details, including the 
surance, headed by the late R. Foster vision of the New Jersey insurance law, name of the country, for a future public 
Piper of Buffalo, who later became a_ the professor said he believed it should announcement. 


Made New Jersey Recommendations 


judge of the State Supreme Court. take the same approach that New York His other books include “The Insur- 
Governor Lehman supported the pro- did 20 years ago, A full re-drafting of ance Commissioner in the United States,” 
ceeding. By the time the Legislature the law by people who know the prob- published by Harvard University Press 
sat in Albany in 1938, all was set and lems of the Department and the policy- in 1927, and “Cases on_ Insurance,” 
the necessary bills were introduced. So holders, followed by submission of the Foundation Press, Inc. (3rd Edition, 


great was the undertaking that it was whole pl: in to the industry. This course 1955) which is used in 73 American law 
carried over to the 1939 legislature and would be far better, he thought, than a schools. 























NO REASON to feel ROPED-IN 


Whenever you have any problems, don't hesitate to come in—or get in touch 
with us. Northern Assurance has been an Agency Company for over 100 


years. Our Agents are important to us and we want to be friends. 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 
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Aetna Insurance Group Now Moving 
To New Home Office In Hartford 


The Aetna Insurance Company started 
March 25 to move from 650 and 670 
Main Street, Hartford, to its new home 


office at 55 Elm Street. The transfer 
will be completed on April 8. f 
The Hartford Despatch and Ware- 


house Co., Inc. has planned a two-week 
schedule for the move in order to mini- 
mize disruption of business operations. 
Large departments will be transferred 
over two weekends and small depart- 
ments on week days. 

The Aetna will move into a building 
which has been completely modernized. 
Renovation of the former Connecticut 
General Life building presented unusual 
problems for the general contractors, 
Wadhams & May Company, in remodel- 
ing an existing office structure. In order 
to install air conditioning throughout the 
main building, ceilings were lowered to 
cover the conduits and new lighting 
fixtures were added. Nearly six miles of 
trench openings were cut in the con- 
crete floors in order to lay conduits in 
both the main buildings and the four- 
story annex to accommodate outlets for 
electrical equipment and _ telephones. 
Vinyl tile flooring was then laid over 
the concrete. 

On the top floor, walls were torn down 
to create a new directors’ room, paneled 
after the Williamsburg style in pumpkin 
pine. On the ground floor, the two-story 
auditorium has been eliminated and a 
floor put in at second-tory level to 
create a cafeteria more than three times 
the size of the original. The additional 
floor space makes a complete second 
story, rather than the mezzanine of 
the former layout, so that the building 
is now a full seven stories. 

Other improvements include four new 
automatic elevators, new boilers which 
burn gas in summer and oil in winter, 
new plumbing in both buildings and 
carefully chosen color schemes for the 
walls throughout. The new acoustical 
ceilings consist of Fiberglas blocks, two 
feet by four feet, with plastic covering. 
These squares are set in an anodized 
aluminum framework. 

The Aetna was founded in 1819 and its 





Millers National and 


Illinois Fire Figures 

Millers National Insurance Co. showed 
a policyholders’ surplus at December 31, 
1957, of $3,843,182, a decrease of $93,679. 
Premium writings increased for the year 
and unearned premium reserve was 
$5,269,099, an increase of $173,180. Ad- 
mitted assets were $10,415,267. 

Invested assets on December 31, were 
$8,839,101 of which U. S. Government 
and other bonds were $6,026,939. The 
company’s investment in Illinois Fire 
stock was carried at $1,793,327 and 
other stocks at $1,018,834. Cash was 
$653,279. 

Illinois Fire, wholly owned subsidiary, 
reported a policyholders’ surplus of 
$1,795,347, up $44,881 for 1957. Premium 
writings were higher for the year and 
unearned premium reserve was $2,049,094, 
an increase of $67,347. Admitted assets 
were $4,352,482. Invested assets of the 
company totaled $3,531,595 in U. S. 
Government and other bonds, and stocks 
were carried at $240,268. Cash was 
$195,003. 





Boston Names Downing 
Illinois State Agent 


Robert G. Downing has been named 
state agent in Illinois by the Boston 
Insurance Group. Mr. Downing will be 
associated with John L. Reilly, state 
agent, at the Boston Group’s Springfield 
Office operations under jurisdiction of 
the Lansing regional office where Wil- 
liam D. Cameron, assistant secretary, is 
regional manager. 


first home office, purchased in 1835, was 
at 53 State Street, Hartford. The com- 
pany moved to 670 Main Street in 1867 
and the present building was completed 
in 1905. The adjacent structure at 650 
Main Street was purchased in 1939. 


Williamson Liquidator 


Of Texas Insurance Dept. 

J. D. Wheeler, liquidator of the Texas 
Insurance Department for four years, 
has resigned, explaining that he can no 
longer work with the “difference of 
opinion” dealing with appointments’ of 
his chief counsel in various proceedings. 
His successor, appointed by Commis- 
sioner William A. Harrison, is Judge 
James M. Williamson of Fort Worth. 


The liquidation division has recently 
been under severe attack by a special 
investigating committee of the Texas 
Senate, which now plans to recall Mr. 
Wheeler for further grilling at another 
session. 

Judge Williamson, except for 10 years 
of service as judge of the 111th district 
court, has been practicing law since 
graduation from the University of Texas 
in 1931. Among his clients are several 
fire, casualty and life insurance com 
panies. 
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UNITED NORTH WESTCHESTER U.S.BRANCH U.S. BRANCH INTER- FORSTER 
STATES RIVER FIRE WESTERN BRITISH NATIONAL GROUP 
FIRE INS. CO. INS. CO. INS. CO. ASSURANCE AMERICA INS. CO. TOTAL 
Cash in Banks & Trust Companies $ 8,639,299 $ 4,317,708 $3,599,241 $ 675,925 $ 393357 $ 55,150 $ 17,680,680 
*United States Government Bonds 33,807,733 16,157,196 16,550,781 5,907,848 3,064,542 4,976,734 80,464,834 
* Other Bonds 27,404,254 13,959,698 15,449,657 2,777,124 1,758,546 825,379 62,174,658 
*Stocks 50,626,143 30,341,855 30,837,490 1,382,508 1,360,501 4,062,708 118,611,205 
Premium Balances Receivable 
(Not over three months due) 5,241,236 2,647,549 2,684,351 506,206 277,306 126,713 11,483,361 
Interest Accrued 377,238 170,136 200,539 50,465 27,789 43,589 869,756 
Other Assets 4,813,272 1,462,152 3,011,868 256,835 77,029 0 9,621,156 
Total Admitted Assets $130,909,175 $69,056,294 $72,333,927 $11,556,911 $6,959,070 $10,090,273 $300,905,650 
e e e 6 
Liabilities 
Reserve for Unearned Premiums $ 44,307,637 $20,881,728 $23,020,277 $3,910,276 $2,137,439 $ 1,197,464 $ 95,454,821 
Reserve for Losses and 
Loss Expenses 17,176,097 8,485,281 9,941,375 1,855,199 952,866 503,216 38,914,034 
Reserve for Taxes and Expenses 1,692,391 820,900 925,100 160,300 90,800 31,000 3,720,491 
Reserve for All Other Liabilities 2,634,467 998,852 1,432,801 190,232 106,334 0 5,362,686 
#*xContingency Reserve 1,768,702 517,424 938,582 314,940 98,168 0 3,637,816 
Capital 6,300,000 2,000,000 2,000,000 ¥*500,000 *500,000 1,000,000 12,300,000 
Net Surplus 57,029,881 35,352,109 34,075,792 4,625,964 3,073,463 7,358,593 141,515,802 
Surplus to Policyholders 65,098,583 37,869,533 37,014,374 5,440,904 3,671,631 8,358,593 157,453,618 
Total Liabilities $130,909,175 $69,056,294 $72,333,927 $11,556,911 $6,959,070 $10,090,273 $300,905,650 
Year of Organization 1824 1822 1837 185] 1833 1909 








*Bonds and stocks are valued in accordance with the basis adopted 

by the National Association of Insurance Commissioners. 
**kContingency Reserve represents difference between values carried 
in Assets and values based on December 31, 1957 market quotations. 


*Statutory Deposit 


tional, $298,580. 


Securities in statements include amounts deposited as required 
by law, in the following amounts: United States Fire, $5,778,057; 
North River, $3,776,447; Westchester Fire $4,027,038; Western 
Assurance, $1,276,860, British America; $1,234,249; Interna- 


CRUM & FORSTER, MANAGER 


110 WILLIAM STREET ° 


WESTERN DEPARTMENT 
FREEPORT, {LLINDIS 


PACIFIC DEPARTMENT 
SAN FRANCISCO, CALIFORNIA 


SOUTHERN DEPARTMENT 
ATLANTA, GEORGIA 


VIRGINIA-CAROLINAS DEPARTMENT 
DURHAM, NORTH CAROLINA 


NEW YORK 38, NEW YORK 


ALLEGHENY-OHIG DEPARTMENT 
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N 1 95 Fj | ‘eee enue nem enone 
ritten al ritten aic 
CW Jersey ¢ 1re nsurance New Amsterdam Cas... 72,737 17,610 *Ohio Farmers ........ 164,238 72,155 


Following are the direct premiums 


written and direct losses paid during 
1957 by stock insurance companies and 
some mutual carriers on fire insurance 
business only in New Jersey. These 
figures are derived from the annual 
statements filed with the New Jersey 
Insurance Department at Trenton. 


TROWEONE isos ois oben tic eus 825,608 709,197 Cee CON ice es aes 99,113 74,446 
a - ms New England .......... 22,677 264  Basthe Coates. sic sccs.ss 1,076 3 
t d id New Hampshire ....... 138,817 61,101 RIOR © Weg so Vico e ow eee « 189,958 73,697 
1rec rem1ums an osses a N. J. Mfrs. Indem...... 161,251 63,847 Pacific Indemnity ...... 1,650 aey 
New York Fire ........ 226,004 130,177 Pacific National ........ 340,182 233,381 
: ; N. Y. Underwriters .... 316,927 185,982 bi CES ay pare 61,202 56,135 
Direct Direct bp, ee a 2,213,275 1,025,877 A ere 6,387 1,966 
Premiums Losses North British .......<.. 381,675 Baan MOREE ae g phike' gh aaa es 418,286 245,873 
Written Paid Northern Assurance .... 285,268 133,129 UNMIS Kang SE dad @ oes 99,969 39,927 
NOOSE GR eo eis 6c-asetncere-<-c 531,826 322,246 Northern of N. Y....... 1,024,159 429,720 Pennsylvania .......... 441,627 343,664 
National-Ben Franklin .. 429,027 278,656 Noth River 3. «35 + .s-<< 397,661 144,866 *Penn. Lumbermen’s ... 762,527 461,274 
National Fire: ..6..<06 756,881 558,587 Northwestern F. & M... 94,587 53,363 Philadelphia F. & M.... 367,502 162,828 
National Grange ...... 10,618 208 *Northwestern Mutual.. 115,880 23,291 Phoenix Assurance .... 667,748 286,579 
National Surety ....... 45,698 13,090 Northwestern National . 87,836 54,967 Phoenix, Cont. ........ 790,372 218,755 
National Union ....... 779,503 481,893 Norwich Union ........ 52,727 83,548 ; 5 
*Nationwide Mut. Fire.. 130,991 73,598 Ohio Casualty ......... 137,135 29,230 (Continued on Page 29) 


Direct 
Premiums 
Written 
PERE 8 iia. a avers "ose Bude e 5 ak $ 1,590,454 
Aetna Cas. & Surety.... 1,007,963 
Anmiatea F BT . £2. <.2-00-0 176,302 
Agricultural .......000. 256,861 
SRNR, a spa vos oie dw ace 13,041 
EO a ee ey eer 174,858 
American & Foreign.... 71,745 
American Auto ........ 165,842 
American Casualty ..... 499,371 
American Central ...... 152,198 
American Druggists .... 67,542 
American Employers.... 81,094 
American Equ.table .... 1,181,670 
American Home ....... 176,842 
Anierican Ins. Co....... 2,934,429 
American Marine & Genl. 45,064 
*American Mfrs. ...... 147,289 
American National ..... 205,645 
American Surety ....... 177,549 
American Union ....... 97,291 
PATKWIIMUE 5.506040 004 674,126 
Assurance of America. . 208,255 
Atlantic Mutual ....... 119,214 
DUE - eccarabinn wel abe ca ts 247,184 
Bankers & Sh ppers.... 133,744 
yoy, a re 112,679 
Bumingham Fire, Pa... . 6,783 
| nn. 1,295,497 
BOMOR ic tscesss UGE 400,876 
British America ....... 46,529 
Buff * OT nee CT ee 141,296 
Caledonian American ... 18,128 
On Seren 49,661 
MOUNIM Rca sa) ass cove LpSBaS 
a rr 235,994 
Central Mutual ........ 287,682 
Central Surety ......... 79,658 
Century of Scotland ... 200,282 
RGTCN Pate .nccccwesss 43,867 
Citizens Casuz ulty javaas 40,055 
GO eeT St ER er 85,909 
Commei ‘cial, Fae, Paes eo 267,937 
Comm. Union Assur.... 128,309 
Commercial Union ..... 83,077 
Commonwealth . ...... 172,835 
Connecticut Fire ....... 219,264 
Cont _nental Cas. ....... 72,473 
Continental. s.3.0.00%0 --. 2,074,369 
Detroit Fi & M....ce0ck 49,058 
Dubuque F, | ere 95,096 
OT CIS * a ae 14,678 
Eagle, N. Y....... ais 10,322 
Empire ae ik 150,806 
Employers’ Fire sie a 180,304 
Employers’ Liability ay 98,263 
Equitable F. & M...... 101, mT 
Equity General, Fla..... 
RCOIGIOE 0% 5s a. .0 6 So's: 131,745 
Rarmers: Fire occ. <. 5,199 
Federal, N. J ean acamharae « 498.187 
Fidelity & Casualty .... 13,858 
Fidelity-Phenix ........ 1,047,770 
Fire & Casualty ....... 434 
Fire Association ry Wary © 530,796 
Fireman’s Fund ....... 1,050,847 
Firemen ’s, |. a: a a 1,934,256 
*Firemen’s Mutual ..... 1,445,094 
First National ........ 25,923 
Founde _, eer eee eee Un 559 
Fulton Ins. Co......... 50,083 
General Accident ...... 278,400 
General Fire & Cas..... 21,621 
General of America..... 372,960 
Germantown Fire ...... 2,168 
ONG SGN os cakes a 575,488 
Globe Indemnity ....... 8,708 
Globe & Republic....... 65,834 
“Grain Dealers ........ 83,580 
Granite State .......... 48,861 
Great Amer. Indemnity. 7,489 
Great American ........ 1,136,877 
BalitaR Sok chicos HOE 19,278 
Hanove BT td sists ss. sore Meare es 301,728 
"Hardware Dealers .... 227,938 
Hartford Fire ......... 1,420,762 
WANE “ine hhededwa eee at 5,017,574 


Home Fire & Marine... 190,460 
Homeland 


Illinois Fire ........... 1,559 
Industrial, N. | PE e ae 107,297 
Insurance Co. of N. A 2,133,559 
Insurance Co. of Pa. 92,943 
ersey OF Ns Sis. alls 171,366 
Kansas City F. & M.. 24,850 
Liberty Mutuai Fire. 622,591 
Lpl. & Ldn. & Globe. 539,253 
London Assurance ..... 98,519 
-ondon & Lancashire. 193,374 
“Lumber Mutual Fire. 54,876 
sumbermens Mutual .. 59,877 


Manhattan i yee ae) 46,870 
Manufacturers Mutual. 2,077,125 


assachusetts F. & M.. 70,703 
Merc LLC ARBOR Sl Se ER 93,489 
erchants Fire, Colo.. 946 
yirchants ries, N. Ni, 276,245 


Mot .t.s 
eee Millers ..... 29,832 
Millers National ....... 32,706 
| rn ames 
Mil rs Mutual ....... 8,005 
Milwaukee .......... 1! 345, 83 


gindeh are thoar 84 6 3,578 Cr. 





Direct 

Losses 

Paid 
& 1,984,307 
338,263 
26,839 
120,659 
17,979 
11,179 
64,851 
108,825 


2,060, 560 
39,384 
27.622 

165,229 
32,126 
52,799 

108,346 

171,533 
14,882 

176,865 
45,783 
26,372 

8,135 
14,086,831 

316,444 
33,300 
Jo: 907 
15,572 
26,981 

684.073 

175,220 

181,710 
30,022 

132,826 
12,132 

9,419 
53,488 
85,846 

112,142 
59,544 
43,471 

108,537 
14,430 

623,642 
14,287 
77,368 
28,910 
64,005 
74,313 
89,953 
57,845 
50,375 


4/ 
99,189 


616,351 


077 
586,100 
6.871 
211,362 
29,070 
826,903 
2,672,581 
143,150 
35,615 
315 
88,156 
762.111 
47,853 
82,137 
12,470 
72,153 
346,184 
66,309 
99,199 
38,663 


254,023 
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Sign 
Strength, Service, Dependability 
| 


America Fore 


Loyalty Group 


i 
Member Compantes: 
THE CONTINENTAL INSURANCE COMPANY. ...........eeee0000+..-ESt. 1853 
FIDELITY-PHENIX FIRE INSURANCE COMPANY....................Est. 1853 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J..............Est. 1855 
NIAGARA FIRE INSURANCE COMPANY...............seeeeeeeeeee.- ESt. 1850 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK.........Est. 1875 
NATIONAL-BEN FRANKLIN INSURANCE COMPANY.................Est. 1866 
MILWAUKEE INSURANCE COMPANY.............cccceecceecccecess St. 1852 
ROYAL GENERAL INSURANCE COMPANY OF CANADA..............Est. 1906 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF N. Y.... . Est. 1874 





COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J...........Est. 1909 
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25th Anniversary for 
Kifert, French & Co. 


MIDTOWN NEW YORK AGENCY 





President Alan Ejifert, 31 Years in the 
Business; Now Has Two Sons, Don- 
ald and Robert, With Him 

The well known midtown New York 
agency of Ejifert, French & Co., Inc., is 
celebrating its 25th anniversary this 
vear, having started in a small office on 
West 18lst Street in 1933 representing 
the Rochester American, Great Ameri- 
can Indemnity Co. and Hartford Steam 
}oiler. These were the original compa- 

Since that time, under 





nies in the office. 





ROBERT G. EIFERT 

the leadership of Alan F. Eifert, presi- 
dent, the agency has expanded its fa- 
cilities into a multiple line operation, 
writing all lines and representing 13 
fire and casualty companies. 

It is a happy situation that Donald 
\. Eifert, older son of the president, 
joined the organization after completing 
his army service and is well along in 
his career as manager of casualty un- 
derwriting in the agency. Another son, 
Robert G., graduate of Bucknell Uni- 
versity, has recently joined the agency. 
The decision of the two brothers to 
make insurance their career is gratify- 
ing to Mr. Ejfert. 

\ graduate of Gettysburg College, 
Donald served his military training in 


Army Intelligence Corps, stationed in 





DONALD A. EIFERT 


California. He is now in his third year 
with Eifert, French & Co. 

Two of the agency’s key men, Clar- 
ence J. Ingald, vice president in charge 
of the inland marine department, and 
William F. Strahler, vice president in 
charge of the fire department, have been 
issociated with Mr. Ejifert for almost 
the entire 25 years. His other associates 
are Charles Reich and John Finnen in 


the fire department and Edward Mc- 
Laughlin and Thomas Byrne in the 
automobile physical damage division. 
The agency staff consists of over 30 
employes. 

Eifert, French & Co. Inc. repre- 
sents a merger (in 1935) of the original 
agency founded by Alan Eifert with 
the French & Cochran agency. Besides 
the Great American companies and 
Hartford Steam Boiler the agency rep- 
resents the following: Seaboard Fire & 
Marine and the Yorkshire (since 1935), 
the Century, Insurance Co. of the State 
of Pennsylvania, National Casualty for 
A. & H. lines, Northern of New York, 
Phoenix Insurance Co. and _ Reliance 
of Philadelphia, formerly the Fire As- 
sociation. Premium volume in all lines 
has grown steadily over the years and 
today the agency is recognized as one 
of the leading midtown markets for 
insurance brokers. 


31 Years in Insurance Business 


This is Alan Ejifert’s 3lst year in the 
insurance business, his initial experience 
having been with Nehring Bros., New 
York City realtors, whose insurance de- 
partment he managed for seven years. 
He stayed with that firm until 1933, re- 
signing to go into business for himself. 
Active in association work over the 
years, he recently completed a two-year 
term as executive committee chairman 
of the New York City Association of 
Insurance Agents, Inc. 

Golf is his chief recreation and in pur- 
suit of this sport he is a member of 
the Ridgewood (N. J.) Country Club and 
the New York Athletic Club. In the 
latter he has been golf committee chair- 
man since 1955 and for the past eight 
years in charge of its mid-winter 
tournaments. At the one held the other 
week in Las Vegas, Nev. Mr. Eifert 
and his partner, Paul Burger, well 
known New York restaurant owner, 
were the winning member-member team 
in tournament match plan. Mr. Ejifert is 
also a member of the Circus Saints and 
Sinners and the Winter Golf League 
of Advertising Interests. 





HENRY E. RATHWEG DIES 
Henry E. Rathweg, 69, who formerly 
owned the Rathweg Insurance Agency 
in Dayton, Ohio, for 30 years, died 
March 25. He had been a resident of 
Dayton 44 years. 



















LIFE 
GROUP 
PENSION 
DISABILITY 


Commissions Cut? 


Not On Your LIFE! 


Brokers: Fire and casualty companies have 
cut commissions on auto lines, inland marine, 
homeowners, etc. Our know how in ordinary 
and group life, pension planning, and non- 
cancellable disability coverages, relied on by 
many of the leading brokerage houses in 
New York City, can help you more than offset 
eny reduction in your profits. 
details on how to get more out of Life! 


Call us for 





Call us for full information. 


H. MALCOLM TEARE AGENCY. Inc. 


General Agents 


Continental Assurance Company « Chicago, IIlinois 
500 Fifth Avenue » NEW YORK 36 « Longacre 4-8130 
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Member of the N. Y. C. Insurance Agents Ass'n 





Jordan Exec. Secretary 


N. Y. Agents’ Assn. 


NEW QUARTERS IN SYRACUSE 


Eleanor Foelker is Office Manager; 
Jordan to Handle Membership and 
Local Board Development 


The New York State Association of 
John 


executive 


Insurance Agents has appointed 


J. Jordan of Syracuse as 


JOHN J. 


JORDAN 


secretary and Eleanor Foelker as office 
manager. 

President Craig Thorn, Jr., pointed 
out that subsequent to the resignation 
of Executive Secretary John G. Mayer 
last July an operating committee under 
direction of Executive Vice-President 
Herbert S. Brewer of Lockport had 
made an exhaustive study of the opera- 
tion of the state association office, now 
in new quarters at the Romax Building, 
731 James Street, Syracuse. This report 
developed a new operating procedure 
for the state association with office 
details being handled largely by the 
office manager and permitting the new 
executive secretary to spend a_ large 
portion of his time in the field in mem 
bership and local board development 
work. 

Mr. Jordan was born in Syracuse and 


(Continued on Page 29) 
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DAVID C. WHITE AGENCY, INC. 


55 JOHN STREET, NEW YORK 38, N. Y. 
LOCAL — COUNTRYWIDE — WORLDWIDE 


Member of the New York City Insurance Agents Assn., Inc. 


worldwide insurance 
WoOrth 4-7400 


FIRE - AUTO - INLAND MARINE 
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Fireman’s Fund Makes 
Several Field Changes 


SOME IN THE EASTERN DEPT. 





Hutchinson Marine Special at Buffalo; 
Gatz Fire Special at Pittsburgh; 
Call at New York Office 





A number of nationwide field changes 
are announced by the Fireman’s Fund 
Insurance Co. In the Eastern depart- 
ment, Glenn C, Hutchinson is appointed 
marine special agent in the Buffalo 
branch office territory of The Fund 
where he will work under the super- 
vision of Group Manager Clarence H. 
Sutphin. Donald P. Gatz is appointed 
fire special agent in the Pittsburgh 
branch office where he will work under 
the direct supervision of Fire Manager 
|. Howard Holliday. 

Mr. Gatz will take over the territory 
formerly supervised by Special Agent 
William C. Call, who is being trans- 
ferred to The Fund’s Eastern depart- 
ment headquarters in New York where 
he will assume specialized underwriting 
and production duties. U. Francis Florian 
has been appointed casualty special 
agent in the New Haven office where he 
will be under the supervision of Edgar 
L. Henry, group manager. 

In The Fund’s Southern department, 
James H. Shirley is named area safety 
engineer for the Mississippi and western 
\labama_ territory. He will make his 
headquarters in the company’s Jackson 
service office. Payroll Auditor Kenneth 
C. Davey is transferred to Atlanta to 
handle auditing re sponsibilities. He will 
he succeeded in the Jackson service 
office by Herschel A. Booth, Jr. George 
W. Smith, Jr. is advanced to marine 
superintendent in the Southern depart- 
ment where he will be directly associated 
with T. E. Thrower, manager, marine 
division. 

In the Pacific department of The 
Fund, Marine Special Agent Lowell 
Ashby has been transferred from the 
Sacramento branch office to San Fran- 
cisco where he will be assigned to a 
senior underwriting position. Frank 
Wilson, formerly marine underwriter in 
Sacramento, is named marine special 
agent. Larry Solomon has been trans- 
ferred to the Fresno branch office where 
he will be assigned as workmen's com- 
pensation production engineer. 


General Brokers to Hear 


Oberg at Meeting April 16 


Henry B. Olshen, president of the 
General Insurance Brokers’ Association 
of New York, Inc., announces that the 
next meeting of that organization will 
be held at its newly refurbished pent 
house headquarters at 120 Liberty 
Street, New York City, on Wednesday 
evening, April 16. ve meeting is 
‘cheduled to start at 7 P.N 

Feature of the evening wil be a talk 
by Harold S. Oberg, research director 
of the National Association of Invest- 
ment Dealers. His topic will be on 
mutual funds and their relation to the 
sale and promotion of life insurance. 


New York Agents 


(Continued from Page 28) 





Was introduced to the business world 
briefly with the Carrier Air-Condition 
Corp. in Syracuse before World War II. 
€ served ten years with the United 
States Coast Guard and was discharged 
’% lieutenant in 1951. Mr. Jordan holds 
lapers of a third mate in the United 
Merchant Marine and is a member of 
the Naval Order of the United States. 
In August, 1952, Mr. Jordan joined 
the New York State Association as 
assistant secretary. He has spent the 
ast four years traveling the state on 
nembership as well as assisting local 
‘gents in formation of local boards. 
Mrs. Foelker was born in Massena, 

. She graduated from North Law- 
'tnce High School and Central City 
Usiness School of Syracuse. 


New Jersey Figures 


(Continued from Page 27) Safeguard, Conn, 
1 eS’ 


St. Paul Mercury 
Seaboard F. & M....... 


Selected Risks, NEE 
Selected Risks Ind. 


Springfield ole Wks. 
cnneets eee 


*Preferred Mutual 
Providence Washington. 


Rochester American 


Switzerland General .... 





Then build it sound—on the good 


Give personal service— 
Sell the best— 


And you can’t miss! 


Thee HOME 


The Home Indemnity Company, an atftiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Direct Direct 

Premiums Losses 

Written Paid 
133,962 29,579 
549,748 238,510 
42,657 20,593 
370,783 186,871 
20,061 12,631 
71,639 60,029 
74,317 19,415 
8,327 8,800 
13,135 69,534 
497,135 384,365 
123,107 21,493 
300,199 127,935 
331,910 175,548 
86,609 293,963 
145,282 45,314 
40,553 3,874 
184,154 94,485 
45,280 12,971 


(That's why Home Insurance, for over 
100 years, has had the most successful 


Direct 

Premiums 

Written 
Travelers Indemnity ... 832,652 
fi a ae 26,389 
Underwriters, Ill. ...... 8,823 
Union Assurance ...... 47,049 
Union of Canton ...... 50,453 
United States Casualty. . 13,816 
U.S. Fid. & Guar...... 1,005,002 
United States Fire ..... 1,116,866 
Unaveraat, Ne Jiciiciiss 489 
Vea ee 14,828 
WAGHANE: 6c'ods cc asienis 6s 5,787 
Virginia F. & M........ 58,050 
Washington General ... 8,184 
WGIIIONIEE ie 5 ins ke oie 300,194 
Western Assurance ..... 70,920 
Werte ©. © Me. ck 6 cc cs 28,861 
oo) ae ae ee 118,805 
CGC eaves ceases wie. 101,898 : 


*—-Mutual Company 


INSURANCE 





WANT A BETTER BUSINESS TO PASS TO YOUR SON? 


agents in the world! Are you now one 


of them?) 


(Praurance 


Property Protection since 1853 
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Full Protection For Merchant Is 
Outlined By Young And MacBean 


Merchandising the merchant featured 
the Hudson County, N. J., Insurance Day 
meeting on March 26. Herbert D. Young, 
CPCU, special agent of the America 
Fore Loyalty Group, analyzed essential 
and optional fire and time element cov- 
erages a merchant should have and Roy 
H. MacBean, president of the Heden- 
berg-MacBean Agency, Cranford, N. J. 
and former president of the New Jersey 
Association Agents, dis- 
cussed essential casualty coverages. Mr. 
Young listed building, contents, business 
interruption and rental value insurance 
as essential protection for a merchant. 
Sections from Mr. MacBean’s talk will 
be published next week. 

The hypothetical merchant under dis- 
cussion, John Smith, trading as Smith’s 
Mens Shop, had a fire rate of 1.00-25% 
contents (80%); building rate .70-25% 
(80%); apartment rate .75-25% (80%); 
stock value from $60,000 to $100,000; pay- 
roll, including tailor, four employes; 
gross profit 40% markup; building re- 
placement cost $75,000; sales $150,000. 

Mr. Young cited the need for check- 
ing the rate schedule, ascertaining 
whether installation of a sprinkler sys- 
tem is advisable on considering valua- 
tion of both building and contents. An 
insurance company is concerned with 
the cost of repairing or rebuilding the 
structure. Continuing Mr. Young stated: 

“For the preliminary proposal to the 
client, it would be sufficient to develop 
a tentative valuation figure on the build- 
ing with which your company field rep- 
resentative can usually help. Later, if 


of Insurance 


the account is landed, a more formal 
appraisal, in writing, should be pre- 


sented. Most major companies do this 
type of work if the line is a desirable 
one, particularly if they are given first 
choice as to the amount they would 
like to underwrite. Or any appraisal can 
be obtained from a professional inde- 
pendent appraisal company at reason- 
able cost to the assured. 

“Once obtained, such appraisal is a 
matter of permanent record for many 
years and most appraisal companies will 
bring the figures up to date periodically 
at little or no extra cost. It is very 
worthwhile investment for the property 
owner and is invaluable in the event of a 
loss. 

“We must consider the value of stock, 
furniture and fixtures, and machinery. 
It should be possible to determine the 
stock value from the assured’s account- 
ing records. If the machinery and furni- 
ture are fairly new, their value also can 
be determined from the books, but if 


they are several years old, or were 
bought used, they should be appraised 
by an independent appraiser to avoid one 
of the knottiest problems in the busi- 
ness. 

“To get down to specific policy recom- 
mendations. It is always best to present 
first a complete and sound insurance 
program. If obstacles arise (usually 
cost) there is always the opportunity 
later to submit alternates—but be ready 
to present these verbally, if after mak- 
ing evey reasonable effort, you cannot 
sell your original program. In covering 
each policy, I might just mention in 
passing those individual policies which 
might be necessary if the first choice 
is rejected. 

“The suggested policies should be la- 
beled prominently ‘essential,’ ‘desirable,’ 
or ‘optional,’ so as to impress upon the 
assured the most serious risks. It also 
gives you the opportunity to let the 
assured have his own way without argu- 
ment in rejecting the less important 
recommendations which may prove to 
be a big help in selling the more im- 
portant ones. 


Building Insurance 

“First on the list of essential cover- 
ages is the building insurance. Our 
problem gives a replacement cost of 
$75,000 (before depreciation). We can 
write a fire policy covering fire, ex- 
tended coverage, and vandalism, and 
malicious mischief, in the amount of 
$75,000, with the replacement cost en- 
dorsement attached (which, incidentally, 
makes the policy subject to 100% co- 
insurance and provides for payment of 
losses without deduction for deprecia- 
tion). The fire rate would be 70 cents 
less 25% N.B.F.U. adjustment, less an 
additional 10% for 100% coinsurance. 
and the extended coverage rate wou'd 
be 16 cents minus 10%, and the V&MM 
rate .01 minus 10%. The policy should 
be written for a five year term, either 
on a cash basis, or under the five year 
installment plan. The five year cash 
cost would be $1,878. 

“Tf the assured objects to this form 
of insurance, be prepared to offer the 
insurance without the replacement cost 
endorsement. In this case, assume the 
building to be about 20 years old, and in 
good physical condition, in which case 
we could probably deduct depreciation 
of about 15%, thereby converting the 
replacement cost of $75,000, to an actual 
cash value of about $65,000, and apply 
the 80% coinsurance factor to this, 
thereby reducing the amount of insur- 
ance to about $52,000. At the regular 
80% coinsurance building rates, this 
would produce a five year cash premi- 
um of $1,445. (Compared to $878, if the 
replacement cost endorsement were at- 
tached.) 


“If there is a possibility that a town 
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123 William Street, New York 38, N. Y. 
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ordinance might force demolition of any 
portion of the building which has not 
suffered fire damage, the demolition en- 
dorsement could be attached to the pol- 
icy on the building at an additional cost 
of 15%, but you better check with your 
company first on the underwriting on 
this basis. It is not commonly done, 
but there are cases where the endorse- 
ment should be considered. 


Contents Insurance 


“Next under essential coverages is 
the contents insurance. In this case 
we must offer the Commerical Property 
Policy to cover on all contents. This 
would eliminate the need for many sepa- 
rate policies and in addition it gives 
coverage that cannot be obtained in any 
other way. It replaces the usual fire 
policy, the open stock burglary policy, 
the water damage policy, and being an 
‘all risk’ policy it protects against many 
perils not usually obtainable, such as 
additional extended coverage perils and 
theft. 

“Furthermore, it gives transportation 
coverage on property on public vehicles 
or in the assured’s own vehicles (but 
watch here for differences in coverage 
from any specific motor cargo policy 
and it also provides coverage on mer- 
chandise in the hands of salesmen, and 
can be written to cover the assured’s 
merchandise at locations other than the 
principal premises. Some of these perils 
are subject to a $50 deductible clause. 
Any clauses that may be attached to a 
fire policy may also be attached to the 
Commercial Property Policy, such 
the selling price clause for which there 
is no additional rate charge. In_ this 
case involving men’s clothing, the selling 
price clause shou'd be attached so as to 
cover selling price on merchandise sold 
but not yet delivered. 

“In view of the obvious fluctuation in 
the value of the assured’s stock from 
$60,000 to $100,000, the CPC should be 
written on a monthly reporting basis 
so that the assured will be adequately 
protected at all times, yet only pay an 
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earned premium on the actual average 
of values. 


How to Arrive at Premium 


“We will assume in this case an aver- | 


age value for stock of $80,000 and fix- 
tures of $20,000 or a total of $100,000 


value at the principal location. The fire} 
contents rate is $1 plus 25% N.B.F.U.§ 


adjustment less 10% for 100% coinsur- 


ance, or $1.125 and the extended cover-f 


age rae is .144 (16¢ minus 10%). 
plied to the average value of $100,000, 
these rates produce a charge of $1,209 
for the fire and extended coverage por- 
tion of the policy. Next we must figure 
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the Commercial Property Loading. 
Men’s clothing in Jersey City takes a 
Class 8 Territory III loading, which in 
this case produces an additional charge 
of $232 assuming that the burglar alarm 
is not a certified system, and assuming 
there is no other approved burglar pro- 
tection. 

“A certified burglar alarm system 
would probably reduce this loading by 
15% or 20% if there is a local gong, 
or 20% to 40% if connected to a cen- 
tral station. The total premium so far 
is $1,501 divided by the average value 
of $100,000 producing an account rate 
of $1.501 for one year subject to the 
usual reporting term rules, but with a 
maximum of three years. If coverage 
is needed at locations not owned, leased, 
or controlled by the assured, such as on 
exhibitions, or out for repairs, etc., the 
average value of such locations must be 
indicated in the application. The de- 
posit premium for the policy will be cal- 
culated on the account rate multiplied 
by 70% of the limit liability at the main 
location, plus the total of the average 
values at all other unnamed locations. 
“If this were a non-reporting policy, 
instead of using the average values 
throughout computation, we would use 
the amount of insurance and if coverage 
is needed at locations not owned, leased, 
or controlled, the limit must be so indi- 
cated in the application and in the 
policy, and charged for at the account 
rate. 

“It will be necessary to obtain a 
Commercial Property Letter of Author- 
ity and a signed application for the 
New Jersey Fire Insurance Rating Or- 
ganization, and also each company par- 
ticipating will require a signed applica- 
tion. It might be well to mention at this 
point that this type of policy should 
only be offered to the better commer- 
cial assured in order to avoid placing 
problems at a later date. The risk pref- 
erably should have adequate burglar 
alarm protection and you should con- 
sider exposure to water damage by 
pipes, air-conditioning systems, and the 
roof drainage system. Also, if any stock 
is stored in the basement, such stock 
should be kept on racks or shelves and 
the cellar should be provided with a 
drain. The transportation limit should 
be kept as low as possible, consistent 
with the assured’s actual needs. A siz- 
able salesmen exposure might also pre- 
sent a problem. 


Business Interruption 


“We go to another essential coverage, 
business interruption insurance. Sales 
are $150,000 with a 40% mark-up (on 
sales) which indicates a gross profit of 
$60,000 before operating expenses. For 
an account of this type, the gross earn- 
ings form is usually preferable. In fact, 
the only time I ever consider the two 
item form is in cases where there are a 
large number of non-key employes, such 
as in a factory or department store. The 
U. & O. policy is the only policy | 
know where the coinsurance clause re- 
quirements vary from the insuring 
clause. 

“For coinsurance purposes, the sales 
figure is reduced by only two items, 
namely, the cost of merchandise and 
Supplies actually consumed and the cost 
of outside contractors which do not con- 
tinue under contract. No other deduc- 
tions may be made under the gross earn- 
ings form. In settling losses, however, 
the assured is paid his loss of gross 
Profit less expenses which do not con- 
tinue. If the two item form were used, 
then the gross profit figure could be re- 
duced further by subtracting the cost of 
heat, light, and power, and the salaries 
of non-key employes only, but then a 
minimum of 80% coinsurance is applic- 
able to this figure, whereas under the 
toss earnings form 50% coinsurance is 
available, and in most cases is adequate, 
except in the case of extremely seasonal 
uSiNesses, 

_ “It must be borne in mind also that 
in dealing with business interruption 
surance we are dealing with the fu- 
ture, so that if any change is antici- 
Pated in the volume of business, in the 
uture, this should be reflected in the 


amount of insurance written. One way 
to protect the assured in this respect, is 
to write the business interruption with 
the premium adjustment endorsement 
attached and for a slightly higher 
amount than is expected. to be necessary. 
Then, at expiration a report of actual 
earnings can be submitted and a return 
premium obtained if the gross profit 
does not reach the anticipated figure. 


Developing the BI Protection 


“In the case of John Smith, we should 
place at least $30,000 business interrup- 
tion on Form No. 3, with 50% coinsur- 
ance, covering against the perils of 
fire, extended coverage and vandalism. 


Exact sales and gross profit figures 
should be verified with the assured’s 
accountant. The U. & O. fire rate will 


be 42¢ (80% of 70¢ minus 25%); ex- 
tended coverage will be .128 (80% of 
16¢) and vandalism .008, producing a one 
year premium of about $166.80 subject to 
the usual term rules. In some _ busi- 
nesses, off premises power protection 
should also be considered, but in all 
probability this is not a serious ex- 
posure in this particular case. The rate 
for such coverage is an additional 12¢ 
per $100 for one year. This could be 
offered under optional coverages. 

“If the assured refuses to buy the 
amount of insurance necessary under the 
gross earnings form, we could always 
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offer him ‘earnings’ insurance to cover 
only those amounts which he feels are 
absolutely necessary. For example, he 
might only care to cover the owners’ 
salaries and one or two other items 
which would amount to $2,500 a month. 
We could write an earnings policy for 
$10,000 (being four times the monthly 
requirement, which is necessitated by 
the policy provision limiting the collec- 
tion of a loss in any one month to 25% 
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of the policy amount) and costing, at the 
regular 80% coinsurance building rates, 
only $69.50 for one year. 
Rent Insurance 

under essential coverages, the 
holding company — should 
insurance to protect them 
from loss of rent income in the event 
of destruction of the building. With 
100% coinsurance the rate for Rent 
Insurance would be 55% of the 80% 
coinsurance building rate for fire, ex- 
tended coverage, and vandalism, which 
is a lower rate than the business inter- 
ruption rate for the proprietorship store 
tenant, but since the amount of rent 
insurance is double (100% coinsurance 
instead of 50% coinsurance) the net 
cost works out slightly higher for the 
rent insurance. 

“Therefore, the rent policy should only 
cover the rent income from the apart- 
ments over the store, the policy being 
so restricted by endorsement. To make 
certain that the business interruption 
policy wou'd pay the rent, a lease should 
be drawn up between the holding com- 
pany building owner and the store ten- 
ant, requiring the store tenant to pay 


“Still 
corporation 
carry rent 


rent even though the building is de- 
stroyed. This can be easily negotiated 
where tenant and building owner are 
the same people. 
Desirable Coverages 
“If the assured has occasion to ship 


merchandise by parcel post, a P.P. pol- 
icy should be obtained, either on the 
coupon form if small, or on a monthly 
reporting form, if large. The cost is 
nominal, usually 35¢ per hundred, or 
less, and it saves the assured standing 
in line at the post office. This cover- 
age is excluded under the Commercial 
Property Coverage. The parcel post 
policy can also be endorsed to cover 
on incoming shipments. 

“A neon sign policy should also be 
carried. Although the Commercial Prop- 
erty Policy grants some limited cover- 
age on signs, it does not cover two of 
the most important hazards, namely, ice 
damage. and vandalism to signs. This 
is not a costly policy since the amount 
is usually quite small, the rate being 
$3.50 per $100 with the usual deductible 
clause. 

“An installment sales policy could also 
be written to cover the unpaid balance 
on merchandise in the custody of cus- 
tomers until paid for. It can cover the 
perils of fire, extended coverage, vandal- 
ism and burglary, but it will not cover 
infidelity. This could be written for a 
flat annual premium if the amount is 
small, or on a monthly reporting basis 
if the amount involved is quite large.” 

(To Be Concluded) 





Bronx Brokers Meet 


The meeting of Bronx Insurance Bro- 
kers Association at Mayers Parkway 
Restaurant, decided that John Aubeck, 
member of board of directors, would 
represent Bronx insurance brokers at 
Mayor Wagner’s traffic meeting. A 
committee was formed of David S. Kap- 
lan, Dan Morgiano, Harold Zipperman 
and John Meister to study Assigned 
Risk Plan. William J. O’Brien proposed 
that Joint Council should investigate 
company reserve put up on claims. 






































Cornwell Chairman And Jackson 
Vice Chairman U. S. Salvage Assn. 


B. Oxford, Madoe M. Pease, Miles F. 
York, ex officio. 

Membership: 
man, Owen E. Barker, Robert R. Dwelly, 


Elections of Clifford G. Cornwell as 
chairman of the board, Harold Jackson, 
William H. McGee & Co., as vice chair- 
man of the board, 2nd J. Paul Thompson 
as president of United States Salvage 
Association, Inc., were announced over 
the week-end. 

During 1957, Mr. Cornwell was presi- 
dent of the association. Mr. Jackson 
succeeds Miles F. York, Atlantic Com- 
anies, as the stockholders’ representa- 
tive on the executive staff of the associa- 
tion, Mr. York having served in this ca- 
pacity during the past two years. 

Mr. Thompson, formerly general man- 
ager, has been elected to the presidency 
of the association and to membership on 
the board of directors. This change re- 
flects the expanding activities and inter- 
est of the association. 

Other officers elected included: Romer 
F. Weyant, treasurer, and S. Donald 
Livingston, secretary. 

The U. S. Salvage Association pro- 
vides surveys and inspections of vessels 
and land structures and other technical 
services for marine insurance under- 
writers, ship owners and others in the 
marine industry. 


Standing Committees 


Elections of members of standing com- 
mittees were also announced. They are: 

Management committee: Clifford G. 
Cornwell, chairman; Owen E. Barker, 
John T. Bryne, Robert R. Dwelly, Wal- 
ter R, Gherardi, George Inselman, G. 
Doane McCarthy, Jr. Miles F. York, 
Frank B. Zeller, Harold Jackson, ex 
officio. 

Finance committee: Mr. Zeller, chair- 
man; Mr. Barker, Mr. Byrne, Gilbert 
B. Oxford, Madoe M. Pease, Mr. Jack- 
son, ex officio. 

Membership committee: Mr. Zeller, 
chairman; Mr. Barker, Mr. Dwellv, 
Martin M. Higgins, Robert L. Maxwell, 
Mr. Jackson, ex officio. 

Pacific Coast advisory committee: Fred 
B. Galbreath, Thomas K. Hannum, 
Howard L. Kleinoeder, S. A. Livingston, 
Clyde A. Nelson, Louis A. Niggeman, 
Herriot Small. 


Builder’s Risk Officers 


Elections of officers of the American 
Marine Insurance Syndicate for the 
Insurance of Builder’s Risks for terms 
expiring 1959 were announced March 31. 

Mr. Cornwell was elected chairman of 
the board of managers and manager; 
Miles F. York, vice chairman of the 
board; Romer F. Weyant, executive as- 
sistant and treasurer; S. Donald Living- 
ston, underwriter and secretary; Samuel 
Gore, claims manager. 

The American Marine Insurance Syn- 
dicate for Insurance of Builder’s Risks 
was organized to improve and broaden 
facilities for the insurance in the United 
States of builder’s risks incident to the 
construction, alteration, and/or repair 
of vessels contracted for by the United 
States of America for the Navy Depart- 
ment. 


Member of Committees 


Elections to the following committees 
were also announced: 

Special rating and inspection: Walter 
R. Gherardi, chairman, Stephen S. Cham- 
berlain, Robert R. Dwelly, F. Norman 
Christopher, Charles E. Coleman, William 
H. Curwen, Emil A. Kratovil, William H. 
Kuhnhold, William R. McBean, James E. 
Rawling, John Roberts, Justin N. Tier- 
ney, Miles F. York, ex officio. 

Finance: Frank B. Zeller, chairman, 
Owen E, Barker, John T. Byrne, Gilbert 


Frank B. Zeller, chair- 


Martin M. Higgins, Harold Jackson, 
Robert L. Maxwell, Miles F. York, ex 
officio. 

Policy committee: Robert R. Dwelly, 
chairman, Stephen S. Chamberlain, 
Charles E. Coleman, Eric E. Ellis, Emil 
A. Kratovil, William R. McBean, Gilbert 
B. Oxford, Madoe M. Pease, John C. 
Ulreich, Miles F. York, ex officio, Samuel 
Gore, ex officio. 

Financial statements: Henry W. 
Farnum, chairman, John T, Byrne, Miles 
F, York. 

Committee on laws and department ad- 
ministration: John T,. Byrne, chairman, 
George S. Atkinson, Frank A. Aiken, 
Emil A. Kratovil, Robert L. Maxwell, 
Leslie A. Ward, Miles F. York, ex officio. 


Aetna C. & S. Marine 
Service Office at Tampa 


A marine service office is among the 
facilities opened April 1 by the Aetna 
Casualty and Surety Company and the 
Standard Fire at their new headquarters 
in Tampa, Fla. The new marine office 
will service both ocean and inland ma- 
rine lines throughout Florida, 

State Agent H. J. McJenkin, has been 
in the Florida territory for nine years, 
will head the Tampa marine office. He 
has been associated with the Aetna 
organization since 1940. He will be as- 
sisted by James R. Fisher, who has 
recently been serving as marine special 
agent at Atlanta. 
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Executive Assignments 


For The Fund Broadened 


WOODWARD MELONE 


James IF. Crafts, president of Fire- 
man’s Fund Insurance Company, an- 
nounces that Vice President Woodward 
Melone will relinquish his post as man- 
ager of the company’s Pacific depart- 
ment to assume special nationwide ex- 
ecutive assignments and executive super- 
vision over the company’s Pacific, Pacific 
Northwest and Southern California de- 
partments, In the latter assignment, Mr. 
Melone succeeds Vice President L. W. 
Niggeman who will devote his full time 
to senior executive duties and supervi- 
sion of the world-wide marine operations 
of The Fund. 

Simultaneously, it is announced that 
Stuart D. Menist is named _ resident 
vice president and manager of the com- 
pany’s Pacific department. Mr. Menist 
was formerly manager of The Fund’s 
San Francisco branch office. 

©. D. Oliphant will succeed Mr. 





SCOTLAND, LOWD ADVANCED 





Former Vice President in Charge of 
New England; Latter Heads Home 
Dept. in New York 
John R. Robinson, president of the 
Phoenix of London Group, announces 
appointment of James C. Scotland as 
vice president in charge of the group's 
New England department with head- 
quarters in Boston, and Robert M. Lowd 
as vice president in charge of the home 
department with headquarters at the 

home office in New York. 

Mr. Scotland became associated with 
the group in the New England depart- 
ment in 1946 after three years Army 
Air Force service in Europe. Prior to 
that he held various field and under- 
writing positions with another company. 
He has been active in the Bay State 
Club, Mass. Surety Association, Boston 
Managers Association and the Boston 
Insurance Library. 

Mr. Lowd became affiliated with the 
Phoenix of London Group in 1946 after 
serving with the Army Air Force in 
World War II. He was an underwriter, 
and fieldman in South New Jersey for 
the group’s Middle Department in Phila- 
delphia, until he was appointed manager 
of the Pittsburgh office in 1954. Mr 
Lowd was transferred to the home of.- 
fice in February, 1957, to organize the 
home department. He is a graduate oj 
the University of Pennsylvania and held 
various offices in the Smoke and Cinder 
Field Club. 





Newsome Made Director 
Of United States Fire 


Election of John C. Newsome as 4 
director of United States Fire and _ his 
appointment as a member of the finance 
committee of that company have bee 
announced by Alexander L. Ross, chair 
man of the board. Mr. Newsome 
general partner in the firm of Tucker 
Anthony & R. L. Day, members of the 
New York and Boston Stock Exchanges 
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Brooklyn Sherrill Kendrick & Co. McAllen 
Houston H. G. Reinhackel & Son Austin 

San Francisco H. A. Steckler New Orleans 
San Antonio Watts & Hughes Little Rock 
Louisville Western American Corp. Reno 
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Residential Multiple Peril 


A GENERAL AGENCY COMPANY 





Fire and Allied Lines—Ocean Marine 
Inland Marine—Auto Physical Damage 
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AMAYs Insurance Division Has 
Many-Sided Appeal to Insurance People 


By Joan Srpor 
American Management Association 


When insurance executives and insur- 
ance buyers get together at the Hotel 
Statler, New York, on May 5 for the 
opening of American Management Asso- 
ciation’s spring insurance conference they 
will be marking the 28th anniversary of 
the founding of AMA’s insurance divi- 
sion, For it was in May, 1930, that the 
association’s board of directors author- 





Fabian Bachrach 


E. GARRETT BEWKES, JR. 


Manager, AMA Insurance Division 


ized the establishment of a separate di- 
vision to be concerned with the problems 
of insurance buyers. 

\ prime mover in the foundation of 
the division was P. D. Betterly, assistant 
treasurer, Graton & Knight Co., Wor- 
cester, Mass. In a speech before a spe- 
cial insurance committee of the associa- 
tion which met in September, 1930, Mr. 
Betterly declared: “The hundreds of 
corporations and thousands of individ- 
uals constituting the membership of the 
American Management Association are 
deeply interested in the insurance prob- 
lem. Therefore, an opportunity for genu- 
ine service exists and the association 
may avail itself thereof by fostering 
intelligent discussion of the problem and 
thus furnishing a basis for constructive 
interpretation of the buyer’s point of 
view.” 

Heart of AMA’s Philosophy 

Over the years the association has 
developed its entire program on this 
concept of service. And, as its program 
has grown, so also has the awareness by 
managers in all fields that mutual benefits 
can be obtained by a sharing of knowl- 
edge and experience. 

This, then, is the heart of AMA’s 
philosophy: management people can help 
each other to solve their problems if 
only the means for the exchange of in- 
formation can be made available to them. 
By acting as a clearing house for this 
exchange the association fulfills its two 
basic objectives: to provide education 
and training that will assist executives in 
the performance of their present work 
and in preparation for bigger jobs, and to 





keep executives up-to-date on the most 
recent thinking in their fields. 

The fields of interest that concern 
executives today are larger in number 
and broader in scope than ever before. 
AMA’s program is channeled largely 
through its ten divisions of management: 
finance, general management, insurance, 
international management, manufactur- 





CASIMIR Z. GREENLEY 


Vice President, AMA Insurance Division 


ing, marketing, office management, pack- 
aging, personnel, and research and de- 
velopment. In addition to conferences 
and seminars held in these areas, AMA 
has developed a full-scale program of 
formal courses, 17 of which will be in 
operation by the end of the summer. 

Within the framework of AMA’s over- 
all meeting program the insurance buyer 
can choose from a number of activities 
that are offered over the course of a 
year. The insurance division regularly 
holds two large conferences—one in the 
fall in Chicago and one in the spring 
in New York. These meetings are de- 
signed to offer a broad review of the 
current trends and topics in the insur- 
ance field. 


Program for Spring Conference 


For example, the program that is being 
offered May 5-7 is keyed to two main 
subject areas: government regulation of 
insurance and cost reduction. One of 
the highlights of the meeting will be a 
panel discussion entitled “Another Look 
at Cost Reduction in Today’s Business 
Profit Squeeze.” Participating in the 
discussion will be A. L. Benjamin, direc- 
tor of insurance, Cincinnati Gas & Elec- 
tric Co., Cincinnati, Ohio; Russell B. 
Gallagher, manager, insurance and real 
estate, Philco Corp., Philadelphia, Pa.; 
Ambrose B, Kelly, general counsel, Asso- 
ciated Factory Mutual Fire Insurance 
Companies, Providence, R. I., and Mer- 
ritt C. Schwenk, Jr., assistant-treasurer 
—insurance and real estate, Freuhauf 
Trailer Co., Detroit, Mich. ; 

Three speakers at this spring meeting 


(Continued on Page 42) 





New Officers of NASBP 
Phoenix, Ariz. April 1—National As- 
sociation of Suerty Bond Producers at 
its annual meeting here elected the fol- 
lowing officers today: Board chairman 
—Dallas Smith of Dallas, Tex.; presi- 
dent—William R. Phillips, Birmingham, 
Ala.; first vice president—N, L. Taylor, 
Los Angeles; second vice president— 
Ralph Neely, Oklahoma City; third vice 
3 edemdeagmemamee H. Denton, Charlotte, 


Regional vice presidents elected include 
: Carr, New York; Malcolm B. 
Dunlap, Auburn, Me.; Jack East, Jr., 
Little Rock; T. C. Field, III, St. Paul; 
James B, McKee, Nashville; Joe Miller, 
San Francisco; R. Lewis Patton, Char- 
lotte; Victor Risley, Portland, Ore.; 
C. H. Ritter, Denver. 

New members of the executive com- 
mittee are William Moore, Wichita; 
Evar Cedarleaf, St. Paul; Thomas Foran, 
Toronto; Harold McGee, Los Angeles; 
Thomas P. McCaffrey, Albuquerque; 
Wm. Reutter, Detroit, and F. S. Hudson, 
Durham, N. C. Re-elected to this com- 
mittee were G. E. Wilkerson, Detroit; 
C. W. Olson, III, Chicago, and B, Wen- 
dell Phillips, Houston. 

H. Phelps Smith, Nashville, was re- 
elected executive director, and Edward 
H. Cushman, Philadelphia, secretary and 
general counsel, 





Women Sponsor Casualty 
Course at Syracuse, N. Y. 


First in a series of a three week 
course in all phases of casualty insur- 
ance will begin at 6:30 p.m., Monday, 
April 7 under auspices of the Syracuse 
Insurance Women’s Association. Open 
to association members, the classes will 
be held in the Syracuse Kemper Build- 
ing. 

The course is sponsored by the Feder- 
ation of New York Insurance Women’s 
Clubs and is being presented statewide. 
Irene Dickinson as chairman of the edu- 
cational committee for SIWA is working 
with Floyd L. Holdridge, president of 
the Casualty and Surety Club of Syra- 
cuse, and they announce the following 
men will present the course: 

Roy E. Robinson, special agent of 
American Surety, will lecture on auto- 
mobile liability. Boiler and machinery 
insurance will be presented by J. C. 
Miller, manager of the Hartford Steam 
Boiler. Liability other than auto will 
be discussed by Alfred Talke, special 


agent of the Standard Accident. The 
April 28 session will be handled by 
A. A. McGaw, CPCU of the Aetna Cas- 


ualty, who will cover workmen’s com- 
pensation and burglary insurance. 


Comp. Benefits in N. Y. to 
Be Raised to $45 per Week 


Governor Harriman of New York 
reached an 11th hour compromise with 
Republicans in the legislature before ad- 
journment March 26 which will result in 
approval by the Governor of a bill rais- 
ing compensation benefits and speeding 
decisions. Under provisions of the meas- 
ure approved by both houses the max- 
imum weekly benefits will be raised 
from $36 to $45 a week and decisions by 
the Workmen’s Compensation Board of 
New York in contested cases will be 
accelerated. 





M. Thomas Valaske, 46, Dies 


M. Thomas Valaske, secretary and 
counsel of the American Casualty Com- 
panies, died in Reading (Pa.) on March 
28, after a short illness. He was 46. 

He joined American Casualty in 1949 
as regional attorney in the Nashville 
branch office. In 1955, Mr, Valaske was 
brought to the companies’ home office 
in Reading and promoted to general 
counsel. In 1956, he was elected secre- 
tary of the companies. 

He was a member of the American 
and Tennessee Bar Associations, 





W. E. Pullen Promoted; 
Hugh Combs Retires 


U. S. F. & G. TOP LEVEL CHANGES 








Albert E. Perry, Company’s Canadian 
V.P. and General Manager, Also Re- 
tires; Their Respective Careers 





Hugh D. Combs, senior executive vice 
president of United States F. & G. and 
a member of its board of directors, re- 
tired April 1 after over 40 years of 
active service. A farewell dinner was 
tendered him that evening in Baltimore 
by the senior officers of the company 
with Charles L. Phillips, president and 
board chairman, as the host. A week 
ago the home office claims department 
gave Mr. Combs a_ farewell party, 
attended by 150 of his friends and asso- 
ciates, who presented him with a set 
of Currier & Ives dinner plates. Hugh 
Richeson, claims vice president, was 
dinner chairman and Vice President 
William E. Pullen was toastmaster. 

At the March meeting of the U. S. F. 
& G. board of directors Mr. Pullen was 
elected senior executive vice president 
of the company. Earlier in the month he 
had been elected to membership on the 
board. This is his 32nd year with 
U. S. F. & G. and he has been an 
executive vice president since 1955 

Another retirement effective April 1 
is that of Albert E. Perry, vice president 
and general manager of the company’s 
Canadian operations, who has given 45 
years of service to U. S. F. & G. 

Pullen’s Broad Background 


In addition to his promotion to senior 
executive vice president, Mr. Pullen has 
been elected to the board’s executive 
committee and named chairman of the 
company’s pension committee. He is 
also a director of the First National 
Bank of Baltimore. 

A native Virginian, he is an alumnus 
of William & Mary College and holds 
a law degree from University of Indiana. 
He practiced law in Indianapolis before 
joining U. S. F. & G. in 1926 as a claim 
adjuster. After assignments at four 
branch offices of the company—Indian- 
apolis, Philadelphia, Charleston (W. 
Va.), and Pittsburgh—he was transferred 
to the home office as assistant to Mr. 
Combs, then the company’s claim di- 
rector. 

A veteran of World War I, Mr. 
Pullen entered the Army in 1942 as a 
major in the Finance Division, and rose 
to be chief of the contract insurance 
division of the War Department and 
to the rank of lieutenant colonel. On 
his return to the company, he was 
assigned to the agency department and, 
in 1947, was elected vice president- 
agency director. 

Combs Able Claim Administrator 

Mr. Combs’ career with the company 
began in 1916 as a claim investigator in 
New York. He was brought to the home 
office in 1932 as vice president and 
director of claims. In 1948 he was elected 
executive vice president and a director 
and, subsequently, senior executive vice 
president. 

Mr. Combs is widely known as an able 
administrator of insurance claim matters. 
For several years he has served on the 
casualty insurance law committee of 
American Bar Association. A_ public’ 
speaker of repute, he is in demand for 
platform appearances at meetings of 
agents’ associations, insurance legal 
groups and public bodies. A graduate 
in law of St. Lawrence University, New 
York, he is a member of the Maryland 
and New York Bars and of the Ameri- 
can Bar Association. 

Perry With Company Since 1913 

Born in London, England, Mr. Perry 
worked first for a savings bank and 
later travelled extensively in the Cana- 
dian west before joining U. S. F. & G. in 
1913. Starting as a bookkeeper in the 
Toronto branch office, he rose to be the 
company’s senior representative in 
Canada, being elected vice president in 
1954. He is vice president and member 
of the board of directors of the Fidelity 
Insurance Co. of Canada, U. S. F. & G. 
subsidiary with headquarters in Toronto. 
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Cornwell Chairman And Jackson 
Vice Chairman U. S. Salvage Assn. 


B. Oxford, Madoe M. Pease, Miles F. 
York, ex officio. 
Membership : 
man, Owen E. Barker, Robert R. Dwelly, 


Elections of Clifford G. Cornwell as 
chairman of the board, Harold Jackson, 
William H. McGee & Co., as vice chair- 
man of the board, and J. Paul Thompson 
as president of United States Salvage 
Association, Inc., were announced over 
the week- end. 

During 1957, Mr. Cornwell was presi- 
dent of the association. Mr. Jackson 
succeeds Miles F. York, Atlantic Com- 
panies, as the stockholders’ representa- 
tive on the executive staff of the associa- 
tion, Mr. York having served in this ca- 
pacity during the past two years. 

Mr. Thompson, formerly general man- 
ager, has been elected to the presidency 
of the association and to membership on 
the board of directors. This change re- 
flects the expanding activities and inter- 
est of the association, 

Other officers elected included: Romer 
F. Weyant, treasurer, and S. Donald 
Livingston, secretary. 

The U. S. Salvage Association pro- 
vides surveys and inspections of vessels 
and land structures and other technical 
services for marine insurance under- 
writers, ship owners and others in the 
marine industry. 


Standing Committees 


Elections of members of standing com- 
mittees were also announced. They are: 

Management committee: Clifford G. 
Cornwell, chairman; Owen E. Barker, 
John T. Bryne, Robert R. Dwelly, Wal- 
ter R. Gherardi, George Inselman, G. 
Doane McCarthy, Jr., Miles F. York, 
Frank B. Zeller, Harold Jackson, ex 


officio. ; : 
Finance committee: Mr. Zeller, chair- 
man; Mr. Barker, Mr. Byrne, Gilbert 


B. Oxford, Madoe M. Pease, Mr. Jack- 
son, ex officio. 

Membership committee: Mr. Zeller, 
chairman; Mr. Barker, Mr. Dwellv, 
Martin M. Higgins, Robert L, Maxwell, 
Mr. Jackson, ex officio. 

Pacific Coast advisory committee: Fred 
B. Galbreath, Thomas K. Hannum, 
Howard L. Kleinoeder, S. A. Livingston, 
Clyde A. Nelson, Louis A. Niggeman, 
Herriot Smali. 


Builder’s Risk Officers 


Elections of officers of the American 
Marine Insurance Syndicate for the 
Insurance of Builder's Risks for terms 
expiring 1959 were announced March 31. 

Mr. Cornwell was elected chairman of 
the board of managers and manager; 
Miles F. York, vice chairman of the 
board; Romer F. Weyant, executive as- 
sistant and treasurer; S. Donald Living- 
ston, underwriter and secretary; Samuel 
Gore, claims manager. 

The American Marine Insurance Syn- 
dicate for Insurance of Builder’s Risks 
was organized to improve and broaden 
facilities for the insurance in the United 
States of builder’s risks incident to the 
construction, alteration, and/or repair 
of vessels contracted for by the United 
States of America for the Navy Depart- 
ment. 


Member of Committees 


Elections to the following committees 
were also announced: 

Special rating and inspection: Walter 
R. Gherardi, chairman, Stephen S. Cham- 
berlain, Robert R. Dwelly, F. Norman 
Christopher, Charles E. Coleman, William 
H. Curwen, Emil A. Kratovil, William H. 
Kuhnhold, William R. McBean, James E 
Rawling, John Roberts, Justin N. Tier- 
ney, Miles F. York, ex officio. 

Finance: Frank B. Zeller, chairman, 
Owen E, Barker, John T. Byrne, Gilbert 


Frank B. Zeller, chair- 


Martin M. Higgins, Harold Jackson, 


Robert L. Maxwell, Miles F. York, ex 
officio. 

Policy committee: Robert R. Dwelly, 
chairman, Stephen S. Chamberlain, 


Charles E. Coleman, Eric E. Ellis, Emil 
A. Kratovil, William R. McBean, Gilbert 
B. Oxford, Madoe M. Pease, John C. 
Ulreich, Miles F. York, ex officio, Samuel 
Gore, ex officio. 

Financial statements: Henry W. 
Farnum, chairman, John T, Byrne, Miles 
F, York. 

Committee on laws and department ad- 
ministration: John T, Byrne, chairman, 
George S. Atkinson, Frank A. Aiken, 
Emil A. Kratovil, Robert L. Maxwell, 
Leslie A. Ward, Miles F. York, ex officio. 


Aetna C. & S. Marine 
Service Office at Tampa 


A marine service office is among the 
facilities opened April 1 by the Aetna 
Casualty and Surety Company and the 
Standard Fire at their new headquarters 
in Tampa, Fla. The new marine office 
will service both ocean and inland ma- 
rine lines throughout Florida, 

State Agent H. J. McJenkin, has been 
in the Florida territory for nine years, 
will head the Tampa marine office. He 
has been associated with the Aetna 
organization since 1940, He will be as- 
sisted by James R. Fisher, who has 
recently been serving as marine special 
agent at Atlanta. 














Arthur Arnow, Inc. 
Blaine & Co. 

Cravens, Dargan & Co. 
H. L. Davis & Son (Reins.) 
C. T. Dent Co., Inc. 

L. N. Ewing 
Higginbotham Co. 








135 WILLIAM STREET 


Executive Assignments 


For The Fund Broadened 





WOODWARD MELONE 


James IF. Crafts, president of Fire- 
man’s Fund Insurance Company, an- 
nounces that Vice President Woodward 
Melone will relinquish his post as man- 
ager of the company’s Pacific depart- 
ment to assume special nationwide ex- 
ecutive assignments and executive super- 
vision over the company’s Pacific, Pacific 
Northwest and Southern California de- 
partments, In the latter assignment, Mr. 
Melone succeeds Vice President L. W. 
Niggeman who will devote his full time 
to senior executive duties and supervi- 
sion of the world-wide marine operations 
of The Fund. 

Simultaneously, it is announced that 
Stuart D. Menist is named resident 
vice president and manager of the com- 


SCOTLAND, LOWD ADVANCED 





Former Vice President in Charge of 
New England; Latter Heads Home 
Dept. in New York 
John R. Robinson, president of the 
Phoenix of London Group, announces 
appointment of James C. Scotland as 
vice president in charge of the group’s 
New England department with head- 
quarters in Boston, and Robert M. Lowd 
as vice president in charge of the home 
department with headquarters at the 

home office in New York. 

Mr. Scotland became associated with 
the group in the New England depart- 
ment in 1946 after three years Army 
Air Force service in Europe. Prior to 
that he held various field and under- 
writing positions with another company. 
He has been active in the Bay State 
Club, Mass. Surety Association, Boston 
Managers Association and the Boston 
Insurance Library. 

Mr. Lowd became affiliated with the 
Phoenix of London Group in 1946 after 
serving with the Army Air Force in 
World War II. He was an underwriter, 
and fieldman in South New Jersey for 
the group’s Middle Department in Phila- 


delphia, until he was appointed manager 


of the Pittsburgh office in 1954. Mr 
Lowd was transferred to the home of- 
fice in February, 1957, to organize the 
home department. He is a graduate of 
the University of Pennsylvania and held 
various offices in the Smoke and Cinder 
Field Club. 





Newsome Made Director 


Of United States Fire 


Election of John C. Newsome as i 
director of United States Fire and _ his 
appointment as a member of the finance 
committee of that company have beer 
announced by Alexander L. Ross, chair 
man of the board. Mr. Newsome is @ 
general partner in the firm of Tucker, 
Anthony & R. L. Day, members of the 
New York and Boston Stock Exchanges 





pany’s Pacific department. Mr. Menist Moenist as manager of the San Franciscé 
was formerly manager of The Fund’s © office. Mr. Oliphant was formerly man 
San Francisco branch office. ager of The Fund’s Oakland brane 
©. D. Oliphant will succeed Mr. office. 
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Represented by the Following Outstanding General Agencies: 


JEFFERSON INSURANCE COMPANY OF NEW YORK 


NEW YORK 38, N. Y. 


Brooklyn Sherrill Kendrick & Co. McAllen 
Houston H. G. Reinhackel & Son Austin 

San Francisco H. A. Steckler New Orleans 
San Antonio Watts & Hughes Little Rock 
Louisville Western American Corp. Reno 

Tulsa David C. White New York 
Jacksonville C. F. Zehnder Nashville 


Residential Multiple Peril 


A GENERAL AGENCY COMPANY 


Fire and Allied Lines—Ocean Marine 
Inland Marine—Auto Physical Damage 
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AMA\Vs Insurance Division Has 
Many-Sided Appeal to Insurance People 


By Joan Spor 
American Management Association 


When insurance executives and insur- 
ance buyers get together at the Hotel 
Statler, New York, on May 5 for the 
opening of American Management Asso- 
ciation’s spring insurance conference they 
will be marking the 28th anniversary of 
the founding of AMA’s insurance divi- 
sion, For it was in May, 1930, that the 
association’s board of directors author- 





Fabian Bachrach 


E. GARRETT BEWKES, JR. 


Manager, AMA Insurance Division 


ized the establishment of a separate di- 
vision to be concerned with the problems 
of insurance buyers. 

\ prime mover in the foundation of 
the division was P. D. Betterly, assistant 
treasurer, Graton & Knight Co., Wor- 
cester, Mass. In a speech before a spe- 
cial insurance committee of the associa- 
tion which met in September, 1930, Mr. 
Betterly declared: “The hundreds of 
corporations and thousands of individ- 
uals constituting the membership of the 
American Management Association are 
deeply interested in the insurance prob- 
lem. Therefore, an opportunity for genu- 
ine service exists and the association 
may avail itself thereof by fostering 
intelligent discussion of the problem and 
thus furnishing a basis for constructive 
interpretation of the buyer’s point of 
view,” 

Heart of AMA’s Philosophy 

Over the years the association has 
developed its entire program on this 
concept of service. And, as its program 
has grown, so also has the awareness by 
managers in all fields that mutual benefits 
can be obtained by a sharing of knowl- 
edge and experience. 

This, then, is the heart of AMA’s 
philosophy: management people can help 
each other to solve their problems if 
only the means for the exchange of in- 
formation can be made available to them. 
By acting as a clearing house for this 
exchange the association fulfills its two 
basic objectives: to provide education 
and training that will assist executives in 
the performance of their present work 
and in preparation for bigger jobs, and to 


keep executives up-to-date on the most 
recent thinking in their fields. 

The fields of interest that eoncern 
executives today are larger in number 
and broader in scope than ever before. 
AMA’s program is channeled largely 
through its ten divisions of management: 
finance, general management, insurance, 
international management, manufactur- 


CASIMIR Z. GREENLEY 


Vice President, AMA Insurance Division 


ing, marketing, office management, pack- 
aging, personnel, and research and de- 
velopment. In addition to conferences 
and seminars held in these areas, AMA 
has developed a full-scale program of 
formal courses, 17 of which will be in 
operation by the end of the summer. 

Within the framework of AMA’s over- 
all meeting program the insurance buyer 
can choose from a number of activities 
that are offered over the course of a 
year, The insurance division regularly 
holds two large conferences—one in the 
fall in Chicago and one in the spring 
in New York. These meetings are de- 
signed to offer a broad review of the 
current trends and topics in the insur- 
ance field. 


Program for Spring Conference 


For example, the program that is being 
offered May 5-7 is keyed to two main 
subject areas: government regulation of 
insurance and cost reduction. One of 
the highlights of the meeting will be a 
panel discussion entitled “Another Look 
at Cost Reduction in Today’s Business 
Profit Squeeze.” Participating in the 
discussion will be A. L. Benjamin, direc- 
tor of insurance, Cincinnati Gas & Elec- 
tric Co., Cincinnati, Ohio; Russell B. 
Gallagher, manager, insurance and real 
estate, Philco Corp., Philadelphia, Pa.; 
Ambrose B, Kelly, general counsel, Asso- 
ciated Factory Mutual Fire Insurance 
Companies, Providence, R. I., and Mer- 
ritt C. Schwenk, Jr., assistant-treasurer 
—insurance and real estate, Freuhauf 
Trailer Co., Detroit, Mich. , 

Three speakers at this spring meeting 


(Continued on Page 42) 








New Officers of NASBP 
Phoenix, Ariz., April 1—National As- 
sociation of Suerty Bond Producers at 
its annual meeting here elected the fol- 
lowing officers today: Board chairman 
—Dallas Smith of Dallas, Tex.; presi- 
dent—William R. Phillips, Birmingham, 
Ala.; first vice president—N. L. Taylor, 
Los Angeles; second vice president— 
Ralph Neely, Oklahoma City; third vice 
i apuenliaccaa H. Denton, Charlotte, 


Regional vice presidents elected include 

; Carr, New York; Malcolm B. 
Dunlap, Auburn, Me.; Jack East, Jr., 
Little Rock; T. C. Field, III, St. Paul; 
James B, McKee, Nashville; Joe Miller, 
San Francisco; R. Lewis Patton, Char- 
lotte; Victor Risley, Portland, Ore.; 
C. H. Ritter, Denver. 

New members of the executive com- 
mittee are William Moore, Wichita; 
Evar Cedarleaf, St. Paul; Thomas Foran, 
Toronto; Harold McGee, Los Angeles; 
Thomas P. McCaffrey, Albuquerque; 
Wm. Reutter, Detroit, and F. S. Hudson, 
Durham, N. C. Re-elected to this com- 
mittee were G. E. Wilkerson, Detroit; 
C. W. Olson, III, Chicago, and B, Wen- 
dell Phillips, Houston. 

H. Phelps Smith, Nashville, was re- 
elected executive director, and Edward 
H, Cushman, Philadelphia, secretary and 
general counsel, 





Women Sponsor Casualty 
Course at Syracuse, N. Y. 


First in a series of a three week 
course in all phases of casualty insur- 
ance will begin at 6:30 p.m. Monday, 
April 7 under auspices of the Syracuse 
Insurance Women’s Association. Open 
to association members, the classes will 
be held in the Syracuse Kemper Build- 
ing. 

The course is sponsored by the Feder- 
ation of New York Insurance Women’s 
Clubs and is being presented statewide. 
Irene Dickinson as chairman of the edu- 
cational committee for SIWA is working 
with Floyd L. Holdridge, president of 
the Casualty and Surety Club of Syra- 
cuse, and they announce the following 
men will present the course: 

Roy E. Robinson, special agent of 
American Surety, will lecture on auto- 
mobile liability. Boiler and machinery 
insurance will be presented by J. C. 
Miller, manager of the Hartford Steam 
Boiler. Liability other than auto will 
be discussed by Alfred Talke, special 
agent of the Standard Accident. The 
April 28 session will be handled by 
A. A. McGaw, CPCU of the Aetna Cas- 
ualty, who will cover workmen’s com- 
pensation and burglary insurance. 





Comp. Benefits in N. Y. to 
Be Raised to $45 per Week 


Governor Harriman of New York 
reached an 11th hour compromise with 
Republicans in the legislature before ad- 
journment March 26 which will result in 
approval by the Governor of a bill rais- 
ing compensation benefits and speeding 
decisions. Under provisions of the meas- 
ure approved by both houses the max- 
imum weekly benefits will be raised 
from $36 to $45 a week and decisions by 
the Workmen’s Compensation Board of 
New York in contested cases will be 
accelerated. 





M. Thomas Valaske, 46, Dies 


M. Thomas Valaske, secretary and 
counsel of the American Casualty Com- 
panies, died in Reading (Pa.) on March 
28, after a short illness. He was 46. 

He joined American Casualty in 1949 
as regional attorney in the Nashville 
branch office. In 1955, Mr. Valaske was 
brought to the companies’ home office 
in Reading and promoted to general 
counsel. In 1956, he was elected secre- 
tary of the companies. 

He was a member of the American 
and Tennessee Bar Associations. 





W. E. Pullen Promoted; 
Hugh Combs Retires 

U. S. F. & G. TOP LEVEL CHANGES 

Albert E. iia Contdenttan Canadian 


V.P. and General Manager, Also Re- 


tires; Their Respective Careers 





Hugh D. Combs, senior executive vice 
president of United States F. & G. and 
a member of its board of directors, re- 
tired April 1 after over 40 years of 
active service. A farewell dinner was 
tendered him that evening in Baltimore 
by the senior officers of the company 
with Charles L. Phillips, president and 
board chairman, as the host. A week 
ago the home office claims department 
gave Mr. Combs a_ farewell party, 
attended by 150 of his friends and asso- 
ciates, who presented him with a set 
of Currier & Ives dinner plates. Hugh 
Richeson, claims vice president, was 
dinner chairman and Vice President 
William E. Pullen was toastmaster. 

At the March meeting of the U. S. F. 
& G. board of directors Mr. Pullen was 
elected senior executive vice president 
of the company. Earlier in the month he 
had been elected to membership on the 
board. This is his 32nd year with 
U. S. F. & G. and he has been an 
executive vice president since 1955. 

Another retirement effective April 1 
is that of Albert E. Perry, vice president 
and general manager of the company’s 
Canadian operations, who has given 45 
years of service to U. S. F. & G. 

Pullen’s Broad Background 


In addition to his promotion to senior 
executive vice president, Mr. Pullen has 
been elected to the board’s executive 
committee and named chairman of the 
company’s pension committee. He is 
also a director of the First National 
Bank of Baltimore. 

A native Virginian, he is an alumnus 
of William & Mary College and holds 
a law degree from University of Indiana 
He practiced law in Indianapolis before 
joining U. S. F. & G. in 1926 as a claim 
adjuster. After assignments at four 
branch offices of the company—Indian- 
apolis, Philadelphia, Charleston (W. 
Va.), and Pittsburgh—he was transferred 
to the home office as assistant to Mr. 
Combs, then the company’s claim di- 
rector. 

A veteran of World War I, Mr. 
Pullen entered the Army in 1942 as a 
major in the Finance Division, and rose 
to be chief of the contract insurance 
division of the War Department and 
to the rank of lieutenant colonel. On 
his return to the company, he was 
assigned to the agency department and, 
in 1947, was elected vice president- 
agency director. 

Combs Able Claim Administrator 


Mr. Combs’ career with the company 
began in 1916 as a claim investigator in 
New York. He was brought to the home 
office in 1932 as vice president and 
director of claims. In 1948 he was elected 
executive vice president and a director 
and, subsequently, senior executive vice 
president. 

Mr. Combs is widely known as an able 
administrator of insurance claim matters. 
For several years he has served on the 
casualty insurance law committee of 
American Bar Association. A_ public 
speaker of repute, he is in demand for 
platform appearances at meetings of 
agents’ associations, insurance legal 
groups and public bodies. A graduate 
in law of St. Lawrence University, New 
York, he is a member of the Maryland 
and New York Bars and of the Ameri- 
can Bar Association. 

Perry With Company Since 1913 

Born in London, England, Mr. Perry 
worked first for a savings bank and 
later travelled extensively in the Cana- 
dian west before joining U. S. F. & G. in 
1913. Starting as a bookkeeper in the 
Toronto branch office, he rose to be the 
company’s senior representative in 
Canada, being elected vice president in 
1954. He is vice president and member 
of the board of directors of the Fidelity 
Insurance Co. of Canada, U. S. F. & G. 
subsidiary with headquarters in Toronto. 
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National Assn. Of Surety Bond Producers Annual Meeting 





D. Smith’s Presidential Address Urges 
NASBP Public Relations Activity 


Strong Plug For Broad Form Payments Bond; Shows 
Untapped Billion-Dollar Private Projects; Lauds Work 
of Reutter, Cohen, Bailey and Cushman 


Phoenix, Ariz., March 31— Dallas 
Smith, prominent agent of Dallas, Tex., 
in his presidential address, here today 
to the annual meeting of the National 
Association of Surety Bond Producers, 
took as his theme “Public Relations— 
Today’s Challenge and Opportunity for 
Bond Producers.” 

Mr. Smith stated, “The time has come 
when our own interest requires that we 
identify our business and our procedures 
with the public interest in the public 
mind. We must execute a program 
of action to earn public understanding 
and public acceptance.” 

He quoted W. Winthrop Clement, 
public relations manager of American 
International Underwriters, saying that 
the whole insurance and bonding indus- 
try has done too much “Talking to Our- 
selves.” To illustrate this Mr. Smith 
cited “the complete lack of understand- 
ing on the part of the general public” 
of the necessity for automobile insur- 
ance rate increases. On the other hand, 
he pointed out, when the_ telephone 
company or some other public utility 
is preparing for a rate increase, the 
public. is conditioned well in advance so 
that when the increase is put into effect 
everyone is convinced that the higher 
rates are justified. 


Smoothing the Way for Rate Hikes 


The speaker said that in many states, 
agents, at their own expense, have had 
to place page newspaper ads to try and 
quell public opposition to higher pre- 
miums on bodily injury and property 
damage insurance. 

Mr. Smith further expressed the view 
that regulatory authorities in many 
states apparently do not understand the 
difference between suretyship and insur- 
Perhaps the producers have been 


ance. 
negligent and can help to educate all 
concerned. 

He then turned attention to “the 
only undeveloped field for contract 


honds”—on private projects. Virtually 
all construction by the Federal Govern- 
ment, state and political sub-division. 
requires bonds. “There are literally bil- 
lions of dollars worth of private con- 
struction that has heretofore not been 
bonded,” Mr. Smith said, and he at- 
tributed this short-coming to “a lack of 
understanding of the many advantages 
afforded by providing proper Perform- 
ance and Broad Form Payment bonds 
on private work.” 

Particularly since the production by 
the Surety Association of the newest 
pamphlet (“15 Advantages”) Mr. Smith 
noted, “architects, engineers and own- 
ers do not thoroughly understand the 
essential differences between a_ short 
form, limited, indemnity or performance 
bond and the broad forms such as A.I.A. 
107. Many architects, therefore, in their 
specifications have mentioned only that 
a ‘performance’ bond will be required 
and the contractor’s agent often issues 
merely a printed company form which 
provides little or no protection to sub- 
contractors or material men.” 


The Harm of Limited Performance 
Bonds 


Providing these limited performance 
bonds, Mr. Smith feels, has done a great 
deal of harm from a public relations 
standpoint as a whole. “Many architects 
are prejudiced against bonds in general 
because of some bad experience when 
a contractor defaulted and the bills were 
not paid by the surety. While it is 


true,” he said, “that contractors some- 
times do not prescribe proper bond 
forms, yet we are primarily to blame for 
failing to fully explain and promote 
our best ‘products.’” 

Producers, the speaker pointed out, 
are in the best position of anyone to 
educate and thoroughly inform § archi- 
tects, engineers and owners concerning 
the protection afforded by the different 
bond forms. 

Mr. Smith proceeded to te!l the meet- 
ing how his agency distributed the pam- 
phlet to every practicing architect in 
North Texas—some 400 altogether. 


Making Use of “15 Advantages” 


“We accomplished this by inducing 
the presidents of the three A.I.A. chap- 
ters (Dallas, East Texas and West 
Texas) to have the pamphlet mailed to 
each member with a bulletin from the 


president endorsing, approving and 
recommending that the pamphlet be 
carefully read and filed for future 
reference. We are following up with 
personal calls. 

“We also sent the pamphlet to a 


large list of general contractors and to 
many sub-contractors and others who 
employ labor on the job site. 

“The pamphlet was mailed to a list 
of credit men of concerns who sell con- 
struction materials and supplies. These 
credit men for most part do understand 
the protection afforded them by Broad 
Form Payment bonds. They, in their 
contracts with architects and owners can 
be our best salesmen for bonds on pri- 
vate work. 

“We supplied the pamphlet to many 
officers in all the banks with whom we 
have contracts, and to other lending 
institutions who provide interim financ- 
ing. 

“Each day, from Advance Construc- 
tion Reports, we list all private projects 
in our area which are contemplated or 
on which plans are in progress. We 
then write a short letter to both the 
owner and the architect and enclose a 
copy of the pamphlet. 

“We know from our own experience 
that this new pamphlet can be used to 
do a terrific job in promoting better 
public relations for our bonding busi- 
ness. 

“Some of you may know that A.I.A. 
B-1—Owners Protective bond has been 
discontinued by the American Institute 
of Architects. We are promoting A.I.A. 
107 exclusively for private work. We 
believe it is better than any other form. 
It is good for the owner, good for subs 


and material men and fair for the 
surety. The coverage under that form 
closely parallels the coverage under 


Government Forms 25 and 25A required 
under the Miller Act on Federal works.” 


Promote Miller-type Act 


Continuing, Mr. Smith reported that 
in many states efforts are now being 
made to change and broaden the liabili- 
ties of sureties on state and _ political 
sub-division contracts. “It would,” he 
said, “be highly desirable if all states 
had laws patterned after the Miller 
Act. Then claimants would be equal and 
have parallel rights no matter whether 
projects were Federal, state or private.” 
He urged all members of the Surety 
Bond Producers Association to use their 
influence with state legislatures, when 
changes are proposed, to bring about 
adoption of laws similar to the Miller 
Act. Those concerned, he feels, are 





DALLAS SMITH 


satisfied with the Miller Act and know 
how to live with it. 

He added: “The Association of Casu- 
alty and Surety Companies will gladly 
assist in drafting Miller Act type legis- 
lation for any state where there is a 
movement to bring the public bonding 
statutes up-to-date. David Q. Cohen, 
manager of the fidelity and surety de- 
partment, already has available a draft 
of a bill along the Miller Act lines.” 

Reports Associates Work 

President Smith reported association 
activities as follows: “Our new pam- 
phlet was placed on the agenda for dis- 
cussion at the meetings of the National 
Joint Cooperative Committee — Surety 
Association of America and the Associ- 
ated General Contractors of America, 
Inc. held in Dallas, February 10 - 13. 
Your president was invited to sit in on 
this meeting. Our association was 
highly commended for development of 
this brochure, and by resolution of the 
National Joint Cooperative Committee, 
it was recommended that the pamphlet 
be given wide distribution ‘in order to 
educate the public and those individuals 
associated with the construction indus- 
try with the importance and advantages 
of Performance and Broad Form Pay- 
ment bonds.’ 

“Our vice president, William Reutter, 
has been invited to discuss bonds at the 
annual meeting of the National Associa- 


tion of Credit Men to be held in De- 
troit, May 19-22. Oliver Joe Bailey 
gave an excellent talk to an A.G.C. 


Chapter in Florida. Our general counsel, 
Edward Cushman, participated in a con- 
ference on maintenance and guarantee 
bonds held under the auspices of the 
American Institute of Architects at 
Washington, D. C., on March 10. Many 
other members have, during the past 
year, addressed other interested groups. 
All of us should welcome every oppor- 
tunity to attend and participate in all 
such matters,” Mr. Smith suggested. 
“There has been criticism of the poor 


public relations job which has been 
done by ‘the companies.’ What I am 
recommending is that we, ‘the pro- 


ducers,’ who are much closer to those 
whom we wish to influence can do the 
job ourselves. If we get some help from 
‘the companies’ it will be appreciated. 
This is a project which we can begin 
work upon now and it will pay off many, 
many fold,’ he emphasized. 

Closing Mr. Smith urged: “Let us 
stop ‘talking to ourselves.’ Let us prove 
to architects, engineers, owners, banks, 
contractors and material men that Per- 
formance and Broad Form Payment 
Bonds actually do reduce construction 
costs, solve financing problems and 
guarantee credits. 

“Let us still keep in mind the objec- 








Cushman Points to Stepped 
Up Activities of NASBP 


Phoenix, Ariz. March 31 — The 
stepped up activities of the National 
Association of Surety Bond Producers 
in the past year were featured by 
Edward H. Cushman, its general counsel 
and executive secretary, in reporting 
this morning at NASBP’s 16th annual 
meeting here at Hotel Westward Ho. 
He also reviewed the year’s legislative 
developments in the surety contract bond 
field. 

Mr. Cushman made the recommenda- 
tion that the association set up a pro- 
gram of one-day regional conferences 
in various parts of the country this year 
so as to bring together all interested 
parties in the writing of contract bonds. 
“We would like to see architects, engi- 
neers, contractors, surety company execu- 
and agents sit down at 
and compare notes with each other on 
local problems of mutual interest,” he 


tives intervals 


said. 

Mr. Cushman also noted with 
faction that NASBP’s membership drive 
over the past several months has _ pro- 
duced 29 new members, bringing the 
total up to 142. 


satis- 





WM. R. PHILLIPS’ CAREER 


New President of NASBP Has 23-Year 
Background in Agency Field; Started 
Own Agency in 1953 


The new president of National Asso- 
Surety Bond Producers— 
William R. Phillips—who heads _ the 
agency bearing his name in Birming- 
ham, Ala., has a background of 23 years 
in the agency field’ with emphasis on 


ciation of 


contract bond production. 

His insurance career 1935 
with the Leedy-Glover Agency in Bir- 
mingham, Seven years later he joined 


began in 


the Engel Agency, same city, as man- 
ager of its contract bond department 
and continued there until May, 1953, 
when he opened his own agency. His 
two associates in the firm are Davis F. 
Carpenter and Don B. Kirkpatrick. 

Mr. Phillips attended the first annual 
meeting in 1943 of NASBP and has 
taken an active interest in its affairs 
through the years. His dual capacity in 
1957 was as first vice president and 
membership chairman. - 

A_ graduate of Tennessee Military 
Institute and Birmingham-Southern Col- 
lege, he is civicly active. Golf, fishing 
and travel are his recreational interests. 
He belongs to two local Chambers of 
Commerce and the Alabama Association 
of Credit Executives. 





tives adopted a year ago, but let us 
add this new objective. Instead of try- 
ing to take already developed business 
from each other,” he proposed, “let us 
put forth more effort in producing new 
business by developing bonds on more 
private projects. Properly handled it will 
be in the public interest and we should 
be able to earn public understanding 
and public acceptance.” 

President Smith stated his belief that 
the Association had made substantial 
progress. Membership has been 1n- 
creased. There is closer collaboration 
with the National Association of Casu- 
alty & Surety Cos., and improved fe- 
lationship with the Surety Association 
of America and ACSC. , 

He closed his remarks with this invo- 
cation: “May the Great Architect of the 
Universe guide us always in our efforts. 
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Surety Industry Has A Regulatory 


Influence On Construction Business 


This Opinion Expressed by J. D. Marshall of AGC in Address- 
ing Opening Session of NASBP Meeting; D. C. Baer 
and Col. C. T. Newton Also Give Talks 


Phoenix, Ariz., April 1—James D. 
Marshall, executive director, Associated 
General Contractors of America, Wash- 
ington, D. C. told the 16th annual 
meeting of the National Association of 
Surety Bond Producers, here today, that 
the surety industry to some extent acts 
as a private regulatory influence on the 
credit of the construction industry. 

“The wise exercise of this responsi- 
bility,” he said “in discouraging over- 
expansion and poor business practices 
can do much to help to preserve and 
strengthen those qualities expressed in 
our motto for the entire industry—skill, 
integrity and responsibility in  con- 
struction.” 

Another guest speaker, David C. Baer, 
Houston, of American Institute of Archi- 
tects, who is chairman of its conference 
on guaranty and maintenance, outlined 
what the architects have come to expect 
of construction surety bonds. In tribute 
he said that “contract bonds have lifted 
a large portion of the burden from the 
architect for financially qualifying con- 
tractors who ask to bid on construction 
work for which they are responsible.” 

The third speaker today—Col. Carroll 
T. Newton, who is district engineer in 
Los Angeles, of the U. S. Army Engin- 
eers Corps, told the bond producers of 
the part played by West Point-trained 
engineers in the westward development 
of the country in the early 1800’s. He 
indicated the tremendous backlog of 
work already authorized and visualized 
the possibilities of unprecedented con- 
struction in the space-age. 


Welcome by Mayor of Phoenix 


The opening day (March 31) was 
devoted to an executive session with 
Dallas Smith, president of the associa- 
tion, presiding. Today’s gathering was 
a joint meeting open to the over 300 
surety bond producers, surety company 
executives and other interested officials 
in attendance. 

Greetings of the city of Phoenix were 
tendered by Mayor Jack Williams this 
morning, and greetings with an insur- 
ance flavor were expressed by Gordon 
Shoaf, Chief Deputy Director, Insurance 
Department of Arizona. Mr. Shoaf 
discussed statistics over the past several 
years concerning construction expendi- 
tures in Arizona and analyzed the value 
of building permits in some of the lead- 
ing Arizona cities. He also submitted 
figures developed by the Arizona Insur- 
ance Department for premium writing 
in that state, stressing the amount of 
Increase in such writings, adding to his 
comments a discussion of trends in state 
Tegulation of insurance. 


James D. Marshall’s Talk 


Since its founding in 1918, said Mr. 
Marshall, the Associated General Con- 
tractors of America has worked to in- 
Crease the prestige of the general 
contracting profession through the ideals 
and objectives set forth by its by-laws. 
,pefined among these aims,” he added, 
are reliability, high industry standards, 
honorable dealings with the _ public, 
cooperative relations with other seg- 
ments of the industry, fair business 
Practices, reducing business risks, stan- 
dard contracts, and the fostering of a 
reasonable and proper credit structure 
or the construction industry. 

. The “AGC has played a major role 
M protecting the public from irrespon- 
sible bids by promoting qualification and 
Prequalification of bidders, and in helping 
Correct loose credit practices and other 





unsound business conditions in  con- 
struction.” 
AGC has also cooperated with the 


surety industry, Mr. Marshall said, in 
establishing improved methods for writ- 
ing bonds for contractors qualified to 
perform the work, and in establishing 
the Bureau of Contract Information 
which maintains performance and finan- 
cial records of contractors for the infor- 
mation of awarding authorities. 

Mr. Marshall then pointed to AGC’s 
relationships with the surety industry 
which have been formalized through a 
joint cooperative committee of AGC with 
the Surety Association of America. “We 
have a number of mutual problems, some 
of which were considered at the Febru- 
ary meeting of this committee during 
our 39th annual convention in Dallas 
which was attended by your president, 
Dallas Smith.” 


Assistance in Joint Ventures 


Further along Mr. Marshall said that 
the AGC joint committees commended 
the National Association of Surety Bond 
Producers for its development of the 
brochure listing “15 Advantages of 
Corporate Surety Bonds on Private Con- 
struction Contracts.” Not the least of 
these 15 points, Mr. Marshall said, is 
the ability of bond producers to assist 
in forming joint ventures to carry out 
unusually large or complicated projects. 
He remarked: “Your service in develop- 
ing this important practice has been a 
significant contribution to the construc- 
tion industry in the past, and may play 
an even more important role in the large 
public works programs which appear to 
lie ahead.” 

Mr. Marshall also discussed the con- 
tract method as the foundation of the 
construction industry, assuring the 
owner of quality construction, performed 
on time, at the lowest possible cost. 
“The keystone of the contract method 
is centralized responsibility. The full 
benefits of the contract method can be 
obtained only by award of one general 
contract to an experienced and compe- 
tent general contractor. The surety plays 
a large part in guaranteeing the fruits 


of this system, and the surety bond 
itself is a centralization of financial 
responsibility. 


“Today, the problems of being suc- 
cessful, even for the experienced con- 
tractor,” Mr. Marshall continued, “are 
multiplying with complexities and un- 
certainties involved in such matters as 
labor-management bargaining, legisla- 
tion, industry relations, taxation and 
depreciation, mazes of regulation and 
general business conditions. 

“The limitations on depreciation of the 
contractor’s equipment by Federal taxa- 
tion policies is seriously threatening his 
capital position and his capacity to do 
work. 

“In these times, more than ever before, 
the bid bond can serve as a method of 
qualifying general contractors. In addi- 
tion to this, since your customers heed 
your advice and counsel, you can assist 
in persuading them to maintain accurate 
estimates and reasonable profit margins. 
and not to take on too much work,” 


Mr. Marshall declared. 


Baer on Architect’s View of 
Surety Bonds 


Speaking on “Surety Bonds—The 
Architect’s Viewpoint”, David C. Baer, 
American Institute of Architects, said 
that construction bonds are an essential 
part of today’s construction procedures. 





CARR MAKES REPORT ON FORMS 





Submits 27 Different Contract Bond 
Forms to NASBP; Recommendation 
for Standardization 





Phoenix, Ariz., March 31—A. L. Carr, 
prominent New York agency head, who 
is chairman of the forms committee of 
National Association of Surety Bond 
Producers and its New York regional 





Blackstone Studios 
A. L. CARR 


vice president, reported at the business 
session here this morning of its 16th 
annual meeting. Mr. Carr indicated that 
considerable progress has been made 
since the problem of the proper contract 
bond forms to use was put into his 
hands a year ago for study. Actually, he 
came to NASBP’s annual gathering with 
copies of 27 different forms, representing 
the best of those used by companies 
most active in the contract bond line. 
As was brought out by Mr. Carr in 
his report, the purpose of his study into 
policy forms was to arrive at standard- 
ized daily use of them by NASBP 


members. “The companies willingly co- 
operated when my request for their 
forms was made,” he said, “and they 
include applications, indemnity agree- 
ments, proper resolutions for corporate 
indemnity and other forms necessary to 
insure the prompt handling of contract 
bond cases.” 

Mr. Carr’s recommendation was that 
NASBP in executive session take final 
action on standardization of forms “with 
the advice and counsel of our executive 
secretary and general counsel, Edward 
H. Cushman.” 





“They give stature to and contribute to 
the stability of the construction indus- 
try. They can and do provide an owner 
with the feeling of confidence in his 
contractor that he really wants and 
needs when he signs a contract for the 
construction of a building or other 
project. Furthermore, they have con- 
tributed much to the development of 
bidding as we know it today in this 
country. 

“Surety bonds have added to the 
stature of contractors,” Mr. Baer added. 
“They made it possible for these people 
who regularly risk their capital to extend 
their operations beyond the financial 


limits that we as architects otherwise 
would approve in all probability. Con- 
struction bonds, or the performance and 
payment hond as we now recognize it, 
therefore can be said to be a contribut- 
(Continued on Page 38) 


Wn. R. Phillips Elected 
President of NASBP 


DALLAS SMITH GETS NEW POST 





Of Chairman of the Board; In Accep- 
tance Speech Phillips Recalls Founding 
of Association in 743, Crisis in ’55 





Phoenix, Ariz., April 1—William R. 
Phillips of Birmingham, Ala.; who has 
served as first vice president of NASBP 
during the past year, was elected presi- 
dent of the association here today, suc- 
ceeding Dallas Smith of Dallas, Tex., 
who has done an outstanding job in the 
presidency. He was elected to the newly 
created post of chairman of the board of 
directors. 

In accepting his new office Mr. Phillips 
paid tribute to Mr. Smith when he re- 
marked: “How brave must a fellow be 
to endeavor to follow in the footsteps of 
Dallas Smith? My courage is bolstered 
because I have the greatest confidence 
in our vice presidents, the board of di- 
rectors, our executive director and our 
secretary and general counsel, and I am 
not losing sight of Dallas Smith either, 
because he has so graciously accepted 
the new office of chairman of the board 
of directors. He will continue to lend 
to me and to all of us his sage wisdom 
and respected counsel. 


Recognition to NASBP. Founders 


“Tt would be well at this time to re- 
member the founders of this association: 
the late Martin A. Hayes of Nashville, 
the father of this association; the late 
Ted C. Field of St, Paul, our beloved 
H. Phelps Smith, whose presence I miss 
greatly at this moment, and the past 
presidents: Robert Thompson, Sr., Durel 
Black, Willard Olson, Speed Warner and 
Carl Dauksch. Over the years they have 
tirelessly served this association. 

“T share with you great respect and 
regard for all of these leaders and take 
this opportunity to express our indebted- 
ness to them. 

“Those of us who were in New Orleans 
in January, 1943, at our first annual meet- 
ing, will fondly recall the presence there 
of three so-called company men. They 
were our friends the late Martin Lewis, 
Jack Hacker and Charlie Conlon. 


Recalls Sept. 1955 Meeting 


“Somehow, I cannot help but recall a 
meeting held at the Union League Club, 
Chicago, September, 1955. This meeting 
was called after that fatal D-Day of 
July 5, 1955 (‘D’ standing for devasta- 
tion). There were those who thought 
there was a definite place in the surety 
industry for an association known as the 
National Association of Surety Bond 
Producers. On the other hand, there 
were those who thought we had met to 
disband—that it was best to call it quits. 
Some said there wasn’t anything such 
an association could do. They were so 
right as to the rate situation! 

“But I believe that the activities which 
have followed that memorable meeting 
in Chicago have established once and for 
all that there is a place for our associa- 
tion in the surety industry. Surely, an 
organization which has attracted 2° new 
members in the past 12 months is very 
much alive. 

“This association has gone on record at 
numerous times, particularly at the 
Houston meeting in March, 1951, as seek- 
ing the formation of a joint industry 
committee. It has been hoped that the 
formation of such a committee would 
permit us to share each other’s situa- 
tions and opportunities to the extent that 
common good would result for all, 1] 
look with confidence to the day that we 
will have a joint industry committee.” 

In closing Mr. Phillips recommended 
that the three-point program established 
by Dallas Smith a year ago in Wash- 
ington be continued as a permanent part 


(Continued on Page 39) 
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NAII Workshops In New Orleans 
Drew 400 To Hear Panel Discussions 


Auto Property Damage Costs, Agents’ Loss Ratios, Big Topics; 
Speakers Included Louisiana Commissioner Hayes, 
Russell Wilson, Joel P. Ory, W. A. Brooks, Geo. 

A. Peery, John Hosey, R. D. Denton 


New Orleans— Over 400 representa- 
tives of the member companies of the 
National Association of Independent In- 
surers, at their recent workshop meeting 
here, dissected everything from the fam- 
ily auto policy, high loss ratio agents, 
disadvantages of package policies to the 


use of claim count data and formula 
reserves. 

NAII General Manager Vestal Lém- 
mon termed the meeting “by far the 


largest and most successful we’ve ever 
held from the standpoint of both attend- 
ance and participation.” 

The workshop were divided 
into three major areas—claims, under- 
writing, and statistics—with panel dis- 
cussions in each running simultaneously 
during the first day. The second day 
was devoted to a joint session for all 
delegates. 

Remarks of Commissioner 
Rufus B. Hayes 

Commissioner Rufus B. 
Haves, in the only formal address of the 
1 . 0k the occasion to criticize 
the casualty industry for its apparent 
apathy in keeping the public informed 
about the vagaries of the business. “I 
am at a complete loss to comprehend the 
fai part of the insurance 
industry, said, “to properly educate 
the public. It owes a responsibility 
to the insurance-buying public to keep 


sessions 


Louisiana 






on the 


» bo 


failure 


abreast of its problems and particularly 
give reasons for the high cost of in- 
Surance. 

“The entire answer to the situation 


is not found alone in rate increases. We 
must recognize the proposition that un- 
less some preventive measures are taken, 
we will soon find ourselves in the posi- 
commodity for sale 


tion of handling a 
which has been priced completelv out 
of the market,” Commissioner Hayes 


asserted. 
Underwriting Panelists 

Henry L. Moffett, vice president, Se- 
cured Insurance Group, moderated the 
underwriting sessions. Panelists for the 
casualty phase of the program were 
Russell Wilson, president, Casualty Un- 
derwriters; Joel P. Orv, vice president, 
Audubon . Insurance Co.; Robert F. 
Cook, assistant manager, underwriting 
department, Emmco Insurance Co.; Nor- 
val Reamer, underwriting manager, De- 
troit Auto; Paul Edwards, executive 
vice president, Southern Farm Bureau; 
Clyde Cecil, manager, Colorado Farm 
Bureau; and A. E. Kraus, vice president 
of Government Employes. 

W. A. Brooks, vice president, Ore- 
gon Automobile, wound up the session 
with a talk on educating the general 
public on insurance costs. 

Family Auto Policy Discussed 

The Family Auto Policy came in for 
a good going over early in the casualty 
session. It was readily apparent that 
many companies eagerly await revisions 
of this policy which are due May 1 
and which are expected to eliminate 
some of its disadvantages. 

While the relative advantages of the 
policy were passed over as being com- 
mon knowledge, it was pointed out that 
the policy was a boon to many smaller 
companies since it permitted them to 
compete as far as coverage is con- 
cerned. As one panelist put it. “All the 
companies have basically the same cov- 
erage. The print may be a little larger 
or smaller. The Familv Policy gives the 
individual company the right to sav. 
‘Well, we’ve got the same coverage.’” 

Some of the disadvantages noted: 
More coverage to the insured but the 
premium to the company is the same 





as on a basic policy; more detail in- 
volved (for example, the problem of un- 
covering information on other automo- 
biles owned at the time coverage is 
written, which in turn, calls for the at- 
tachment of another endorsement on the 
policy); possible collection problem 
when the policy is expiring (if it is dis- 
covered that there has been a change of 
cars or a second car purchased without 
notification to the company); the prob- 
lem of changing from the Family Policy 
to the basic policy when the insured 
changes from a passenger car to a 
truck. 

Another disadvantage of the policy 
which wasn’t anticipated is the coverage 
afforded for non-owned automobiles fur- 
nished the named insured or spouse for 
their regular use. The example was 
given of a named insured who is em- 
ployed as a policeman and who was 
being protected under his Family Policy 
while driving an emergency car in the 
regular course of his employment. The 
May 1 revisions are expected to take 
care of this problem. 

Behavior of Accident Causers 

That example was cited by Joel P. 
Ory who added, “In my opinion the ex- 
tension of non-owned coverage to rela- 
tives of the insured’s household has gone 
too far. Also, any extension of the policy 
which results in a measurable increase 
in exposure should bear a corresponding 
increase in the premium charged. This 
we did not do with the Family Policy.” 

In discussing the underwriting of to- 
day’s auto risk, Russell Wilson listed 
four clues which, he said, indicated the 
necessity of careful investigation of an 
application: (1) when the insurance is 
applied for in the wife’s name; (2) when 
the named insured is someone other 
than the actual owner; (3) a youthful 
driver exposure covering a high-powered 
convertible; and (4), occupations such 
as bartender, taxi driver, or waitress. 

Mr. Wilson pointed out that these 
four points do not account for cases 
in which accidents are caused through 
the driver losing his temper at passing 
motorists. Other accident causers are 
those who carry their office or personal 
worries with them while driving. 

On Agents’ Loss Ratios 

In speaking of agents’ loss ratios, 
one panelist said his company made a 
complete study of all renewals from an 
agency with a high loss history. If the 
agent’s auto loss ratio for the past two 
years plus the current year exceeds 50%, 
his business is carefully reviewed. It 
has been found helpful to refuse to ac- 
cept any youthful drivers from high loss 
ratio agents, and this edict remains in 
force until the agent’s loss ratio again 
drops below 50%. It has found that high 
loss ratio agents do not review their 
risks at renewal time (barring shock 
losses) and are not too familiar with 
their risks, many of whom are mis- 
classified. 

The company, the speaker reported, 
penalized 20 agents with high loss ratio 
records. For 1956 they had loss ratios 
of 107%. In 1957, the corresponding fig- 
ure was 56.7%. The company manage- 
ment credited the improvement to the 
penalty program. 

Statistical Sessions 

The statistical sessions, moderated by 
George A. Peery, Government Employes 
actuary, covered calendar-accident year 
statistics, formula claim reserves, claim 
count data, and a problem clinic. Panel- 
ists were Don Bradshaw, chief account- 
ant for Colorado Farm Bureau Mutual, 


(Continued on Page 39) 


Pres. W. L. Hays Reports 
On 1957 Operations 


FOR AMER. FIRE & CASUALTY 
Assets Topped $10 Million; Net Gain 


From Underwriting and Investments 
Before Taxes Was $443,992 


A realistic report on 1957 operations 
was made by President Walter L. Hays 
of American Fire & Casualty of Orlando, 
Fla., to stockholders of the company. 
He advised them that despite the un- 
satisfactory loss trends in the fire-cas- 
ualty during the past 
American Fire & Casualty “came through 
satisfactorily, making a small under- 
writing profit—$25,030—and a substan- 
tial profit ($247,604) from its investment 
portfolio. Its combined loss and expense 
ratio for the year was 96.4%.” 

The 1957 financial statement displayed 
in an_ illustrated 
showed total assets of $10,044,874, an 
increase of $449,790. Net 
written (after cancellations) totaled $10,- 
128,605, an increase of $1,459,199 over 
1956, setting a new 


business year 


25-page brochure, 


premiums 


record for net 


premiums written for this 3l-year old 
company, 

Total capital and surplus as of Decem- 
ber 31, 1957, was $2,846,724. Net operat- 
ing income for the year was $202,732. 
On the adjusted earnings basis, net gain 
from underwriting and _ investments, 
before Federal income taxes, amounted 
to $443,992 or $2.22 per share. 

Total reserves stood at $7,198,150 com- 
pared with $6,841,210 in 1956. 

President Hays also reported to stock- 
holders that in January, 1958, an increase 
of 27% in premium writings was made 
and, from all indications, production will 
substantially increase this year. Stock- 
holders passed resolutions commending 
the officers, directors, agents and em- 
ployes on the 1957 results. 


Five Promotions Announced 


In addition to the re-election of all 
directors and officers, five promotions 
were announced as follows: C. Blakey, 
former assistant secretary, now vice 
president in charge of fidelity-surety 
bonds; Billy L. Hays, former assistant 
secretary, now vice president in charge 
of miscellaneous casualty; Harold E. 
Marsolf named vice president in charge 
of education; Thomas H. Rowe, Jr. and 
Robert E. Trapp, promoted to assistant 
secretaries. Background facts on the 
careers of these executives will be 
published in our next issue. 
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Just as puzzling is the public's lack of appreci- 
ation of its responsibility for the dangers of the 
road—physical and economic. 
Agents must do their part in 
each community to bring 
safety on the highway and 
sanity in the jury box. 
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False Front 


And it broke the back of a business—a trusted employee turned 

embezzler. Sure he had an honest face. But unforeseen pressures went to work. 
He cracked. It happens more often than you realize. Sometimes bit by bit 
... sometimes suddenly. Either way, your business may be hard hit, unless you’re 
protected against such type of loss. And you can be... easily. Cover each 
and every employee on your payroll with a blanket Maryland Fidelity Bond. 
See your Maryland agent or broker today. 

Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


A Maryland Fidelity Bond is only one of many forms of Maryland protection for business, industry, and the home. Casualty 
Insurance, Fire and Marine Insurance, and Fidelity and Surety Bonds are available through 10,000 agents and brokers. 





Here is the newest in the series of attention-getting advertisements designed to help 
Maryland agents and brokers sell more Fidelity Bonds. 
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Surety Influence 


(Continued from Page 35) 


ing force for good within the construc- 
tion industry.” 


What the Architect Expects of the 
Bonded Contractor 


Speaking of what the architects have 
come to expect of a construction surety 
bond, Mr. Baer said: “The architect 
feels that bonding a contractor for a 
certain project should provide a number 
of guarantees in advance and should 
assure to the architect and the owner 
that the contractor is able and competent 
to perform the work. The architect 
desires and expects the surety’s investi- 
gation to be in sufficient detail and to 
cover enough points to guarantee that: 

“1. The contractor’s bid amount in- 
cludes enough money to complete the 
project as contracted for. 

“2. He does not have an overload of 
work. 

“3. He has complete supervisory per- 
sonnel available. 

“4. He will employ only reliable and 
well trained workmen. 

“5. He will contract with only the 
best subcontractors and that he will pay 
them regularly and promptly. 

“6. He will perform the work with 
dispatch and in expected order.” 


Surety’s Responsibility on the Job 


Mr. Baer then said that the architect 
also wants to feel that he may turn to 
the surety if need should arise to assist 
him in getting the contractor to employ 
sufficient men or carry out the work as 
called for. This, he added, is_ better 
than declaring him in default. The 
surety should also maintain sufficient 
check on the contractor’s finances to 
assure that his financial status does not 
become impaired in any way during the 
period of construction, and many archi- 
tects, he said, believe the surety actually 
should police contractors’ operations at 
all times. 

“T must state that the surety associa- 
tions,” Mr. Baer said, “have a reputation 
of cooperating in full in all matters 
pertaining to surety bonds. The recent 
conferences on maintenance and per- 
formance bonds for the construction 
industry in which they cooperated and 
participated resulted in the recommenda- 
tion of a new standard bid bond form 
and a number of revisions in the present 
AIA Form 107 which incidently will be 
renumbered when it is reprinted. Mean- 
while, our joint goals are: Greater use 
of bonds with construction contracts, 
particularly in private work; no difficul- 
ties or misunderstandings between surety 
and owner, and more cooperation among 
all parties involved with surety bonds.” 


Col. Newton’s Talk 


The engineer’s view of present and 
future construction plans was presented 
by Col. Carroll T. Newton, C. E., gave 
in graphic detail the history of the 
Army Corps of Engineers. In the early 
1800’s, he recalled, the Corps was the 
only source of engineering skill in this 
country. A training school was estab- 
lished in 1802 at West Point, and many 
of the graduates of that school partici- 
pated in opening up the western reaches 
of the country to navigation and develop- 
ment of water resources. 

As for present and future plans, 
Colonel Newton said that in regard to 
the countrywide responsibility of the 
Corps pertaining to water-resource 
development, “there is a lot of work on 
the books. We currently have a backlog 
of authorized, but unperformed work 
which, when measured in dollars, is 
somewhat greater than the total of all 
work put in place during the 135-year 
history of our civil works program. In 
1927 our backlog of civil works totaled 
only about 400 million dollars. Today 
it approaches 25 times that size. Thus, 
if no new authorization were to be made, 
the Corps of Engineers could keep 
working at a rate of about a half-billion 
dollars a year for the next two decades. 

“However, authorizations cannot stop. 
In our nation of expanding economy 
and population, the Corps of Engineers 


WEST VIRGINIA WARNING 





Commissioner Pearson Says Automobile 
Owners Assn., Inc., Not Licensed 
In That State 

C. Judson Pearson, West Virginia In- 
surance Commissioner, issued a warning 
last week to all automobile owners in 
West Virginia that the Automobile 
Owners Association, Inc., Kansas City, 
Mo., is not licensed to engage in insur- 
ance business in that state. 

Commissioner Pearson stated that his 
office had received numerous inquiries 
from people who have been solicited by 
mail by the company. He pointed out 
that doing business with an unlicensed 
company presents many difficulties as 
the insured does not have the protection 
ordinarily provided by this department’s 
investigation of the financial soundness 
and business reputation of licensed com- 
panies. 

The department has authority to inter- 
cede in behalf of an aggrieved policy- 
bolder if a claim is unjustly refused by 
a licensed company. “We have no au- 
thority to intervene in the case of a 
disputed claim an insured may make 
against an unlicensed company,” he said. 





must satisfy the needs of the nation. 
There must be a concomitant increase 
in appropriations if we are to reduce 
or even keep pace with our backlog of 
work. Each authorized project in this 
backlog represents a thoroughly investi- 
gated need which has passed the close 
scrutiny of the Corps of Engineers, the 
Bureau of the Budget, and the Con- 
gress.” 


Military Construction Program 


After tracing the program of the 
Corps in various sectors of the country, 


Colonel Newton touched on military 
construction, “As the construction agency 


for both the Army and the Air Force, 
the Corps of Engineers administers a 
construction program that has aggre- 
gated, since the Korean incident, about 
1% billion dollars a year,” he stated. 
“This construction program, here in 
the United States and in the far-flung 
corners of the free world, has been a 
challenge to the construction industry, 
a challenge they have met with their 
usual ingenuity and expedient dispatch. 
With the advent of the _ space-age, 
weapons systems, countermeasures, active 
and passive defense systems, the engin- 
eering and construction potential of the 
Corps of Engineers is being applied. 
Billions of dollars and millions of hours 
of construction talent will be required 
in the next few years in line with missile 
and related programs, not to mention 
the continuing need for improving base 
and housing facilities at Army and Air 











Cmitl Will Be Happy fo Se You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 

Near Ann St#., N. Y. 
Phone: WOrth 2-2514 
Firm charge accounts welcome; also member 


of Diners, Esquire and Gourmet Charge Clubs. 
EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL STREET 
Near Malden Lane, N. Y. 
Phone: Digby 4-2348 








La. “Direct Action” Statute 
Involved in New York Case 


The New York Court of Appeals on 
April 1 heard argument in the case of 
Morton vs. Maryland Casualty Co., which 
has engaged the attention of the casualty 
industry countrywide. The basic question 
before the Court was whether a plaintiff 
injured in Louisiana may, in an action 
in a New York State Court, directly sue 
a liability insurer without first reducing 
the claim against the insured to judg- 
ment. The policy was issued in Louisiana 
to an insured of that state. 

The suit is based upon a 
statute which permits a person injured 
in Louisiana to bring suit directly against 
a liability insurer in specified parishes 
within the state. The New York Cour: 
of Appeals has never before been called 
upon to determine the “extra-territorial” 
effect of the Louisiana “direct action” 
statute. 

The plaintiff is appealing from a 3-2 
decision of the Appellate Division, Sec- 
ond Department which held that the 
Louisiana statute is not enforceable in 
the New York court. The case is re- 
garded as especially significant because 
subsequent to the Appellate Division 
decision, the United States Court of 
Appeals for the Second Circuit in the 
case of Collins vs. American Automobile 
Insurance Co. decided that the Louisiana 
“direct action” statute could be the 
proper basis of a suit in a Federal Court 
in New York State. 

The Association of Casualty & Surety 
Companies and The National Association 
of Independent Insurers, represented by 
James B. Donovan of Watters & Don- 
ovan, New York, and the American 
Mutual Insurance Alliance, represented 
by Theodore Hetzler, Jr., have filed a 
joint brief with the New York Court of 
Appeals as amici curiae, declaring that 
the plaintiff should be required to pursue 
his ordinary legal remedy in the state 


Louisiana 
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Harold G. Evans’ Answers To 


Auto Insurance Problems 


Harold G. Evans, president, American 
Casualty, in an address at the Pittsburgh 
“1” Day recently, presented a thorough 
study of the great problems of auto- 
mobile insurance losses. Mr. Evans’ 
remarks were printed in some detail in 
the March 28, issue of The Eastern 
Underwriter. 

He expressed his belief in a solution 
through flat territorial demerit rating 
limiting the number of rate classifica- 
tions, and the setting up of a new basic 
class. 

Mr. Evans _ proposed 
premium allocation : 

“Basic rates should provide 66% for 
losses and loss expense, 20% for com- 
mission and other company production 
and field expenses, 6%% for total ad- 
ministrative and general expenses, 3% 
for taxes, and 4.75% for contingencies 
and profit. 

“Credits from basic rates of up to 15% 
should be permitted, using otherwise 
uniform classifications. This should per- 
mit free competition, and allow any sav- 
ings in expenses, commissions, or under- 
writing to be passed along to the public. 

“Commissions, as in the past, should 
be a matter of bilateral agreement be- 
tween companies and agents, although 
rates anticipate total acquisition ex- 
pense of 20% applicable to all private 
passenger automobile liability business.” 


the following 


Continuous Form Policies 


Companies, he said, if requested by 
agents, could provide continuous form 
policies and handle collections directly 
on that portion of the business readily 
amenable to class underwriting, enabling 
full advantage to be taken of electronic 
data equipment. The agent would thus 
be relieved of office detail and be free 
to study and service, and develop addi- 
tional business so vital to a_ health 
agency. Ownership of renewals would 
not be affected, he added. 

Mr. Evans further stated that flat 
single limits should be applicable to both 
B.I. and P.D. coverages. The policy 
would provide that a sum equal to 10% 
of the liability limits selected, not to 
exceed $10,000, would be applicable to 
medical payments when purchased. 
Cents should be rounded out to even 
dollars to allow further simplification. 

“The automobile situation is critical,” 
Mr. Evans concluded. “It requires con- 
certed action by a thorough recognition 
on the parts of agents, Insurance De- 
partments, bureaus, the public and the 
companies, that a serious problem does 
exist, and that a sustaining cooperative 
effort toward its solution is needed on 
an absolutely unselfish basis.” 





Brescia Joins L. A. Office 
Of Buffalo Insurance Co. 


Anthony J. Brescia has joined the 
Pacific department of Buffalo Insurance 
Co., as casualty supervisor. His office 
will be in Los Angeles. 

Mr. Brescia was formerly with the 
Liberty Mutual as service manager and 
was a casualty underwriter with the 
Michigan Mutual in their New Haven 
office. He spent three years with the 
General Insurance Co. of America in 
Los Angeles as Casualty supervisor. Mr. 
Brescia is a graduate of Fordham 
University. 
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NAIL Workshops 


(Continued from Page 36) 


National 
actuary, 


Robert C. Willis, secretary, 
Mutual, and Phillip B. Kates, 
Southern Fire and Casualty. 

Several company representatives de- 
tailed their bases for determining claims 
reserves. One advantage of the formula 
over the individual case method is that 
it permits the claims man to spend 
more time settling claims instead of 
sitting around trying to guess what a 
cliim is going to cost. It was also 
noted that the formula reserve system 
provides a pretty good check and elimi- 
nates much guess-work. It was sug- 
gested that there is a lot of work in- 
volved in getting the necessary averages 
and keeping up to date (most large 
volume companies use a “moving” aver- 
age) and that, as a result, the individual 
case method was probably more eco- 
nomical for a small company with a 
limited operating territory. 

The discussion of the reporting and 
value of claim count data was especially 
timely because beginning with the 1958 
call covering the 1957 policy year, the 
number of claims in all states on auto 
experience will be reported. This, it was 
pointed out, will permit computation of 
average loss and loss frequency which 
are the components of pure premium. 
Thus, it will be possible to determine 
if a change in pure premiums, whether 
it be up or down, is due to a change in 
frequency, or severity, or both. 

Claims Session 
claims vice pres- 
ident, M.F.A. Mutual, presided during 
the claims workshop session which 
opened with a panel discussion on the 
independent adjuster. 

Robert D. Denton, vice president, 
Wolverine, was the moderator. Panel- 
were Woodson W. Bassett, Jr., 
claims attorney, Southwest Casualty; 
Max Wier, claims attorney, United 
Services Automobile; Robert D. Batjer, 
of R. D. Batjer Claims Service; and 
H. B. Wellborn, of H. B. Wellborn and 
Co. 

The panel covered the principles gov- 
erning adjusters, their functions, and the 
involved as well as some of the 
problems encountered by companies 
when using independent adjusters. 

This was the first time the independ- 
ent adjusters had appeared on the NAII 
workshop agenda but audience reaction 
was favorable. Many people suggested 
that this be made a permanent feature 
of the meetings since it was conducive 
to better liaison between company and 
adjuster. 

The afternoon panel addressed itself to 
the problem of evaluating automobile ma- 
terial damage with particular attention 
being paid to training personnel. Moder- 
ator was W. H. Hale, vice president, 
Permanent Insurance Co., and panelists 
were Samuel E. Keene, director of claims 
training, Nationwide Mutual; R. C. 
Borntrager, assistant claims  superin- 
tendent, Emmco Insurance Co.; and 
John Hosey, material damage director, 
Allstate. 

_ Mr. Borntrager said that in the ad- 
justment of material damage claims, he 
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President Of NASBP 


(Continued from Page 35) 


of NASBP’s activities. These points 
Were membership enlargement, closer 
collaboration and cooperation with NAIA 
and NACSA, and working in close har- 
mony and understanding with Surety 
Association and Association of Casualty 
& Surety Companies. 

Mr. Phillips added a fourth plank 
for 1958—public relations—and reflected 
the opinion of his association when he 
Said “it is high time that something be 
lone by the surety industry in this field.” 
e invited and solicited suggestions from 
NASBP members on_ public relations 
that would be beneficial to the associa- 
tion and its individual members. 
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had found that prior to getting into a 
training program, you could . classify 
men as either estimator adjusters or 
car checking adjusters. Mr. Keene sug- 
gested that the latter group be known 
as “tire kickers.” 

The tire-kicking adjuster, it was as- 
serted, was the same type of person who 
would go into the field after attending 
a company meeting which proved to him 
that some changes were necessary and, 
as a result of this meeting, would at- 
tempt to chisel a $10 or $15 reduction 
from the repairman so he could show 





not enough for an adjuster to have a 
general knowledge of the construction 
of an automobile. This was attested to 
by one wag in the audience who said 
that before instituting training pro- 
grams, he had adjusters who didn’t know 
enough about their own cars to keep 
them running, let alone adjust material 
damage claims. He said that if the car 
stopped for any reason, they looked 
under the hood. If the motor was still 
there, they were stumped. 


Joint Session 


ance Information’ Service, Dallas, spoke 
on the causes and implications of grow- 
ing automobile insurance losses. Using 
slide films, he showed the relationship 
between trends in cost factors and in- 
surance rates. 

Alan MacLean, claims manager, De- 
troit Automobile Inter-Insurance Ex- 
change, moderated a panel discussion 
that concerned the influence of auto- 
mobile styling on material damage claim 
costs. Panelists were R. J. Bartrum, 
claims vice president, State Farm Mu- 
tual; Daniel N. Tanner, Jr., chief assist- 








his examiner or supervisor that he was At the joint session on the final day ant claims manager, Detroit Auto; and 
interested in reducing claims costs. of the meeting, F. Darby Hammond, William P. Henderson, president, Hen- 
It was also pointed out that it was executive secretary, Southwest Insur-  derson Tire Co., Detroit. 
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In early € 
the town. crier represented 


United States Fidelity & Guaranty Co., Baltimore 3, Md. 


















Colonial times, 


, protection. to the community: 
‘Today we satéguard 
ourselves with insurance. 
Because of its importance 


you should select 
and consult an. 
independent 
insurance agent 
or broker as 

you would your 
doctor or 
lawyer. 


Casualty-Fire-Marine 
Insurance ¢ Fidelity- 
Surety Bonds 


© Fidelity Insurance Co. of 


Canada, Toronto ¢ Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 











U.S.F.&G. AGENTS 


This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK .. . designed to increase your 
prestige with the insuring public. 
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Accidents Health 








Dr. Kiefer Now Heads 
Nat’l Health Council 


EQUITABLE MEDICAL DIRECTOR 





Succeeds Basil O’Connor; Sees Need of 
Strengthening Essential Local 
Health Services 





Dr. Norvin C. Kiefer, chief medical 
director, Equitable Society, is the new 
president of National Health Council. 
He succeeded Basil O’Connor to the 
NHC post at the National Health Forum 


in Philadelphia held last month. 
modern 


In commenting on industry’s 





DR. NORVIN C. KIEFER 
role as a major investor in health serv- 
ices Dr. Kiefer said even traditional 


public health programs are being active- 
ly supported by management and labor. 
As examples he pointed to the recent 
nationwide polio and Asian flu vacci- 
nation programs, a substantial part of 
whose cost, Dr. Kiefer said, was borne 
by industry “through direct industrial 
medical services, or, more commonly, 
by payment of private physicians’ fees 
through Industrial Group insurance 
benefits.” He added that 90 million 
American workers and dependents now 
have some form of health care insur- 
ance provided by Industrial Group poli- 
cies. 

Without full attention to all the 
health needs of a family, the Equitable 
official warned, and “without successful 
provision of well-balanced health serv- 
ices to the community, and to the neigh- 
borhoods that nurture it, an active state- 
wide program is of quite limited value 
and a nationwide program is largely 
meaningless,” he said. 

As for the future, Dr. Kiefer stressed 
that “where stakes in human welfare 
and money are so high, mutual under- 
standing and cooperation must be se- 
cured. Otherwise, the hoped-for friend- 
ship between industry and health serv- 
ices may turn into a tragic conflict in 
which both almost certainly will be 
hurt.” And he suggested that the Na- 
tional Health Forum, which provides a 
central means for member organizations 
to discuss their problems, will in 1959, 
provide an ideal medium for considering 
ways and means to secure such coopera- 
tion. 

Health Departments Must Realize 

Responsibility 

Another Equitable spokesman at the 
forum was Howard Ennes, director of 
the Society’s Bureau of Public Health. 


Continental Casualty 

A.&H. Branch Managers 
ANNOUNCED BY L. C. MORRELL 
C. Joseph Bowdring Named to Chicago, 


Eugene R. Crain in St. Louis, and 
Hugh M. Harrison Detroit 








Continental Casualty has announced 
the appointment of A. & H. branch man- 
agers for its offices in Chicago, Detroit 
and St. Louis. The appointments were 
made known by Louis C. Morrell, first 
vice president. 

C. Joseph Bowdring, formerly A. & H. 
manager in St. Louis, has been named to 
that position in Chicago. Succeeding Mr. 
Bowdring in St. Louis is Eugene R. 
Crain, formerly executive special agent 
for the aviation accident division in St, 
Louis. 

Hugh M. Harrison has been named as 
A. & H. branch manager in Detroit. Mr. 
Harrison had formerly been assistant 
superintendent of Continental Casualty’s 
commercial division. 

A native of Chicago, Mr. Harrison re- 
ceived his B. A. in Economics from 
Loras College, Dubuque, Ia. He joined 
Continental in 1952 and was soon pro- 
moted to midwestern regional sales man- 
ager, 

A native of Columbus, O., Mr. Crain 
attended Ohio State University. Before 
joining Continental in 1955 he was office 
manager for Balfour, Guthrie & Co. 

Mr. Bowdring attended Brown Univer- 
sity, graduating with an A.B. in Eco- 
nomics in 1952. Previously he had spent 
two years with the Naval Air Corps in 
Alaska and the Caribbean. 

Before joining Continental in 1953, Mr. 
Bowdring had been with Goodyear Tire 
& Rubber Co. He joined the company 
in the New York branch office as a 
special risks fieldman, and has wide ex- 
perience in that and other specialty 
lines gained in the Boston and New York 
Metro branch offices and the Chicago 
home offices of Continental. 


Set April 7 for FTC Ad. 


Cases in Supreme Court 


Arguments in the Government’s ap- 
dismissals of 





peal from Circuit Court 
Federal Trade Commission cease and 
desist orders against two insurance 


companies have been set by the Supreme 
Court for the week of April 7. 

The high court has agreed to review 
decisions by the Fifth and Sixth Circuit 
Courts setting aside FTC orders pro- 
hibiting A. & H. advertising of National 
Casualty, Detroit, and American Hos- 
pital and Life, San Antonio, held to be 
false and misleading by the Commission. 

The lower courts ruled that the Mc- 
Carran Act precludes FTC jurisdiction 
except in those states which do not 
have statutes regulating deceptive ad- 
vertising. 





He was elected chairman of the 77- 
member organization of the national 
advisory committee on local health de- 


partments. 
Mr. Ennes said that “some of our 


more reluctant health departments must 
come out of their musty basements and 
exercise their responsibilities in collabo- 
ration with other government agencies 
and before political powers. As a prac- 
tical matter, how community planning is 
accomplished, where and what kind of 
roads and houses are built, have direct 
and immense significance for public, in- 
dividual and family health.” 

The Equitable, a sustaining member 
of the National Health Council, was 
instrumental in organizing the Health 
Career Horizons project in 1955. 


Speakers Chosen for 
IAAHU Convention 


TRAViS WALLACE IS KEYNOTER 





V. J. Skutt, James E. Powell, and J. 
Edward Day Also on _ Program; 
Attractive Tours Arranged in L. A. 





Program of the 1958 convention of the 
International Association of Accident & 
Health Underwriters has been an- 
nounced. Highlight of the gathering in 
Los Angeles, June 10-14, will be the 
presentation of the Harold R. Gordon 
Memorial Award to the “A. & H. Man 
of the Year” at the convention banquet 
on June 14. Travis T. Wallace, president, 
Great American Reserve, Dallas, will 
deliver the keynote address, June 12. 

The organizers in Los Angeles stress 
the extra-curricular aspects of the con- 
vention. There will be visits to a movie 
studio, Marineland, to Anaheim where 
Disneyland is located, and trips to 
Laguna Beach, Santa Barbara Mission, 
and San Juan Capistrano Mission. A six- 
hour journey will take conventioneers to 
Las Vegas. Tickets have been reserved 
for a National League ball game—Los 
Angeles Dodgers versus Pittsburgh—on 
June 13. 

The arrangements committee, headed 
by General Chairman Richard Dutwiler, 
have also shopped the market to get 
special money-saving deals on_ post- 
convention trips to Hawaii. Details on 
these can be had through the IAAHU 
office in Chicago. 

Following the keynote address of Mr. 
Wallace on June 12, the “Role of Dis- 


ability Insurance in the Business Con- 
tinuation Plan” will be discussed by 
Robert Brown, CLU, Pacific Mutual Life. 


Industry Workshop 


An industry workshop under the 


chairmanship of James E. Powell, vice 
president, Provident Life & Accident, 
will feature Travis Wallace, and V. J. 


chairman of the 
Jenefit Health & 


Skutt, 
board of 
Accident. 

Occidental Life of California, and 
Pacific Mutual Life, have scheduled 
receptions on the evening of June 12. 

The leading Producers’ Round Table 
breakfast June 13, will commence at 
8. am. The IAAHU Council will meet 
from 9:30 until noon. J. Edward Day, 
vice president of The Prudential, is 
scheduled to make the luncheon address. 

Participants in the afternoon “Asso- 
ciation Workshop” are James R. Wil- 
liams, vice president, Health Insurance 
Institute, and E. H. O’Connor, managing 
director, Insurance Economics Society. 

The general sales meeting will be 
held on the morning of June 14. Among 
the speakers are Herman Ford, CLU, 
Southland Life, Sig Struttrep, Mutual 
Benefit Health & Accident, and D. S. 
Liggett, assistant vice president, Pacific 
Mutual Life, who will speak on “Small 
Group”. 

The new IAAHU 
during the afternoon. The convention 
banquet commences at 7 p.m. Entertain- 
ment will be by the well-known Russell 
Arms. The new officers will be pre- 
sented, then the “A. & H. Man of the 
Year” will be announced, and presented 
with the Harold R. Gordon Memorial 
Award. 


president and 


Mutual 


3oard will meet 





GAIN EMPLOYERS’ GROUP AWARD 
The Employers’ Group in conjunction 
with their nation-wide Legion of Safety 


program, recently presented to the 
Polaroid Corp. of Cambridge, Mass. a 
plaque for an outstanding industrial 


safety record of more than 1,000,000 man 
hours of productive work without a dis- 
abling injury. 





NAMED REGIONAL SUPERVISOR 

General Accident Fire & Life has ap- 
pointed Richard W. Meister as regional 
supervisor for its A. & H. department 
in Chicago. He will have responsibility 
for A. & H. production in Illinois and 
neighboring states. 


Supt. Wikler Reports 
On Year-Long Survey 


MEDICAL CARE INSURANCE 


ee aC, 


ON 
Finds 





Needs of Older Persons Have 
Been “Largely Unmet” in 
New York State 





New York Superintendent of Insur- 
ance Julius S. Wikler announced March 
31 that the Insurance Department’s re- 
port on a year-long study of the prob- 
lem of providing adequate medical care 
insurance to older persons has_ been 
completed and is available in published 
form. 

Conducted under the direction of F, 
Roger Downey, administrative assistant 
to the Superintendent, the study’s find-} ,, 
ings, conclusions and recommendations] »,, 
are contained in a 215-page document] ( 
entitled, “Voluntary Health Insurance] ), 
and the Senior Citizen.” 

In transmitting the report to Governor 
Harriman, the Superintendent stated an 
that: “The subject matter of this report] a 
has special significance today because of] co 
the widespread acceptance of the prin-} w 
ciple that our modern society must as-| th, 
sume the responsibility for maintaining] fo 
the health of its senior citizens and that, 
wherever possible, this responsibility 
should be discharged through the mech- 
anism of voluntary health insurance.’ be 

The document makes available for the] ab 
first time comprehensive morbidity tables} ,¢ 
on hospital expense, surgical expense and} _ 
in-hospital doctor visits coverage. Thus ?™ 
underwriters seeking to devise new pro-| PT 
grams for the extension of medical care dis 


on a sound actuarial basis will find 41, 
these tables of great value. 

ren 

Percentages on Coverage a) 


The Insurance Department's investigaj 1 
tion indicated that about 80% of Newee, 
York State’s residents had hospital ex 
pense insurance in 1956; close to 709° 
were covered for surgical benefits ; abou 
one-half had some form of medical ex{the 
pense insurance covering doctor visit#tra, 
and a little over 10% were insured unde 
the new major medical expense type 0 
policy which provides reimbursement fo 
a comprehensive range of medical cargtert 
services. M 

The report, however, states that “whild 4 
the growth of voluntary health insuraned’ 
has been impressive, the needs of Ne 
York State’s citizens 65 years of agqcau: 
and over are largely unmet. Only aboufThe 
35% of the State’s senior citizens hav4ji;, 
hospital insurance and an even smalleg. ’ 
proportion are covered by some form of!°™ 


medical care insurance.” men 
Group A. & H. Findings , my 
se 


In Group insurance, the predominan 
form of voluntary coverage today, “pro 
vision for continuation, after retirement 
of hospital expense and surgical cover} TI 
age” the report finds, “is made for aplhaye 
proximately one-third of the employe}, 
so covered. About 22% with Group pro|?°"* 
tection have the right of conversion t W 
individual policies on retirement but altime 
substantially higher premium rates. Itecti 
the field of individual insurance, littl{to 
more than one per cent of all healtlagair 
insurance policies are non-cancellable ofwhic 
guaranteed renewable for life.” than 

The report therefore concludes thajon | 
the problem of medical care protectiogmort 
for older persons is still largely unsolvefhoul 
with no provision currently being mad) “M 
for continuation of coverage for abougickn 
two-thirds of the working population Dne 
New York State. And 

The Department’s study cautions thatand 
“The development of a comprehensivfance 








and effective program of  voluntarfhan 
health insurance for all of our seniqiowe 
citizens will require more than tipe ci 


sanction. of government and the willing ime 
ness of the insurance industry. Its sufr in 
cess will ultimately depend upon t ayin 
understanding and vigorous support giv@aid 
to it by the employers, the labor orgaipre 1 
izations and the working people of offance 
State.” pany 
Copies of the report are available froptemi 
the New York State Insurance Deparf'st li 
ment, 324 State Street, Albany 1, N. }"sura 
at $1.25 per copy. efunc 
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that company’s leading general agency. 


Non-cancellable A. & S. insurance has 
been described as the “Cadillac of dis- 
ability insurance coverage”. This type 
of protection is primary insurance which 
protects against economic death. It 
provides the broadest protection against 
disability in the form of monthly income 


will fingdand is non-cancellable and guaranteed 


renewable by the insuring company until 


age a definite termination date. 
investigay The “non-can.” contract is broad, 
% of NeWelean and clear. It contains guarantees 


yspital ex 
se to 70% 
fits; abou 
1edical ex 
ctor visit 
ired unde 
se type 0 
sement fo 
adical car 


that “whild 
1 insurancd 
Is of New 
irs of 
Inly abou 
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en smalle 
ne form 0 
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policies. 
the non-can. policy is a 
tract. Once you have it, 
pay your premiums on 


similar to those found in life insurance 


Like the life insurance policy, 
unilateral con- 
so long as you 
time, no one 
can take it away from you until the 
termination date. 

Many field men, whether they be life 


wents or general insurance brokers tell 


me that they cannot sell non-can. be- 
ag(cauise it costs too much in premium. 


The sale of insurance, whether it be 


life, Accident and Sickness, or property 
forms, depends almost entirely on the 
mental attitude of the salesman. 
a negative mental attitude, no one can 
sell any kind of insurance coverage. 


With 


Sales Method Used Successfully 


The following method is one which I 


de for aPfhave used successfully to sell non-can. 


» employe 
Group pro 
iversion t 


personally and for our brokers: 


When I see Mr. Suspect for the first 


ent but altime and have convinced him of pro- 


. rates. Ittecting 


his greatest asset—his ability 





ance, littl 
all healt 
icellable o' 







to earn income by his own efforts— 


gainst the contingency of disability 
which is greater at practically every age 


than the contingency of death or fire 


‘udes thalon his home during the term of his 


protectiof 
ly unsolve 
yeing mad 

for abo 
pulation 4 


ortgage, and he asks what kind he 
hould buy I say: 

“Mr. Suspect, there are two kinds of 
ickness and accident income protection. 
ne is called commercial or cancellable 


pnd the other is called non-cancellable 


itions thatand guaranteed renewable. 


iprehensiv 

volunta 
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the willing 
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Under the 
ancellable type, the premium is lower 
han under the non-cancellable_ type. 
owever, as the name implies, it can 
e cancelled by the company at any 
ime except while a claim is being paid 
br in some cases during the premium 
aying period, if premiums have been 
baid for a year. The policy provisions 
pre not as broad as under the non- 
ancellable type and the insuring com- 
pany can, whether or not you pay your 
bremiums on time, cancel your policy 
ust like they can cencel your automobile 
Nsurance or your fire insurance and 
efund the unearned premium. 


Selling Non-Can. A. & H. In Today’s 
Market In N. Y. Has Rich Rewards 


By WitiiAM HarMeLin 
Supervisor, The Harmelin Agency, New York 


The author of this timely article is well qualified to discuss non-cancellable A. & H. 
from the sales standpoint. His agency in New York, representing C ontinental Assurance 
as general agents—ranked No. 1 countrywide last year in production of non-can in that 
company, and Mr. Harmelin personally sold a sizable volume of this business. Having 
qualified for the 1958 Million Dollar Round Table, he is now a life member of this 
group. And for the past nine years he has won the National Quality Award. 


Approaching his 25th year in the insurance business, Mr. Harmelin is now associated 
with his brother, David, and together they make a production team which is attracting 
nationwide attention in Continental Assurance circles. For many years prior to their 
Continental appointment last year they represented Columbian National Life, being 


“Bill” ‘Harmelin’s forte is education. He is currently chairman of LUTC’s sickness 
and accident courses, taught the pilot A. & S. course for LUTC in 1956, and is also 
a case and text contributor to its A. & S. course. He served on NALU’s disability 
committee in 1956-57 and is now chairman, disability insurance committee of Life Under- 
writers Association of New York. He is also on its board of directors. Active also in 
the Life Supervisors Association of New York, he was choice of its past presidents 
for the 1957 designation of “Supervisor of the Year.” 


“The insuring company also has the 
right to exclude protection against a 
disability which occurs after the insur- 
ance is in force. For example, if you 
were to develop an ulcer or heart con- 
dition after the policy is issued which 
disables you for a period of time, the 
insuring company would pay the claim 
(provided it were not pre-existing the 
date of the policy) for the period 
of disability. If you recover, the insur- 
ance company would have the right to 
either cancel your policy or place a 
restrictive rider on that policy which 
would not cover you for this same dis- 
ability in the future. 

“This is not possible on a non-can- 
cellable policy. Even where there is a 
pre-existing condition, if it is discovered 
after the incontestability period of two 
years on a non-can. policy, the company 
must pay the claim. Once the insurance 
has been issued, it belongs to you. As 
a matter of fact, even if you were to 
make some misrepresentation, which I 
am sure is not the case, your policy 
would not become void. Like your life 
insurance, it contains an incontestability 
clause meaning that after it has been in 
effect for two or more years, the policy 
cannot be contested on any grounds 
provided your premium is always paid 
on time. 

“As you know, you get only what you 
pay for and the reason the cancellable 
type is so cheap is because the benefits 
are not as broad as those offered by the 
non-can. type.” 


Excerpts from B. B. B. Brochure 


The following is extracted from Facts 
You Should Know About Accident and 
Health Insurance, a brochure published 
by the Better Business Bureau: 

“Even though you have no knowledge 
of an existing illness at the time you 
take out a policy, your claim may be 
refused if later there is evidence which 
clearly indicated that a condition pre- 
dates the effective date of the policy. 
For example, you cannot get fire in- 
surance that will cover a house already 
on fire, regardless of whether or not 
you know the blaze has started.” This 
would apply to the cancellable type 
policy but not to most non-cancellable 
policies after the incontestability period 
is over,” 

The reason I go into this description 
of non-can. and cancellable is because 
in this manner I minimize the chances 
of a call from Mr. Suspect after the 
sale has been consummated about the 
plan his neighbor bought which is 
cheaper and gives such wonderful bene- 
fits. As your readers know, there are 
more different policy forms in the in- 
come protection field than in any other 
phase of insurance, bu the policy pro- 
visions are what determine premiums. 

Even though I feel strongly about 
selling non-can. almost exclusively, there 


WILLIAM HARMELIN 


is a definite place for cancellable insur- 
ance in our industry. 


Exchange of Correspondence 


The following represents an exchange 
of correspondence with one of the most 
outstanding people in the disability field: 

“Bill, I can’t share your aversion to 
Commercial A. & S. It would be nice 
if everybody could own non-can. It 
would also be nice if everybody could 
own permanent forms of life insurance. 
However, adapting ability to pay to needs 
in a life insurance program, it is often 
necessary to use term insurance. Just 
so, in doing the same thing with A. & S., 
it is often necessary to use commercial 
—which is the term insurance of the 
A. & S. field. Term life insurance has 
dangers; so does commercial A. & 
However, isn’t it better to give the 
prospect that type of coverage if it is 
all he can pay for, than to deny him 
any coverage at all simply because of 
the inherent dangers in the form? My 
own program wouldn’t he as solid as 
it is if I didn’t employ Commercial 
A. & S. as well an non-can.” 

“There are three types of disabilities 
a man can suffer: (1) One time dis- 
ability—broken leg, case of pneumonia, 
or the like. No good company issuing 
commercial A. & S. will ever cancel out 
because of such a claim. (2) Permanent 
disability—polio, an automobile accident, 
or the like. Again, in this case, Com- 
merciai A. & S. is perfec*ly good pro- 
tection because while the company can 
cancel, it is still on the claim for the 
limits of the policy (and remember that 
only Commercial A. & S. offers lifetime 
coverage for disability from sickness). 
(3.) Recurring disability—heart attack 
or the like. Here it is legitimate fo 
cancel and non-can. is the only good 
protection. 

“Out of the three kinds of disabilities 
which can occur, two of them can be 
adequately covered by commercial in- 
surance. Think how much more you 
can do in a man’s program if you use 
Commercial to cover that type of dis- 
ability and non-can. to cover the one type 
that commercial is not a safe type of 
protection for. 

“In programming, it is often necessary 
to use term if you are going to use 
a good, professional job protecting the 
man. You have to make sure he under- 
stands the limitations of term (or com- 
mercial) and that he changes to a per- 
manent policy form as soon as he can 
afford it. To leave him unprotected, 
however, simply, because you do not 
like Term insurance is, to me, very un- 
professional.” 

Analogy Not a Proper One 

The following is extracted from my 
reply: 

“There is a good deal to what you 
say about commercial income A. & 
However, I do not believe the analogy 
with term insurance is a proper one, 
since that is rental property which can 
be converted as a contract right within 





the convertibility period. That is hardly 
true of cancellable insurance unless you 
can furnish satisfactory evidence of in- 
surability. 

“T discussed this problem with a num- 
ber of men who were grounded in the 
life insurance business like myself and 
the majority share my fear of selling 
cancellable insurance. However, that 
does not mean that our reasoning is 
sound particularly in view of your per- 
sonal insurance program as well as the 
very effective arguments used in your 
letter. My own A. & S. is all non-can. 
and it gives me a little more peace 
of mind than a cancellable contract. 
However, I believe that I will offer 
commercial insurance as an alternative 
in the future, because it is better, for 
someone to have some insurance rather 
than none. It is certainly true that 
when a claim arises the only policy that 
is worth anything is the one that is in 
effect.” 

In January of 1956, one of the major 
life insurance companies, which had 
been issuing cancellable or commercial 
disability income insurance since 1951, 
discontinued issuing such policies and 
began to merchandise non-cancellable 
income protection only. The following is 
a quotation from their announcement on 
discontinuing their cancellable lines: 


Why One Company Writes Only 
Non-Can. Now 


“With the introduction of the new 
line of guaranteed renewable policies, 
commercial A. & S. policies will no longer 
be issued by the company. The principal 
argument that might remain for con- 
tinuing to offer commercial policies 
would be that such policies could be 
offered at generally lower premiums. 
However, the lower rates generally 
applicable to commercial policies have 
developed in the industry on a basis 
which definitely contemplates that a 
company will discontinue insurance on 
lives that become impaired. In fact, 
this is the main reason for the premium 
differential between commercial policies 
and policies under which a company does 
not have the right to refuse renewal. 
However, it is likely that many com- 
mercial A. & S. policyowners may not 
fully understand this feature of their 
policies, and refusing renewal for a 
policyowner whose health has deterio- 
rated may cause a very serious public 
relations problem.” 

My average disability income sale 
(whether it be personal or with one of 
our brokers) requires about 15 minutes 
during which time I either make the 
sale or don’t. Our average premium 
runs between $250 and $300 per year 
and since we sell solely non-can. that 
means the producer earns between $100 
and $120 of first year commission on 
every sale. For 15 minutes of work, that 
represents a very high rate of income. 

If I were to sell a minimum of 10 
policies a year, with an annual premium 
of only $250 per policy, which is con- 
servative for me, the following is what 
I would earn on the usual 40% first 
year and 10% renewal for 9 years basis: 





Year Income 
) es eo) ee $ 1,000 
eee hie 808 1,250 
A Ee AI th 1,500 
Yee a ey ae 1,750 
bag Ca, Ay eee 2,900 
ee PREP Pe eee 2,250 
File ele aed e ee eS 2,500 
SA ee ee kee 2,750 
eh Mes weddae 3,000 

OGG a ee 3,250 
‘Fate asceees:' $21,250 


This would be sufficient to pay for 
the college education of my son and 
daughter, even if I were to anticipate 
a 25% lapse ratio which would reduce 
this amount to approximately $15,000, 

Even though personal production is a 
minor part of my work. I have sold 
$1,000 of non-can. premium so far this 
year and with a minimum of effort. In 
the next installment, I shall discuss some 
selling techniques, case histories, and 
present an analysis of non-can sales 
made by one of the major life insurance 
companies selling non-can. in the New 
York market. 
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(Continued from 


will consider the question of government and June. 


controls and regulation. Donald McHugh, 
counsel, Senate Judiciary Anti-Trust & 
Monopoly Subcommittee, will outline 
“Congressional Thinking on Investiga- 
tions of the Insurance Industry.” The 
purpose and effectiveness of state regu- 
lation will be explained by Joseph A. 
Navarre, Michigan Insurance Commis- 
sioner, who is NAIC president, and 
Victor R. Hansen, Assistant Attorney 








- Greenley Elected V. P. 

Casimir Z. Greenley, director, insur- 
ance and safety, International Minerals 
& Chemical Corp., Chicago, IIl., has 
been elected vice president in charge of 
the AMA’s insurance division, it is 
announced by Lawrence A. Appley, 
AMA’s president. 

Mr. Greenley will fill the unexpired 
term of Frazier S. Wilson, executive 
vice president, Stewart-Smith (Illinois) 
Inc., Chicago, which will end Sept. 30. 
He has been a member of the insurance 
division’s planning council fer three 
years. 








General of the United States in charge 
of Anti-Trust Division, Department of 
Justice, will analyze the relationship of 
current investigations to anti-trust laws. 

Other topics to be covered at the three- 
day meeting include “What Is Manage- 
ment?” by John B. Joynt, vice president, 
New York Central System; “How to 
Present Your Program” by Malcolm 
Shaw, vice president, The Cincinnati 
Enquirer; “Controlling the Cost of Un- 
employment Compensation” by Russell 
L. Hibbard, director of unemployment 
and workmen’s compensation, General 
Motors Corp.; “Credit Insurance—Its 
Relation to the Current Economic Situa- 
tion” by James L. McCauley, executive 
vice president, American Credit Indem- 
nity Co.; “The Worth of Loss Preven- 
tion Services,” a panel discussion moder- 
ated by J. C. Cristy, insurance manager, 
The Upjohn Co., Kalamazoo, Mich., and 
“Business Interruption and Extra Ex- 
pense” to be presented by Rudolf S. 
Christiansen, vice president, Associated 
Reciprocal Exchanges, New York, and 
W. H. Henshaw, vice president, Hart- 
ford Steam Boiler. 

From time to time the insurance di- 
vision holds special conferences in spe- 
cific subject areas such as its recent 
meeting on employe benefits in Chicago. 
At that conference 18 speakers explored 
all aspects of the subject from the role 
of insurance in providing security to the 
value of a health program from the 
management standpoint. Another special 
meeting will be held April 23-25 in New 
York City on the subject of plant loca- 
tion. It is designed to cover the entire 
range of problems involved in a plant 
move and will feature a full half-day 
session on planning for future economic 
growth. 


Workshop and Orientation Seminars 


In the more informal, intensive, dis- 
cussion-type atmosphere of the associa- 
tion’s seminars, business men delve into 
specific problem areas in frank, “here’s- 
how-we-did-it” exchange. Seminars are 
of two types—“workshop” groups of 15 
registrants that concentrate on discus- 
sion led by a qualified discussion leader; 
and “orientation” groups of approxi- 
mately 50 registrants in which the ac- 
cent is on instruction of the basics and 
on review. 

Within the last few years the Insur- 
has 





ance Division’s seminar program 
developed along two lines—subjects 
related to corporate risk management 


and those dealing with the social aspects 
of insurance. During the 1958 fiscal year 
the division will hold 22 seminars in 
three cities (New York, Chicago, New 
Orleans) with a total attendance of 
more than 500. Nine of these meetings 
are scheduled to be held between now 


American Management's Insurance Division 


age 33) 


Subject areas still to be 
covered include the employe benefits 
manager’s function in management, risk 
assumption and use of excess covers, 
coordinating the insurance program for 
maximum tax advantage, medical and 
legal aspects of controlling compensation 
costs, covering fire and business inter- 
ruption risks. 


A Basic Objective 


A basic objective in the establishment 
of the divisional program has been the 
development of the insurance buyer into 
a full-fledged member of management. 
The evolution of the buyer’s job—from 
that of a part-time activity to the 
stature of a profession—has come about 
largely through the efforts of the asso- 
ciation which was the first to recognize 
the need for a buyer’s forum. Because 
of the scope of AMA’s total program 
the buyer has an added opportunity to 
learn about and participate in other 
areas of management which may be 
pertinent to his function. Thus, a buyer 
may well attend a seminar in the finance 
division (especially if his duties are 
aligned with the finance function in his 
own company). At other times, he may 
find himself interested in programs con- 
ducted especially for the supervisor. 

Recognition of the need for general 
knowledge of general management as 
well as insurance subjects came from 
some of the prominent insurance com- 
pany men who were active in AMA at 
the time of the division’s founding. 
President of the association in 1930 was 
William J. Graham, then vice president 
(now a director), of the Equitable Life 
Assurance Society. Also active were 
Cooke Lewis, vice president and con- 
troller of the Liberty Mutual, who served 
as vice president in charge of the office 
management division, and John 0. 
Platt, vice president, Insurance Co. of 
North America, who was a member of 
the board. 

Among the members of the special 
insurance committee, formed in 1930, 
were representatives of such firms as 
Bethlehem Steel Co., Procter & Gamble 
Co., RCA-Victor, Union Carbon & Car- 
bide Corp., and Western Electric. 

Ironically, there were those that pre- 
dicted dire results if AMA went ahead 
with its program for insurance buyers 
to be conducted primarily by insurance 
buyers. Today, both company buyers 
and insurance executives participate in 
the planning of the division’s activities. 
In line with AMA’s overall policy of 
calling on its members to serve as 
“faculty” as well as students, it also 
regards highly the contributions of its 
voluntary planning council members. 


Over 4,000 Enrolled in Ins. Division 


Currently more than 3,000 members of 
the association serve in a_ voluntary 
capacity as speakers, chairmen, panelists, 
officers, directors, and council members. 
Of the association’s total membership of 
28,000, more than 4,000 are enrolled in 
the insurance division. 

Most of the AMA’s activities are held 
in its “Schoolhouse on Times Square’— 
in specially constructed rooms on the 
9th and 10th floors of the Astor Hotel, 
New York. In 1955 the association ex- 
panded its program to include a two- 
month summer session on the campus 
of Colgate University in Hamilton, N. Y. 
A week-long workship seminar on 
modern corporate insurance management 
will be held there beginning August 11. 

The association’s newest facility is 
its academy, located in Saranac Lake, 
N. Y. which was opened formally last 
September to provide another year- 
round management center in an atmos- 
phere especially conducive to study. 

The growth of AMA since its early 
days when many executives were slow 
to accept the idea of sharing of infor- 
mation has been a testimonial to the 
advance of the manager as a _ profes- 
sional. He has learned that he must 
keep abreast of the times not only in 
his own field but in all areas of manage- 


NAIC Zone II Meeting Set 
For Richmond, April 16-18 


North Carolina Insurance Commis- 
sioner Charles F. Gold announced that 
a conference of Zone II of the National 
Association of Insurance Commissioners 
has been set for April 16-18 in Richmond, 
Va. Mr. Gold is Zone II chairman. 

The following is the full agenda for 
the meeting: On April 17, at 9:30 a.m, 
there will be an address by Robert E. 
Dineen, vice president of Northwestern 
Mutual Life, on the “Advisability of a 
Professional Research Staff for the 
NAIC.” At 10:30 am. there will be a 
discussion of how to further adoption 
of NAIC’s model bill on credit life and 
accident and health. At 11:15 a.m. there 
will be a discussion of what to do about 
wholesale cancellation of auto liability 
risks, And at noon there will be a dis- 
cussion of fictitious groups on fire and 
casualty insurance. 

On April 18, at 9:30 a.m., the group 
will discuss independent filings. At 10:15 
there will be a report on the Zone II 
rate supervisors’ meeting. At 11 there 
will be a discussion on procedure by 
departments in handling complaints on 
all lines of insurance. At 11:45 there 
will be a discussion of coverage for out- 
patient treatment and deductible on A. 
& H. policies. An executive session at 
12:45 p.m. will conclude the meetings. 





Football Injuries Covered 
In Kemper Group’s Policy 


Optional accident insurance for school 
football players is provided in a new, 
simplified student accident policy being 
introduced in most states this month by 
the Kemper Group. 

Accident benefits of the new policy 
are $3,000 for accidential death, $7,500 
for dismemberment, $3,000 for medical 
reimbursement and $100 for dental 
benefit. 

Premium rates are $2 for grade school 
students, $3 for high school students and 
$2.50 for school district students, the 
latter a new rate category. Term of 
coverage is nine months. 

Protection for school football players 
at the school’s option requires an addi- 
tional premium of $3.25 per player for 
tryouts and $8.50 per each player who 
becomes a squad member. 

Medical reimbursement for football 
players is limited to $500 with a $25 
deductible for each football injury. The 
limit for dental benefits is $50. 





Donald Means President of 
St. Louis A. & H. Club 


Donald Means of American National 
Life in St. Louis has been elected presi- 
dent of the Accident & Health Under- 
writers Association of St. Louis. 

Other officers are vice president, 
Marion Mickey, World Insurance Co.; 
secretary, Wheeler K. Mueller, Bankers 
Life & Casualty; treasurer, Rogers Still- 
pass, Mutual of Omaha. New member of 
the board of directors is Lester Becker, 
Lincoln National Life. 

Speaker at the meeting was Randolph 
Mudd, leading producer of World’s 
Missouri agency, who discussed “Sales 
Techniques and the Mechanics of a 
Sale.” Mr. Mudd has been sales manager 
for the union labor division of the World 
since 1949, 





ment. As Lawrence A. Appley, AMA’s 
president, has said: “Managers must 
think constantly in terms of change. 
They must be consciously seeing to it 
that things are different and that old 
customs are replaced by new ones, that 
new goals make old ones look small, 
that new ideas make present ones 
inadequate.” 

The risk manager can no longer be 
concerned only with the narrowest con- 
fines of his job. He has come to realize 
that he needs to know what other 
managers are thinking and doing. It is 
this need that AMA’s insurance division 
is trying to fill. 


New York Health Ins. 
Bills Supported 


IN TALK BY GERALD S. PARKER 
Guardian Life A. & H. Secretary At 


N. J. Meeting Views Cancellation 
Question at National Level 


Gerald S. Parker, secretary, accident 
& health, Guardian Life, addressed the 
March meeting of New Jersey Associa- 
tion of Accident & Health Underwriters, 
He described the health insurance bills 
introduced through the rules committee 
in the New York State Legislature at 
the request of Senator George R. Met- 
calf. He said they represented “a com- 
promise meeting many objections” ex- 
pressed by the insurance industry and 
many employers. This legislation. awaits 
Governor Harriman’s signature. 

However, Mr. Parker urged that this 
program be supported. It has been given 
approval by the Life Insurance Associa- 
tion of America, and while, the speaker 
said, a few companies oppose it, the 
legislation should be accepted and _ the 
companies should learn to live with the 
situation as soon as possible. 

He commented: “It is very important 
to remember that this problem is_ not 
peculiar to New York. The National 
Association of Insurance Commissioners 
has a special committee studying the 
question of cancellation. It has con- 
ducted a survey of cancellation practices 
throughout the country. During the next 
year or year and a half, it will unques- 
tionably study these matters very care- 
fully and will be looking for permanent 
answers to the so-called ‘cancellation 
problem’. 


Cancellation Problems 





“While many of us may feel thiat 
there is no ‘cancellation problem’, the 
fact remains that there is enough can- 
cellation for reasons which are no! 
defensible in the public forum so that 
responsible officials have sincerely felt 
that legislative remedies are necessary.’ 

He warned that unless the insurance 
companies can eliminate those causes of 
cancellation which are not defensible in 
the public forum “then thev will be 
legislated out of existence.” The danger 
is, that if the companies are not willing 
to give up the indefensible cancellations, 
they may also lose the right to defensible 
cancellations. 

Mr. Parker said that he was strongly 
partisan toward commercial A. & H 
business. His company, he said, ha 
written a lot of it and it has been goo 
business. The company wants to be abl 
to keep on selling it to those who wan 
that kind of insurance. 

He concluded his talk with this opin 
ion: “We shall not retain the righ 
to offer commercial coverages unless w 
can offer them on a basis which cat 
be defended against all attacks as ethica 
and in the public interest. You, a 
leading agents, can be most helpful it 
spreading this doctrine, if you agree wit! 
me that it is a sound doctrine. You 
companies listen to you, as leaders ij 
your business. Let them hear you 
voices,” he urged. 














Mutual-United of Omaha 
Name Jennings State Mg 


Robert Jennings has been named mail 
ager for the state of Wyoming for Ma 


tual and United of Omaha, The af 
nouncement was made by V. J. Skut 
president of Mutual, and N. M. Long 


worth, president of United. | 

Mr. Jennings joined the companies 4 
a salesman and a field trainer in Kans 
City in 1951. In January of 1954, h 
moved to the home office as a member 9 
the life training department. 

Mr. Jennings has had extensive expé 
ience in training, recruiting, sales met 
ods and management work in his. mo 
recent position of regional supervisor 
the Midwest. 

A two-year veteran of the Unité 
States Navy, Mr. Jennings attend¢ 
Baker University in Baldwin, Kans 
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i aoe to sell homeowners policies 


ask the AETNA fieldman... 


An increase in premium income of 35% or more 
from the same number of customers! Substantial 
savings in the amount of time devoted to policy- 
writing, invoicing, accounting, checking renewals, 
etc. These are some of the tangible benefits which 
thousands of agents are realizing from selling 
Homeowners policies according to Aetna tested 
selling methods. Many Aetna agents make three 
sales out of every four Homeowners presentations. 


Meet Willard M. Wight, 
Special Agent, Millburn, N. J. 


Billand the agents with whom 
he works have been top pro- 
ducers of Homeowners poli- 
cies, and their records are 
good examples of what can 
be done. He is a graduate of 
Colgate University and the 
U. S. Navy, is a member of 
the New Jersey Insurance 
Fieldman’s Association, and 
has served on the Board of 
Governors of Underwriters 
Club of Philadelphia. His 
hobbies include sailing, fish- 
ing, golf and designing sets 
for his local dramatic club. 





Because the Actna was one of the pioneers of the 
multiple peril policy and because Aetna fieldmen 
are specially qualified by experience and training to 
help agents sell package policies, now more than 
ever the Aetna fieldman is a good man to know. 


Ask the Aetna fieldman for suggestions and litera- 
ture on how to take full advantage of the profit 
possibilities in Homeowners policies. 


Meet Nelson Campbell, 
State Agent, Tampa, Florida 
A native of Virginia and an 
alumnus ofthe U. Va., Nelson 
joined the Aetna in 1940 and 
was promoted to his present 
position in 1953. He is a past 
president of the Florida Field 
Conference, has served as 
Chairman of the Fire Pre- 
vention and Town Inspection 
Committee and is presently a 
member of the Florida Ad- 
visory Committee. Recently 
he participated in the Travel- 
ing School sponsored by the 
Florida Assn. of Insurance 

Agents. 


ETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY 
THE CENTURY INDEMNITY COMPANY «+ STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 


THE WORLD FIRE AND MARINE INSURANCE CO. 


Clinton £L. Allen, President 
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GENERAL REINSURANCE 


CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


FINANCIAL STATEMENT, December 31, 1957 




















ASSETS LIABILITIES 
Cash in Banks and Office $ 6,261,415 Reserve for Claims and Claim Expenses . $ 42,988,444 
Investments: 
United States Govern- Reserve for Unearned Premiums . . . 30,321,016 
ment Bonds . . . $18,682,546 
Other Bonds . . . . 57,810,920 Funds Held under Reinsurance Treaties . 4,599,706 
Preferred Stocks. . . . 8,962,251 ' 
Stocks of Subsidiary Reserve for Commissions, Taxes and 
Companies. . . . . 2,425,207 Other Liabilities . . . . . . . 8,015,215 ¢ 
Other Common Stocks . 26,598,848 - 
1 ac ss SOG ES oe BS 2 Gapital . .. ss « « S$ 67500000 a ft 
Premium Balances in Course of Collection Bs 
(not over 90 days due) . 3,328,712 Surplus . . . . . . 34,175,601 2 
Accrued Interest Sass: 683,389 2 
Other Admitted Assets . oe ee ee Surplus to Policyholders a es 40,775,601 s| 
Total Admitted Assets $126,699 ,982 fowl =. 5s es se 6S IAB ESSN n 
Securities carried at $6,700,999 in the above statement are deposited as required by law. Bonds and re 


stocks owned are valued in accordance with the requirements of the National Association of Insur- in 
ance Commissioners; if valued at market quotations, Surplus to Policyholders would be $38,221,264. th 


DIRECTORS tic 

ol 

EDWARD G. LOWRY, JR. JAMES A. CATHCART, JR. ae 

Chairman of the Board President w! 

sl 

ROBERT L. BRADDOCK N. BAXTER JACKSON DONALD B. SMITH me 
Executive Vice President Chairman of Executive Committee, Economic Consultant F th; 
Chemical Corn Exchange Bank wr 


HENRY C. BRUNIE 
President, Empire Trust Company 


WILLIAM E. HALL 
Hall, Haywood, Patterson & Taylor, Esqs. 


ALBERT J. HETTINGER, JR. FREDERICK L. MOORE 


Lazard Freres & Co. 


LUTHER G. HOLBROOK 


Vice President and Governor, CARL N. OSBORNE 


T. Mellon and Sons 


Home Office: 400 PARK AVENUE, NEW YORK 22, N. Y. 
Midwestern Department: 1012 BALTIMORE BUILDING, KANSAS CITY 5, MO. 
Pacific Department: 610 SO. HARVARD BOULEVARD, LOS ANGELES 5, CALIF. 





WHITNEY STONE es 
President, Stone & Webster, Inc. * 


RICHARD K. MELLON a 
emo Mellon National FREDERICK K. TRASK, JR. a 
ank and Trust Co. Payson & Trask hin 
ARTHUR B. VAN BUSKIRK oe 

. Vice President and Governor 
Kidder, Peabody & Co. y ‘ ‘ 
thers Mccain ‘ T. Mellon and Sons bei 
ETHELBERT WARFIELD | “iy 
Cleveland, Ohio Satterlee, Warfield & Stephens, Esqs. * 
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